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Hr  ■«  SCALES  UP! 


Novell's  Michael  Simpson  says  the  firm  is  ready¬ 
ing  a  dramatically  more  scalable  directory.  Page  6. 


if  TAKING  IT  ON  THE  CHIN 


Microsoft's  Jim  Allchin  is  battered  by  DOJ 


lawyers  for  a  faulty  Windows  videotape.  Page  14. 
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NOVELL 

EBORN 


CEO  Eric  Schmidt 
and  a  timely 
directory  strategy 
will  propel  the 
company  bach 
to  prominence. 


li  V  SIS  A  N  BREIDE  N  BACH 


Directory-enabled  networking  will  define  computing 
in  the  21st  century,  and  Novell  has  once  again 
staked  out  a  position  in  the  forefront  of  a  major 
technology  movement. This  time,  the  company 
appears  poised  to  seize  the  day  instead  of  giving 
ground. 

Novell  Directory  Services  (NDS)  has  been  evolving  for 
11)  years  into  a  mature,  robust  cross-platform  system  that 
many  argue  is  the  only  enterprise-capable  directory  game 
in  town.  It  is  certainly  the  only  global  directory  that  boasts 
an  installed  base  closing  in  on  50  million  seats. 

See  Novell,  page  39 


Wall  St.  wary  of 
Cabletron’s  future 


BY  JIM  DUFFY 

ROCHESTER,  N.H.  —  As  the 
network  industry  rockets  into 
the  new  millennium  and  the 
age  of  convergence,  it  may  be 
leaving  behind  one  of  its  for¬ 
mer  stars. 

A  “mid-quarter”  conference 
call  with  company  executives 
last  week  failed  to  persuade 
some  Wall  Street  analysts  that 
Cabletron  isn’t  fading  from 
view.  They  came  away  uncon¬ 
vinced  that  Cabletron  can 
turn  its  fortunes  around  any¬ 
time  soon  despite  the  follow¬ 
ing  developments: 

•  A  new  advertising  cam¬ 
paign  to  stem  defections  to 
Cisco. 

•  The  shipment  of  product 
to  Compaq  for  resale. 

•  The  discontinuation  of 
some  product  lines. 

Analysts  now  believe  that 
Cabletron  is  not  a  prime 
acquisition  candidate,  and  will 
remain  an  independent  com¬ 
pany  for  some  time.  Cabletron 
See  Cabletron,  page  57 


IBM  gets  serious 
about  Ethernet 


Firm  injecting  ATM  technology  into  Ethernet  gear. 


BY  MARC  SONGINI 

RESEARCH  TRIANGLE 
PARK,  N.C.  —  IBM  is  ready  to 
unleash  a  line  of  high-speed 
Ethernet  switches  that  will 
boast  quality-of-service  (QoS) 
capabilities  typically  found 
only  in  ATM  gear. 

Big  Blue  is  also  adding 
directory-based  policy  man¬ 
agement  technology  to  its 
router  and  switch  lines,  mak¬ 
ing  it  easier  for  companies  to 
prioritize  access  to  net  re¬ 
sources. 

The  moves  are  designed  to 
make  IBM  a  more  significant 
player  in  the  Ethernet  market. 
Until  now,  IBM  has  focused 
largely  on  Token-Ring  and  ATM 
switching  technologies. 

“We  expect  to  grow  our 


More 

Online 

•  Get  a  technical  overview 
of  the  Prizma  chip  at  the 
heart  of  IBM's  effort. 


•  A  plain  English  guide  to 
QoS. 


www.  m  .com 

nwfusion 


Ethernet  business  at  three 
times  the  industry  rate  this 
year,”  said  Rob  Zimmer,  director 
of  strategy  for  IBM’s  Network¬ 
ing  Hardware  Division  at  the 
See  IBM,  page  56 


Monster.coms  Super  Bowl  play  pays  off  in  a  big  way 


The  first  was  spending  $4 
million  for  three  30-second  TV 
ads  that  he  hoped  would  make 
his  electronic  job-search  busi¬ 
ness  a  household  name.  The 


BY  PAUL  MCNAMARA 

Monster.com  CEO  Jeff  Tay¬ 
lor  made  two  big  bets  on  the 
Super  Bowl. 


second  was  buying  $700,000 
worth  of  new  network  muscle 
—  30  Dell  servers  and  a  T-3 
pipe  —  to  prevent  that  name 
from  becoming  mud. 

Taylor  claims  to  have  won 
big-time  on  both  scores,  as 
Monster.com  s  traffic  last  week 
shattered  previous  highs  with 
nary  a  hiccup  on  the  network. 

“There’s  been  no  second- 
guessing  at  all  about  our  deci¬ 
sion,”  says  Taylor,  whose 
Maynard,  Mass.,  company 
employs  305  people  and 
See  Monster.com,  page  56 


Jeff  Taylor, 
CEO  of 

Monster.com, 
says  his  firm 
revamped  its 
network  to 
handle  in¬ 
creased  traffic 
sparked  by  the 
company's 
Super  Bowl 
ads 
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“A  broker  in  Cincinnati  needs  help  with  her  PC;  she 
headquarters  in  Louisville  and  says,  ‘How  soon  can 
‘Right  now,  that’s  me  moving  your  mouse.’” 


BE  DIRECT' 

D0LL 

www.dell.com 


For  Year  2000  information  about  Microsoft  products  see  www.microsoft.com/year2000/  or  call  1-888-MSFT-Y2K.  For  Year  2000  information  about  Dell  PowerEdge  servers  and  Dell  OpenManage  systems  management  solutions  see 
www.dell.com/year2000/. 
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calls 

you  be  here? 


I  say, 


“Moving  cursors  in  faraway  places  is  great,  but  there’s  more 
to  the  centralized  management  we  get  with  Microsoft* 
Windows  NT* on  Dell®  PowerEdge®  servers.  Like  last  night  we 
were  sitting  right  here,  but  we  checked  Y2K  readiness  on 
our  desktops  in  Evansville.  To  get  started,  we  did  a  remote 
inventory  with  Systems  Management  Server,  and  we  used 
Dell  OpenManage^to  dig  a  little  deeper  on  the  hardware 
side.  It’s  surprisingly  easy.  Lately,  the  only  reason  for  me 
to  leave  Louisville  is  vacation.” 


Jeff  Polsgrove,  CTO 

Hilliard  Lyons  Investments 


WindowsNT 

Server  4.0 

L  J 


wwwmicrosoft.com/go/caseStudy/Manageability  MlCtOSOft 


Introducing  CallPilot  -  the  latest  in  unified  messaging  technology  from  Nortel  Networks" 

Call  Pilot  lets  you  manage  e-mail,  voice  mail  and  fax  messages  with  the  mere  click  of  your  mouse, 
all  from  within  your  familiar  e-mail  interface*  You  can  even  use  our  revolutionary  speech 
recognition  feature  to  manage  your  messages  using  simple  voice  commands.  All  this  is  made 
possible  with  a  Unified  Network  from  Nortel  Networks,  which  enables  you  to  integrate  voice, 
video  and  data  and  create  a  communications  solution  that  will  serve  your  needs  well  into  the 
future.  For  more  information,  call  1-800-4  NORTEL,  or  visit  us  at  www.noTtelnetworks.com/i6DY 


N&RTEL 

NETWORKS 

How  the  world  shares  ideas. 


JtfiX  Nortel  Networks.  CallPilot.  Unified  Networks,  the  Nortel  Networks  logo  and  "How  the  world  shares  ideas."  are  trademarks  of  Northern  Telecom.  ©1999  Northern  Telecom. 

All  rights  reserved  ‘CallPilot  is  compatible  with  MS  Outlook,  Lotus  Notes,  Netscape  Messenger,  Eudora  Pro  and  other  IMAP  4  compliant  e-mail  clients. 

Free  Product  info  enter  NWInfoXpress  #26  online  @  www.networkworld.com/infoxpress 
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Now  you  can  pick  up 


. 

all  your  messages 


at  one  convenient  location. 


www.nortelnetworks.com/16DY 
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THIS  WEEK 
ONLINE 

No  foolin'.  Web  sites  just  keep  get¬ 
ting  more  and  more  complex.  How 
do  you  keep  yours  from  collaps¬ 
ing?  You  could  learn  a  thing  or  two 
from  the  folks  who  run  The  Motley 
Fool's  Web  site  —  one  of  the  more 
popular  and  feature-laden  sites  on 
the  World  Wide  Web.  In  a  new  bi¬ 
weekly  column  on  Network  World 
Fusion,  see  how  the  company  does 
it.  Join  Dwight  Gibbs,  chief  techni¬ 
cal  fool  for  The  Motley  Fool,  and 
Keith  Pelczarski,  mad  scientist  of 
The  Fool's  production  department, 
as  they  explain  how  they  keep  the 
site  running  and  how  you  can 
avoid  the  mistakes  they  have  made 
along  the  way.  DocFinder:  1440 

Web  database.  Speaking  of  run¬ 
ning  a  complex  site,  a  Fusion  user 
is  seeking  guidance  on  converting 
a  site  consisting  entirely  of  static 
HTML  pages  into  one  driven  by  a 
database.  Any  suggestions?  Come 
online  and  bring  your  ideas. 
DocFinder:  1443 

Windows  bug?  A  Fusion  user 
reports  a  pesky  problem  with  the 
TCP/IP  stack  in  Windows  9.X 
clients  that  can  cause  excessive 
network  congestion.  Read  his 
description,  then  jump  in  with  your 
comments.  DocFinder:  1441 

Water  cooler.  Who  would  have 
known  that  women  have  special 
emotional  needs  when  it  comes  to 
the  Year  2000  problem?  Fusion 

Editor  Adam 
Gaffin  takes  a 
look  at  the 
Y2K  for 
Women  site 
—  which 
includes  tips 
on  protecting 
your  family 
from  Y2K  rioters.  He  also  finds  a 
lot  of  the  hysteria  would  have 
been  familiar  to  the  people  await¬ 
ing  the  apocalypse  on  Dec.  31,  999. 
DocFinder:  1442 


How  to  get  onto 
Network  World  Fusion 

Click  on  Register  on  the  home  page 
and  follow  the  instructions. 
Subscribers,  keep  your  NWF  number 
—  highlighted  on  the  front  cover's 
mailing  label  —  handy  during 
registration.  Nonsubscribers 
must  fill  out  an  online 
registration  form. 
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CEO  Eric  Schmidt  and  a 
timely  directory  strategy  will 
propel  the  company  back  to 
prominence.  Page  1. 
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MCI  WorldCom  jumps  back  into 
Net  biz 

MCI  WorldCom  s  exit  from  the  Internet 
access  market  didn't  last  long.  Almost  seven 
months  after  U.S.  regulators  forced  MCI  to 

sell  its  Internet  busi¬ 
ness  as  a  condition 
of  merger  approval, 
MCI  WorldCom  last 
week  said  it  would 
offer  Internet  access 
for  $16.95  per 
month  for  current 
long-distance  cus¬ 
tomers  and  $19  95 
for  other  users. 

“We’re  back,”  said 
Vint  Cerf,  the  service 
provider’s  senior 
vice  president  of 
Internet  architecture 
and  technology. 

The  service  will 
use  MCI  World- 
Corn’s  UUNET  Internet  backbone. 
Observers  say  regulators  should  have  no 
problems  with  the  new  service  because  it 
will  be  using  existing  facilities,  not  newly 
acquired  assets. 

Qwest:  Don't  worry,  be  happy 

Hard-charging  long-distance  carrier 
Qwest  posted  a  fourth-quarter  loss  of  $21.9 
million,  but  Qwest  executives  and  Wall 
Street  analysts  put  a  happy  face  on  the  news. 
Qwest  President  and  CEO  Joe  Nacchio 
emphasized  that  during  the  quarter  the  com¬ 
pany  actually  made  an  operational  profit  for 
the  first  time  in  1998,  but  posted  a  loss  only 
after  special  charges  for  various  acquisitions 
and  joint  ventures  were  factored  into  the 
results. 

Nacchio  also  boasted  that  the  company’s 
frame  relay  and  ATM  revenue  more  than 
tripled  from  the  fourth  quarter  of  1997,  and 
announced  that  the  company  had  won  a  U.S. 
Treasury  subcontract  to  build  a  giant 
frame/ATM  network  of  4,000  to  7,000 
nodes.  That  deal  will  help  win  Fortune  500 
contracts,  he  said:  “I  think  people  were  wait¬ 
ing  for  us  to  demonstrate  that  we  could  step 
up  and  take  a  very  large  enterprise  type  of 
account  and  handle  it.” 

Testing  IT  intelligence 

If  you’ve  ever  wondered  just  how  com¬ 
petent  your  IT  staff  really  is,  now’s  your 
chance  to  find  out.  TeckChek,  a  vendor- 
independent  technical  proficiency  testing 
service,  today  announced  a  service  that  lets 
companies  test  employees  on  everything 
from  Windows  NT  to  Lotus  Notes.The  firm’s 
TeckChek  test  and  Web-based  results  data¬ 
base  lets  clients  view,  compare  and  analyze 
the  test  results  of  their  employees  and  job 
candidates  against  others  in  the  database. 


The  online  database  is  designed  to  help 
managers  avoid  hiring  mistakes  and  better 
manage  their  departments’  IT  skills.  For 
more  information,  visit  the  site  at 
www.teckchek.com. 

Another  day,  another  Microsoft 
lawsuit 

A  small  Chicago  company  last  week  asked 
a  federal  court  to  bar  distribution  of 
Microsoft  Windows  and  Internet  Explorer, 
claiming  in  a  lawsuit  that  Microsoft  infringed 
on  a  broad  technology  patent  granted  to  the 
firm  late  last  year. 

The  complaint  filed  by  Eolas  Technology 
charged  Microsoft  with  infringing  on  a 
patent  Eolas  holds  for  technology  that  lets  a 
Web  browser  access  interactive  programs 
embedded  in  a  Web  page,  such  as  plug-ins, 
applets  and  ActiveX  controls.The  suit  claims 
that  several  of  Microsoft’s  Web-enabled  prod¬ 
ucts  infringe  on  the  patent,  including 
Windows  95  and  98,  and  Internet  Explorer. 
Microsoft  had  no  comment  on  the  suit. 

Glitches  galore 

Software  glitches  at  E-Trade  Securities  last 
week  stopped  investor  transactions  and 
prompted  New  York  Attorney  General 
Elliot  Spitzer  to  start 
looking  into  the 
overall  Internet  broker¬ 
age  industry,  which  has 
come  under  fire  from 
angry  investors  for 
inconsistent  per¬ 
formance.  For  its 
part,  E-Trade  said  the  glitches  came  from 
software  the  company  installed  last  week. 
E-Trade  estimated  the  glitch  only  affected 
about  5%  of  its  customers. 

Microsoft?  We  hardly  knew  ye 

According  to  a  Reuters  report,  Microsoft 
Chairman  Bill  Gates  said  last  week  that 
he’s  worried  about  his  company’s  place  in 
history. 

“Twenty  years  from  now  . .  .  one  of  the 
most  popular  soft  drinks  in  the  world,  you 
can  say  with  great  certainty,  is  going  to  be 
Coca-Cola.  Twenty  years  from  now  what 
will  the  most  popular  operating  system 
be?”  Gates  asked  technology  conference 
attendees  in  Copenhagen.  “The  operating 
system  will  be  so  much  different  than  any¬ 
thing  anybody  thinks  today.  You  won’t  rec¬ 
ognize  it,  and  there  is  [only  a  slim]  chance 
that  Microsoft  can  reinvent  itself  three  or 
four  times  to  be  there.” 

Gates  noted  that  Microsoft  is  a  company 
employing  30,000  people  with  sales  of 
about  $20  billion:  “In  terms  of  size,  our  shad¬ 
ow  is  bigger  than  our  body.”  Referring  to  the 
group’s  many  competitors,  Gates  said  that 
part  of  his  job  as  chairman  is  “to  fear  every¬ 
thing.” 


Cerf:  MCI  WorldCom 
has  returned  to  the 
Internet  game. 


Novell  preps 
mega-directory 


NDS  upgrade  aimed  at  e-commerce  sites. 


BY  CHRISTINE 
BURNS 

PROVO,  UTAH  —  Novell  is 
prepping  a  new  version  of  its 
directory  service  software  that 
exponentially  increases  the 
number  of  objects  any  single 
server  can  hold. 

Novell  officials  claim  the 
scalability  will  appeal  to  cus¬ 
tomers  looking  to  use  Novell 
Directory  Services  (NDS)  out¬ 
side  their  corporate  firewalls 
to  manage  access  to  large 
e-commerce  sites  and  enable 
secure  business-to-business 
communication. 

NDS  already  has  earned  a 
formidable  reputation  for  scal¬ 
ing  across  servers  to  accom¬ 
modate  as  many  directory 
entries  as  a  corporation  needs. 
Replication  among  servers 
keeps  directory  information 
synchronized. 

Unlimited  support 

The  new  version  of  NDS  — 
referred  to  internally  at  Novell 
as  scalable  directory  services 
(SCADS)  —  will  allow  users  to 
store  “millions  and  millions”  of 
objects  on  a  single  server,  says 
Michael  Simpson,  Novell’s 
director  of  marketing. 

Last  month  at  its  NDS 
Partner  Summit,  Novell 
demonstrated  SCADS  support¬ 
ing  a  terabyte  of  directory 
data,  according  to  sources 
who  attended  the  closed-door 
event.  Novell  is  expected  to 
conduct  a  similar  demonstra¬ 
tion  at  its  annual  Brainshare 
user  conference  next  month 
in  Utah. 

SCADS’  support  for  a  seem¬ 
ingly  unlimited  number  of 
objects  is  a  far  cry  from  what 
Novell  recommends  as  the 
practical  limit  for  the  current 
version  of  NDS.  Novell  advises 
customers  not  to  exceed 
1,000  to  3,500  directory 
objects  per  server,  depending 
on  the  machine  and  the  cus¬ 
tomer. 

Simpson  declined  to  detail 
exactly  how  Novell  achieved 
the  enhanced  performance  in 
SCADS.  However,  industry  ana¬ 


lysts  briefed  on  product  plans 
say  the  company  has  swapped 
its  proprietary  database  so 
directory  objects  can  now  be 
stored  in  more  mainstream 
databases,  such  as  those  from 
Oracle,  that  can  handle  huge 
amounts  of  data. 

Simpson  says  this  kind  of 
scalability  will  make  NDS 
more  suitable  for  use  at  large 
e-commerce  sites  where  Net¬ 
scape’s  Lightweight  Directory 
Access  Protocol-based  directo¬ 
ry  server  has  captured  most  of 
the  mind  share. 

“We’ve  already  got  the 
other  pieces  in  place  that 
would  let  companies  use  NDS 
to  have  tight  control  over  who 
accesses  their  sites  and  the 
types  of  experiences  they 
have  when  they  get  there,” 
Simpson  says. 

For  example,  NDS  can  hold 
X.509  security  certificates, 
which  a  company  can  hand  out 
to  preferred  customers  so  only 
those  users  have  the  right  to 
access  secure  pages  on  the  site. 

Industry  analysts  say  in 
addition  to  handling  huge 
numbers  of  objects  in  NDS, 
Novell  must  also  ensure  that 
SCADS  can  serve  up  data  fast. 

“There  is  no  value  in  having 
a  directory  database  that  big  if 
you  can’t  get  at  the  informa¬ 
tion  you  need  quickly,”  says 
Tim  Sloane,  an  analyst  with  the 
Aberdeen  Group  consultancy 
in  Boston. 

Hard  sell  needed 

Novell  users  who  are  com¬ 
mitted  to  using  NDS  for  con¬ 
trolling  access  to  their  internal 
network  resources  say  the 
company  is  going  to  have  to 
make  a  hard  sell  to  woo  them 
away  from  the  e-commerce 
wares  they’ve  already 
deployed. 

“We  are  committed  to  NDS 
inside  the  firewall,  but  we 
farmed  out  our  e-commerce 
stuff  because  we  needed  it 
yesterday,”  says  Eric  Ligman, 
president  of  Supreme  Soft¬ 
ware,  a  software  and  hard¬ 
ware  reseller  in  Wood- 
stock,  III.  3 
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Predict  The  Future 
And  You  Can 
Change  The  World. 

With  NEUEENT5, 
You  Can  Do  Both. 


Introducing  software  that  can  emulate  a  human  brain. 

It’s  true.  Neugents™  think  like  a  human  — 
only  faster. 

Neugents  compute  not  in  thousandths  of  a 
second,  but  millionths.  Without  emotion,  subjectivity, 
or  bias. 

Neugents  can  analyze,  make  decisions,  take 
action.  They  can  process  massive  amounts  of  chaotic 
data  and  instantly  identify  complex  patterns  and  rela¬ 
tionships.  Figuring  out  why  things  happen,  and  more 


Neugents  can  learn,  Using  a  unique  self-learning 
algorithm,  Neugents  get  smarter  every  second,  every 
hour,  every  day. 

The  secret  is  Neural  Network  Technology. 
Computer  Associates  has  taken  this  powerful  technology 
and  turned  it  into  a  patented  application  that  goes  far 
beyond  traditional  forecasting  methods  and  rules- 
based  applications. 

Neugents  can  tell  you  what  your  sales  are  going  to 
be  next  week,  next  month,  or  next  year.  They  can  tell 
you  before  your  next  product  fails  —  and  why.  And  for 
enterprise  management,  Neugents  can  do  everything 
from  warn  you  before  a  server  goes  down  —  or  tell  you 
when  and  where  your  next  security  breach  will  occur. 

With  virtually  every  aspect  of  your  business, 
Neugents  can  accurately  and  consistently  predict  the 
future. 

And  when  you  can  predict  the  future,  you  can  not 
only  change  the  future,  you  can  change  the  world. 

Call  1-877-Neugents  for  more  information. 


NEUGENT5:  Software  That  Can  Think 


s  1 998  Computer  Associates  International,  Inc..  Islandia,  NY  1 1 788*7000.  Ail  product  names  referenced  herein  are  trademarks  of  their  respective  companies. 


Software  superior  by:-< 


Free  Product  info  enter  NWInfoXpress  #29  online  @  www.networkworld.com/infoxpress 
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HP  said  to  be  readying  new  net  gear 


BY  JEFF  CARUSO 

PALO  ALTO  —  On  the  heels 
of  its  recent  announcement  of 
a  Layer  3  switch,  Hewlett- 
Packard  is  planning  to  unveil 
stackable  10/100M  bit/sec 
Ethernet  switches  with  Giga¬ 
bit  Ethernet  uplinks,  according 
to  sources  familiar  with  HP’s 
plans. 

Switch  prices  as  low  as  $89 
per  10/100M  bit/sec  port  are 
also  in  the  works,  sources  say. 

John  McHugh,  general 
manager  of  HP’s  workgroup 
networks  division,  declined 
to  comment  on  the  compa¬ 
ny’s  plans  to  fill  out  its  prod¬ 
uct  line  of  Ethernet  switches 
in  coming  weeks,  saying  only 
that  the  company  will  com¬ 
pete  on  price  and  ease  of  use. 

He  added  that  HP  is  work¬ 
ing  on  new  10-Gigabit 
Ethernet  technology,  but 


BY  DENISE 
PAPPALARDO 

SAN  JOSE  —  At  its  inaugural 
meeting  last  week,  the  QoS 
Forum  pledged  to  help  service 
providers  deliver  guaranteed 
levels  of  service,  even  when 
network  traffic  crosses  the 

Organizing  for  quality 

Here  is  a  sampling  of  QoS  Forum 

members: 

•  3Com 

•  Avici  Systems 

•  Cisco 

•  Extreme  Networks 

•  IBM 

•  IPivot 

•  IP  Metrics 

•  IPHighway 

•  Lucent 

•  Microsoft 

•  Netcom  Systems 

•  Newbridge  Networks 

•  Fujitsu  Nexion 

•  Nortel  Networks 

•  Orchestream 

•  Qosnetics 


commercial  implementations 
are  probably  more  than  a  year 
away. 

HP  is  still  a  relatively  insigni¬ 
ficant  player  in  the 
network  equipment 
market,  and  industry 
observers  say  its 
recent  moves  don’t 
represent  any  great 
technological  leaps. 

The  ProCurve 
Routing  Switch 
9300,  a  Layer  3 
switch  announced 
last  month,  is  built 
on  technology  the 
company  obtained 
from  Foundry  Net¬ 
works.  Most  of  the  rest  of  HP’s 
network  hardware  line  is  com¬ 
posed  of  low-end  Ethernet 
switches  and  hubs. 

The  company  captured 
less  than  3%  of  the  low-end 
Ethernet  switch  market  last 


Internet  or  multiple  carriers’ 
facilities. 

Education  needed 

The  group  will  develop 
guidelines  to  help  carriers  and 
ISPs  meet  service-level  agree¬ 
ments  that  extend  beyond  a 
customer’s  direct  connection 
to  a  service 
provider,  says 
Martin  Hall,  chief 
technology  officer 
at  Stardust  Forums, 
the  company  orga¬ 
nizing  the  QoS 
Forum. 

The  16  compa¬ 
nies  attending  the 
first  meeting  also 
agreed  to  find 
ways  to  educate 
the  industry  on 
how  deploying 
quality-of-service 
(QoS)  technology 
in  their  networks 
can  create  new 
business  opportu¬ 
nities  for  users  and 
service  providers. 
Lucent  and 

Extreme  Networks 


year,  in  terms  of  revenue  and 
in  number  of  ports  shipped, 
according  to  Dell’Oro  Group 
in  Portola  Valley,  Calif. 

HP  faces  major 
competition  from 
more  established 
network  hardware 
vendors,  according 
to  Michael  Speyer, 
program  manager 
at  The  Yankee 
Group  in  Boston. 

“HP  doesn’t  have 
anything  to  differ¬ 
entiate  itself  other 
than  price,  and 
maybe  some  of  its 
management  soft¬ 
ware,”  Speyer  says. 

He  also  points  out  that 
other  computer  companies, 
such  as  Compaq,  Digital  and 
IBM,  have  been  relatively 
unsuccessful  selling  network 
hardware. 


were  among  the  companies 
represented  at  the  meeting. 
Hall  expects  more  users  and 
service  providers  to  become 
involved  in  the  forum  as  it 
becomes  more  established. 

Demonstrations  planned 

The  group  plans  to  set  up 
networks  to  demonstrate  how 
specific  applications,  such  as 
voice  and  fax,  can  benefit  from 
QoS  guarantees  when  travers¬ 
ing  the  Internet. 

The  forum  is  not  a  standards 
organization,  but  it  plans  to  rely 
on  standards  that  groups  such 
as  the  Internet  Engineering 
Task  Force  have  established. 

Another  QoS-centric  group, 
the  QoS  Alliance,  is  closely  tied 
to  the  IEEE.  The  alliance  is  pri¬ 
marily  focused  on  QoS  in  IP 
LANs. 

The  QoS  Forum  will  meet 
Feb.  24  to  establish  specific 
steering  groups  and  roll  out 
the  group’s  first-year  plan, 
Hall  says. 

More  information  on  the 
forum  is  available  at  (408)  879- 
8080  or  www.stardust.com/ 
qosforum.  3 


McHugh,  however,  remains 
optimistic,  saying  that  HP  can 
compete  on  price  because  of 
the  way  it  manufactures 
switches,  compressing  func¬ 
tions  on  very  few  chips. 

HP  will  target  LAN  hard¬ 
ware  specifically,  avoiding 
WAN  connections.  McHugh 
says  the  company  isn’t  looking 
to  make  any  acquisitions  in 
network  hardware  because  it 
has  all  the  products  and 
reseller  connections  it  needs. 

One  of  the  places  in  which 
HP  is  moving  to  the  techno- 


BY  JOHN  COX 

SAN  JOSE  —  New  software 
from  Puma  Technology  should 
simplify  the  work  of  tying  an 
array  of  handheld  devices  to 
networked  servers. 

Software  that  Puma  is  devel¬ 
oping  under  the  company’s 
Vulcan  project  will  let  users 
create  applications  for  hand¬ 
held  devices  and  then  use  these 
programs  to  access  back-end 
applications  and  databases. 

Net  managers  realize  that 
it’s  becoming  increasingly  dif¬ 
ficult  to  standardize  on  the 
types  of  handheld  devices  end 
users  employ  to  access  corpo¬ 
rate  net  resources.  So  the  next- 
best  thing  is  to  create  a  stan¬ 
dard  interface  between  hand¬ 
held  applications  and  back¬ 
end  software,  says  Ken 
Dulaney,  vice  president  of 
mobile  computing  at  market 
researcher  Gartner  Group  in 
Stamford,  Conn. 

“You  need  a  product  like 
Puma’s  because  users  don’t 
want  to  have  different  dial-up 
or  connectivity  procedures  for 
each  separate  function  they 
want  to  do,”  Dulaney  says. 

When  released  later  this 
year,  Vulcan  initially  will  sup¬ 
port  the  Palm  Platform  soft¬ 
ware  on  devices  such  as 
3Com’s  PalmPilot.  Later,  Puma 
will  support  Windows  CE. 

Vulcan  is  a  new  version  of 
Puma’s  existing  device  middle¬ 
ware,  Intellisynch  Anywhere. 


logical  forefront  is  in  10- 
Gigabit  Ethernet. 

McHugh  says  the  company 
has  a  prototype  working  now 
but  is  trying  to  find  a  way  to 
make  the  technology  inex¬ 
pensive  enough  for  a  com¬ 
mercial  product. 

Standards  activity  for  10- 
Gigabit  Ethernet  is  expected 
to  begin  next  month,  but 
HP  won’t  have  a  commercial 
prototype  for  another  four 
to  six  months.  And  10-Gigabit 
interfaces  probably  won’t  be 
shipped  until  2001,  McHugh 
says. 

Senior  Editor  Jim  Duffy 
contributed  to  this  story. 


Today,  Intellisynch  has  a  server 
component  that  connects  Palm 
devices  to  Microsoft  Exchange 
Server.  Puma  is  beta-testing  a 
version  of  Intellisynch  for 
Lotus  Notes.  Customers  can 
create  device  applications 
using  Puma’s  Satellite  Forms 
development  tools. 

By  contrast,  Vulcan  is  a 
general-purpose  middleware 
layer,  with  Satellite  Forms  pre¬ 
sent  as  an  integrated  feature. 
This  means  that  network  man¬ 
agers  will  be  able  to  create  and 
deploy  handheld  applications 
that  can  be  connected  —  via 
Open  Database  Connectivity 
(ODBC)  and  other  industry- 
standard  interfaces  —  to  what¬ 
ever  back-end  server  program 
is  desired. 

Vulcan  initially  will  have  an 
interface  to  Lotus  Notes  and 
an  ODBC  interface  to  access 
databases.  The  product  also 
will  let  users  transfer  existing 
HTML  forms  in  Web  applica¬ 
tions  into  corresponding  dis¬ 
plays  in  Satellite  Forms. 

With  Vulcan,  Puma  will  be 
competing  with  Advanced 
Systems  Limited  in  Bristol, 
England  and  Riverbed  Tech¬ 
nologies  in  Falls  Church,  Va., 
both  of  which  offer  middle¬ 
ware  and  tools  to  link  hand¬ 
helds  to  corporate  servers. 

Puma  declined  to  say  when 
a  commercial  product  based 
on  Vulcan  will  be  released  or 
how  much  it  will  cost. 

Puma:  (408)  321-7650 


Quality  of  sen/ice  grabs  the  spotlight 

New  group  pledges  to  help  carriers  deliver  service-level  guarantees. 


Martin  Hall,  chief  tech¬ 
nology  officer  at  Star¬ 
dust  Forums,  the  QoS 
Forum's  organizer. 


HP's  McHugh:  We  can 
compete  on  price. 


Puma  ties  handheld  devices  to 
corporate  applications,  databases 
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Why  does  the  moon 
stay  in  the  sky? 

What  makes 
the  stars  twinkle? 

How  does 
the  Internet  work? 


Actually,  it  works  extremely  well.  Maybe 
because  so  much  of  it  runs  on  Compaq.  Four 
out  of  the  five  most  popular  Web  sites  are 
powered  by  Compaq.  Hundreds  of  millions 
of  hits  are  handled  by  Compaq  platforms 
every  day.  Three-quarters  of  the  top  ISPs  have  standardized  on 
Compaq  for  their  Windows  NT  based  Web  hosting.  And  if  you’ve 
ever  received  e-mail,  chances  are,  we  helped  get  it  to  you.  To  find 
out  how  the  Internet  can  help  grow  your  business,  feel  free  to  ask 
the  source  at  1-800-AT-COMPAQ.  Or  visit  www.compaq.com/moon. 


COMPAQ  Better  answers. 


©1998  Compaq  Computer  Corporation.  All  rights  reserved .  Compaq  is  registered  in  the  U. S.  Paten!  and  Trademark 
Office,  8etter  answers  is  a  service  mark  ol  Compaq  Computer  Corporation.  Windows  NT  is  a  registered  trademark  ot 
Microsoft  Corporation.  All  other  names  are  trademarks  or  registered  trademarks  of  their  respective  companies. 


News 


torage  management  standards  scuffle? 


BY  DENI  CONNOR 

Storage  giant  EMC  last  week 
helped  launch  the  Fibre- 
Alliance,  a  group  that  hopes  to 
dictate  standards  for  storage- 
area  networks  (SAN). 

But  there  is  already  such  a 
group  in  place.  In  fact,  there  are 
four  others,  with  the  Storage 
Network  Industry  Association 
(SNIA)  being  the  furthest  along 
in  proposing  storage  standards. 
The  fact  that  these  groups  are 
all  aiming  to  do  the  same  thing 
raises  a  number  of  questions: 
Will  the  groups  confuse  the 
market  and  lengthen  the  march 
toward  standardization?  Will 
there  be  multiple  standards?  Is 
the  FibreAlliance  too  much  of 
an  EMC-centric  effort? 

The  EMC-led  alliance  came 
under  criticism  from  those  who 
prefer  a  more  open  approach 


to  standards.  The  FibreAlliance 
is  creating  a  Management  Infor¬ 
mation  Base  (MIB)  that  will 
allow  various  third-party  prod¬ 
ucts  to  communicate  with  vari¬ 
ous  EMC  products. 

“We  think  customers’  inter¬ 
ests  are  better  served  if  there  is 
a  broad  effort  across  the  indus¬ 
try  that  focuses  the  efforts  of 
the  entire  industry,  rather  than 
focusing  on  alliances  that  are 
driven  by  a  particular  vendor 
perspective  or  are  only  focused 
on  a  portion  of  the  solution,” 
says  Kirby  Wadsworth,  vice 
president  of  marketing  for  the 
Storage  Products  Division  of 
Compaq. 

But  the  EMC  group  had  a 
few  criticisms  of  its  own,  with 
members  accusing  the  SNIA  of 
not  working  fast  enough. 

“Everyone  is  getting  together 
and  saying,  ‘Here  is  our  vision, 


stay  tuned.’The  difference  with 
the  FibreAlliance  is  that  EMC 
has  joined  1 1  other  companies 
with  one  common  goal  in 
mind:  to  significantly  acceler¬ 
ate  the  adoption  of  fiber-based 
SANs  into  the  marketplace,” 
says  Don  Swatik,  EMC  vice 


president  of  product  manage¬ 
ment.  EMC  is  also  a  member  of 
the  SNIA.  In  fact,  more  than  half 
of  the  members  of  the  Fibre- 
Alliance  are  also  members  of 
the  SNIA. 

An  exclusive  club? 

Notably  absent  from  EMC’s 
FibreAlliance  are  server  ven¬ 
dors,  such  as  Compaq,  Intel, 
Data  General  and  IBM,  and 
infrastructure  and  storage  ven¬ 


dors,  such  as  Brocade  Com¬ 
munications,  Quantum  and 
StorageTek.  EMC,  speaking  for 
the  FibreAlliance,  says  it  will 
accept  all  comers  as  members. 
“The  door  is  wide  open  for 
anybody  who  can  make  a  con¬ 
tribution.  This  is  not  a  closed 
club,”  Swatik  says. 

But  so  far,  most  of  these  ven¬ 
dors  have  not  been  invited,  and 
several  vendors,  first  informed 
of  the  association  by  Network 
World,  expressed  concern 
about  the  vendor-specific  sta¬ 
tus  of  EMC’s  MIB.  At  present, 
the  FibreAlliance  specification 
works  only  with  EMC  storage 
devices. 

Data  General  has  interoper¬ 
ability  relationships  with  an 
array  of  storage  vendors,  simi¬ 
lar  to  what  EMC  is  hoping  to 
achieve  with  its  new  alliance. 
“How  do  you  turn  that  into  a 
standard?”  asks  Joel  Reich, 
director  of  product  manage¬ 
ment  for  Fibre  Channel  solu¬ 
tions  at  Data  General’s  Clariion 
division.  B 


SAN  management  specifications 

The  following  are  issues  and  technologies  addressed  by  the 
two  competing  standards. 

FibreAlliance  specification 

Phase  t:  Device  discovery,  status,  device  monitoring. 

Phase  2:  Device  detection  and  automatic  discovery,  health  of  network,  port 
detail  and  zoning. 

Storage  Network  industry  Association  specification 

Phase  1:  The  fabric  -  hubs  and  switches. 

Phase  2:  Host  server  issues  -  host  bus  adapters. 

Phase  3:  Disk  arrays,  removable  storage. 


To  navigate  the  complexities  of  e-business, 


Wherever  you  turn,  another  company  is  promising  you  e-business  glory.  But  do  they  really  know  the  way 
there?  MCI  WorldCom  Advanced  Networks  does.  We  have  been  providing  complex  Internet  networking  and 
hosting  solutions  longer  than  any  other  company.  Complete  e-business  solutions  that  integrate  leading-edge 
technologies  like  hosting,  commerce  engines,  VPN,  managed  security  and  remote  access,  tailored  to  your 

©  1999,  MCI  WORLDCOM,  Inc.  All  Rights  Reserved. 
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Banks  break  new  'Net  security  ground 


BY  ELLEN  MESSMER 

HERNDON,  VA.  — A  group  of 
four  U.S.  banks  has  found  that 
digital  certificates  from  differ¬ 
ent  vendors  can  be  compatible 
—  with  a  bit  of  tweaking. 

In  a  pilot  project  that 
ended  in  November,  Bank  of 
America,  Citibank,  Mellon 
Bank  and  Zions  Bank  proved 
they  could  cooperate  on  pro¬ 
cessing  debit  payments  via 
the  Internet,  but  only  by 
pounding  on  their  technology 
partners  —  the  digital  certifi¬ 
cate  vendors  —  to  resolve 
interoperability  problems. 

Going  a  step  further,  the 
banks,  along  with  some  sec¬ 
urity  hotshots,  plan  to  meet 
behind  closed  doors  later 
this  month  to  map  an 
Internet  payment-processing 
pilot  plan.  By  mid-year,  the 


payment-processing  system 
will  be  tested  in  the  real 
world  by  online  merchants, 
consumers  and  corporate 
treasury  divisions. 

The  goal  is  to  have  banks 
process  debit  and  credit 
authorizations  over  the  Inter¬ 
net  authorizations  that  today 
are  handled  by  proprietary 
automated  clearinghouse  nets. 

For  Internet  authorizations 
to  be  successful,  an  individual 
would  “sign”  an  electronic 
payment  form  using  a  digital 
certificate  issued  by  his  bank, 
which  would  act  as  the  cer¬ 
tificate  authority  in  this  pub¬ 
lic-key  infrastructure  (PKI). 

The  new  pilot  might  even 
include  mutual  funds,  court 
filings  and  purchase  orders  — 
digitally  signed  documents  on 
which  the  validity  of  the  sig¬ 
nature  needs  to  be  checked. 


“This  is  going  to  be  more  of 
a  production  with  real  transac¬ 
tions,”  says  Julie 
Foster,  director  of 
the  Internet  Coun¬ 
cil  at  the  National 
Automated  Clear¬ 
inghouse  Associ¬ 
ation  (NACHA),  a 
group  of  13,000 
financial  institu¬ 
tions  —  including 
the  four  pilot 
banks  —  that  de¬ 
fines  the  industry’s 
payment-process¬ 
ing  rules. 

Digital  certifi¬ 
cates  link  a  per¬ 
son’s  identity  to 
an  encryption 
keypair  so  he  can  use  the  cer¬ 
tificate  to  sign  a  document 
electronically.  In  the  upcom¬ 
ing  NACHA  pilot,  each  bank 


would  issue  the  certificates  to 
a  select  number  of  consumers 
and  merchant  customers. 

With  each  digitally  signed 
payment  document,  there 
must  be  a  remote  online 
check  of  a  certifi¬ 
cate  revocation  list 
(CRL)  to  ensure 
the  certificate  is 
valid. 

The  four  banks 
from  last  year’s 
pilot  project  have 
set  up  Lightweight 
Directory  Access 
Protocol  (LDAP) 
servers  on  the 
Internet  containing 
CRL  information 
about  the  certifi¬ 
cates  they  issued. 

One  stumbling 
block  to  the  plan, 
though,  has  been 
interoperability  problems  in 
different  vendors’  PKI  gear.  A 
certificate  from  GTE  Cyber- 
Trust,  for  example,  couldn’t 


be  validated  reliably  by 
Entrust,  VeriSign  or  IBM  PKI 
equipment. 

But  with  a  determination 
to  push  the  quarrelsome  PKI 
vendors  into  interoperability, 
NACHA’s  five-month  techni¬ 
cal  pilot  last  year  forced 
Entrust,  GTE  Cybertrust, 
VeriSign  and  CertCo  to  prove 
they  can  play  in  the  sandbox 
together. 

NACHA  paired  each  of 
these  PKI  vendors  with  a 
bank. 

At  the  end  of  the  pilot,  the 
four  banks  discovered  they 
could  validate  certificates 
issued  by  one  another  using 
different  vendors’  gear. 
Interoperability  was  possible 
because  the  PKI  vendors 
agreed  on  a  profile,  a  subset 
of  the  X.509  digital  certifi¬ 
cate  standard  and  LDAP  CRL 
lookups. 

NACHA  expects  to  release 
the  technical  report  on  last 
year’s  pilot  next  month.  S 


NACHA's  Foster  is  get¬ 
ting  ready  for  a  new 
electronic  banking 
pilot  featuring  real 
transactions. 


exact  needs.  And  because  we  manage  these  services  on  OLir  wholly  owned,  seamless  global  network,  we 
ensure  that  it  all  works  together,  with  superior  performance.  Today,  over  3,000  corporations  rely  on  us  to 
provide  complex  solutions.  Your  company  can  be  the  next  to  benefit  from  our  e-business  experience. 
MCI  WorldCom  Advanced  Networks  1-877-755-1673  or  www.wcom.net/adv/ebusiness 
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Optical  routing  to  set  bandwidth  free 


BY  TIM  GREENE 

A  group  of  start-ups  stx)n  will 
deliver  a  new  class  of  routers 
aimed  at  building  more  reliable 
public  networks  that  could  ulti¬ 
mately  provide  customers  with 
less  costly  bandwidth. 

The  new  gear  —  from  Mon¬ 
terey  Networks,  New  Access 
and  others  —  adds  intelligence 
to  dense  wavelength  division 
multiplexing  (DWDM)  tech- 

Routing  light 


A  new  breed  of  voice 
switches  has  been  designed  to 
promote  phone  services  only 
dreamed  of  in  the  past. 

Switches  from  vendors 
such  as  Castle  Networks,  Salix 
Technologies  and  Sonus  Net¬ 
works  will  merge  convention¬ 
al  public  circuit-switched  net¬ 
works  with  developing  public 
IP-based  networks  so  cus¬ 
tomers  on  both  types  of  nets 
can  talk  to  each  other. 

This  convergence  lets  the 
data  network  tap  into  the  cir¬ 
cuit-switched  network’s  call 
features  software,  which  sup¬ 
ports  services  such  as  caller  ID 
and  national  800  numbers. The 
new  switches  tap  into  the  soft¬ 
ware  via  a  “service  provision¬ 
ing  interface”  that  effectively 
lets  data-switched  nets  support 
the  services  of  a  traditional 
phone  network. 

The  interface  can  also  be 
used  to  more  quickly  build  and 


nology,  which  is  typically 
found  at  the  core  of  carrier 
networks.  The  idea  is  to  tweak 
DWDM  nets  by  adding  optical 
routers. The  new  boxes  take  in 
optical  traffic  from  DWDM 
multiplexers  and  switch  the 
individual  wavelengths. 

The  drawback  to  DWDM  is 
that  it  only  functions  point  to 
point.  So  if  a  point  fails,  all  calls 
on  the  path  are  lost  until  an  al¬ 
ternative  path  can  be  set  up 


link  new  service  applications 
written  specifically  for  mixed 
voice/data  networks.  By  con¬ 
trast,  today’s  traditional  voice 
network  service 
control  software  is 
complex  and  pro¬ 
prietary.  The  new 
switch  interface 
strips  away  much 
of  that  complexity 
by  supporting  off- 
the-shelf  servers  as 
well  as  operating 
systems. 

Applications 
developers  familiar 
with  standard  data 
gear  will  jump  in  to 
create  a  flood  of 
software  for  new 
services,  predicts 
James  Crowe,  presi¬ 
dent  and  CEO  of  carrier  Level  3 
Communications. 

The  basic  function  of  the 
new  switches  is  to  connect  the 
public  switched  telephone  net¬ 
work  (PSTN)  with  packet-based 


and  individual  sessions  are  re¬ 
established. 

With  optical  routers,  DWDM 
traffic  is  switched  wavelength 
by  wavelength  as  it  comes  into 
optical  hub  sites,  allowing  carri¬ 
ers  to  establish  meshed  optical 
nets.  The  result  is  a  more  reli¬ 
able  net  with  virtually  no  down¬ 
time  because  the  routers  share 
network  data  and  are  smart 
enough  to  quickly  route  around 
failures,  says  Michael  Guess,  vice 


networks.  To  do  that,  the  new 
switches  have  to  be  able  to  talk 
to  circuit  and  packet  switches. 
That  way,  the  switches  can 
complete  calls  that 
start  on  the  PSTN 
but  are  destined 
for  a  person  on  a 
packet-switched 
network  and  vice 
versa,  according  to 
Dan  Simpkins, 
president  and  CEO 
of  Salix. 

Initially  the 
switches  will  be 
attractive  to  new 
carriers  that  are 
building  IP  nets 
from  scratch.  But 
established  local 
carriers  will  also 
use  them  because 
the  switches  enable  gradual 
migration  away  from  their  cur¬ 
rent  networks  to  the  less- 
expensive  packet  networks 
that  can  carry-  voice  and  data. 

Major  local  carriers,  such  as 


president  of  engineering  for 
telecom  carrier  IXC  Communi¬ 
cations.  It  also  means  potential¬ 
ly  lower  prices  because  the 
bandwidth  is  managed  more 
efficiently,  Guess  says. 

Monterey  Networks  is  work¬ 
ing  on  what  it  calls  an  optical 
wavelength  router  that  will 
switch  DWDM  light  streams 
from  one  fiber  to  another  (see 
graphic). 

For  example,  a  DWDM  light¬ 
wave  traveling  from  San  Fran¬ 
cisco  to  Chicago  needs  to  be 
switched  to  New  York.  A  Mon¬ 
terey  wavelength  router  in 
Chicago  takes  a  beam  from 
San  Francisco  in  one  port,  con¬ 
verts  it  to  an  electrical  signal 
within  the  router,  and  recon¬ 
verts  it  to  an  optical  signal  of 
the  appropriate  color.  The 
router  then  puts  the  signal  out 
on  another  port  to  New  York. 
The  box  never  parses  the 
packets  carried  by  the  light. 

Meanwhile,  all  the  Monterey 
boxes  in  a  network  talk  to  each 
other,  sharing  status,  bandwidth 
availability  and  other  data. 


Bell  Atlantic,  are  building  long¬ 
distance  networks  based  on 
packet  technology.  But  local 
carriers  will  continue  to  use 
their  local  circuit-switched  nets 
to  feed  voice  onto  the  new 
backbone  for  a  long  time. 

“Even  if  they  were  to  start  to 
aggressively  transition  today,  it 
would  still  take  10  to  20  years 
for  circuit  switching  to  decline 
as  the  primary  voice  transport,” 
Simpkins  says. 

In  fact,  Bell  Atlantic  says  it 
could  not  afford  to  swap  its  cir¬ 
cuit  switches  for  packet 
switches  even  if  it  wanted  to. 
Besides,  IP  carriers  don’t  yet 
deliver  a  service  that  compares 
to  circuit-switched  voice. 

“Until  (IP  service  pro¬ 
viders]  upgrade  their  net¬ 
works  to  get  high  voice  quality, 
there  is  no  need  for  us 
to  switch.  Economically,  it 
doesn’t  make  sense,”  says 
Joseph  Farina,  president  and 
CEO  of  Bell  Atlantic’s  Data 
Solutions  Group.  3 


While  Monterey  is  dealing 
with  efficiencies  in  the  core  of 
carrier  networks,  New  Access  is 
dealing  with  making  local  fiber 
access  rings  more  efficient.  3 
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Monterey  Networks'  optical  router 
makes  DWDM  networks  smarter. 


Routers  and 
switches 


©  Light  from  a  DWDM  link 
is  demultiplexed  and 
enters  the  Monterey 
optical  router. 


— 


Optical 

router 


O  The  router  switches  the  light  streams 
from  one  fiber  to  another  and  delivers 
them  to  a  local  switch  or  router,  or . . . 


o  sends  the  light  streams  to  the  designated 
DWDM  box. 


DWDM 

box 


DWDM  box 


Note:  Each  optical  router  is  aware  of  others  in  the  network  and  can  reroute  traffic  around  failed  links  within  50  msec. 


New  phone  switches  bringing  circuit  and  packet  nets  together 


Convergence  devices  to  let  data  networks  tap  into  proven  phone  network  applications. 

BY  TIM  GREENE 


Local  phone 
companies  have 
invested  $323 
billion  in  their 
networks.  Those 
nets  support  174 
million  access 
lines  and  generate 
$113  billion  per 
year  in  revenue. 

SOURCE  INSIGHT  RESEARCH. 
PAHSIPPANY.  N  J 


12  Network  World  February  8,  1  999  www.nwfusion.com 


'  *&'■■  v  .v-v ■  .  ;i  - 


www.madge.com ; 

-  ■  ■  ■  ■&&'■<■  -■■  ■ 

high  speed  token  ri 

•  —  ■'  -m  i 


High  Speed  Token  Ring 
Build  for  the  Future  Today 
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©  Copyright  1999  Madge  Networks.  All  Rights  Reserved.  Madge,  the  Madge  logo  and  Smart  Ringswitch  are  trademarks, 
and  in  some  jurisdictions  may  be  registered  trademarks  of  Madge  Networks  or  its  affiliated  companies. 
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Seize  the  benefits  of  High  Speed 
Token  Ring  today! 

Building  on  your  existing  investment 
has  never  been  easier. 

Madge  Networks  has  a  complete 
range  of  High  Speed  Token  Ring 
(HSTR)  industry  standard  solutions. 

From  our  100/16/4  Adapter  right 
through  to  the  Smart  Ringswitch 
family  for  the  core  of  your  network, 
Madge  HSTR  provides  a  real  option 
for  extending  your  existing  network 
to  100Mbps  and  beyond. 

High  Speed  Token  Ring  is  the 
simple,  seamless  and  cost-effective 
way  to  upgrade  your  network. 

Start  building  for  the  future, 
today. 

For  your  FREE  High 
Speed  Token  Ring  - 
Implementation  Guide, 
email  us  at: 
hstrinfo@madge.com 
or  call  us  at: 
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KATHLEEN  KING 


News 


MONDAY,  FEB.  1 

The  self-proclaimed  “Windows  man”  took  the  stand 
today.  Microsoft  Senior  Vice  President  Jim  Allchin  brought  a 
videotape  that  showed  the  benefits  of  Internet  Explorer’s 
integration  with  Windows  98,  and  the  flaws  that  occur 
when  you  separate  them.  But  Department  of  Justice  lawyer 
David  Boies  used  excerpts  of  the  tape  to  press  Allchin  on 
whether  Microsoft  needed  to  tie  the  two  technologies 
together.  With  a  total  of  19  questions,  Boies  asked  whether 
the  stand-alone  version  of  Internet  Explorer  running  on 
Windows  95  benefitted  users  in  a  similar  way  to  the  inte¬ 
grated  Windows  98  version.  In  nearly  every  case, Allchin 
answered,  “Yes.” 


TUESDAY,  FEB.  2 

Seeing  is  believing,  right?  Well, 
maybe  not.  Microsoft  spent  most 
of  today  fending  off  accusations 
that  it  doctored  the  videotape 
Allchin  showed  yesterday  to 
demonstrate  there  was  a  perfor¬ 
mance  degradation  for  certain 
Windows  98  functions  when  the 
browser  files  were  removed.  A 
closer  look  at  the  title  bar 
showed  that  Explorer  was  in  fact 
still  installed  on  the  machine  in 
question.  When  confronted  with 
the  discrepancy,  Allchin  sat  on  the  stand  stunned  like  a 
deer  caught  in  headlights. 

WEDNESDAY,  FEB.  3 

Microsoft  suffered  videotape  Bombshell  ILThe  Sequel,  in 
its  antitrust  trial  today.  The  government  was  able  to  show  that 
Microsoft  used  multiple  PCs  to  film  the  videotape;  Microsoft 
implied  that  the  tape  was  filmed  using  only  one  PC. 

Boies  pointed  to  a  number  of  places  in  the  4-minute  seg¬ 
ment  that  showed  possible  inconsistencies.  But  the  knockout 
punch  was  a  missing  icon  for  Microsoft  Oudook,  a  scheduler 
and  e-mail  program,  that  appeared  on  one  Windows  screen  in 
the  video  but  wasn’t  evident  in  another  segment. 

The  courtroom  revelation  left  Allchin,  Microsoft’s  chief 
technical  witness,  stammering  for  an  explanation  and 
drew  harsh  words  from  Judge  Thomas  Penfield  Jackson, 
who  held  his  head  in  his  hands  at  one  point. 

Penfield  mercifully  gave  Microsoft  a  chance  to  film  the 
segment  over  —  this  time  on  a  single  PC  —  in  the  presence 
of  a  government  lawyer.  It  will  be  aired  in  court  tomorrow. 

THURSDAY,  FEB.  4 

This  time  Allchin  did  the  test  himself.  Microsoft  aired 
the  videotape  of  Allchin  demonstrating  how  two 
Microsoft  applications  —  Money  99  and  Microsoft  Plus 
Deluxe  CD  —  malfunctioned  after  the  Internet  Explorer 
files  were  removed  from  Windows  98.  In  addition,  a 
Windows  Update  Web  site  was  disabled  and  the  computer 
was  thrown  into  a  frozen  mode  during  the  demonstration. 

However,  Allchin  was  unable  to  recreate  a  key  portion 
of  the  test  that  showed  the  actual  performance  of  the 
operating  system  was  affected  by  removing  the  browser 
from  the  bundle. That  portion  of  the  test  was  the  one  that 
drew  government  scrutiny  of  the  original  videotape. 

—  Christine  Bums 


Start-up  touts  TV-quality 
low-bandwidth  video 


SightPath  premieres  appliances  for  private  Internet  video  network.  ’ 


BY  PAUL 
MCNAMARA 

WALTHAM,  MASS.  —  Start¬ 
up  SightPath,  Inc.  is  touting 
Internet  appliances  it  claims 
will  deliver  TV-quality  video  to 
PCs  on  demand,  without  slow¬ 
ing  key  network  services. 

Headed  by  David  Gifford, 
founder  of  e-commerce  start¬ 
up  Open  Market  and  a  profes¬ 
sor  at  the  Massachusetts 
Institute  of  Technology, 
SightPath  this  week  will  an¬ 
nounce  SightPath  Appliance 
and  SightPath  Studio. 

SightPath  Appliance  is  a 
server-like  hardware/soft¬ 
ware  device  that  sits  on 
a  LAN  and  locally  stores  mul¬ 
timedia  content.  It  can  be 
simultaneously  accessed  over 
existing  LAN  connections 
by  up  to  20  viewers  via  any 
standard  Web  browser,  ac¬ 
cording  to  the  Waltham, 
Mass.,  company. 

SightPath  Studio  is  a  hard¬ 
ware/software  device  used  to 
manage  a  company’s  library 
of  video  content  from  a  cen- 


■  "This  will 
allow  us  to 
provide 
high-quality 
information 
and  a  wide 
array  of 
information 
to  our 
reseller 
channel." 


Jeff  Edson,  general 
manager,  Intergraph 


tral  location.  It  then  routes 
pieces  of  video  content  to 
designated  SightPath  Appli¬ 
ances  during  times  of  light 
bandwidth  use. 


When  an  end  user  clicks  on 
a  SightPath-enabled  Web  link 
to  request  content,  the  request 
is  automatically  directed  to  the 
nearest  SightPath  Appliance, 
which  then  will  deliver  the 
video. 

According  to  beta  testers 
and  industry  analysts,  the 


SightPath’s  approach  makes 
sense,  but  how  the  product 
actually  works  in  the  real 
world  remains  to  be  seen,” 
Dines  says. 

Although  prices  have  not 
been  finalized,  SightPath 
Studio  is  expected  to  cost 
between  $50,000  and 


PROFILE:  SightPath,  Inc. 


Headquarters:  Waltham,  Mass. 

Founded: 

1998  (Originally  as  Clearview  Technologies) 

Business: 

SightPath  multimedia  Internet  appliance,  which  promises 
TV-quality,  on-demand  video  within  existing  bandwidth. 

Founders: 

MIT  professor  David  Gifford;  Jim  Ricotta,  president  and  CEO; 
MIT  professor  Frans  Kaashoek,  chief  scientist;  and  Jim 
O'Toole,  chief  technology  officer. 

Finances: 

$3.5  million  in  venture  funding  received  April  1998. 

SightPath  formula  for  “private 
Internet  video  networks”  has 
the  potential  to  overcome 
bandwidth  and  cost  obstacles 
that  have  plagued  other  multi- 
media  technologies. 

Jeff  Edson,  general  manager 
of  Intergraph  Computer 
Systems  in  Huntsville, Ala.,  says 
his  company  is  “excited”  to 
give  the  SightPath  products  a 
workout. 

“This  will  allow  us  to  pro¬ 
vide  high-quality  information 
and  a  wide  array  of  informa¬ 
tion  to  our  reseller  channel,  as 
well  as  internally  to  Inter¬ 
graph,”  Edson  says.  “This 
replaces  having  to  be  face-to- 
face  all  the  time.” 

While  SightPath’s  strategy 
has  not  been  proven,  Edson  is 
confident  the  company  can 
deliver  on  its  network 
resource  claims.  “Clearly  this 
will  require  bandwidth  dur¬ 
ing  downloads,”  Edson  says. 
“But  the  beauty  is  this  can 
happen  at  any  time  of  the  day 
or  night,  unlike  most  other 
options  for  dispersing  infor¬ 
mation  like  this.” 

David  Dines,  an  analyst  at 
Boston-based  Aberdeen  Group, 
foresees  increasing  demand  for 
online  video  that  can  be 
accessed  at  will. “Conceptually, 


$100,000,  and  each  SightPath 
Appliance  will  be  priced  from 
$3,000  to  $5,000,  says  Presi¬ 
dent  and  CEO  Jim  Ricotta. 

The  SightPath  products  are 
expected  to  be  available  in 
late  March. 

In  the  meantime,  another 
start-up,  VBrick  Systems,  Inc.  of 
Wallingford,  Conn.,  has  begun 
shipping  its  own  line  of  net¬ 
work  devices,  called  VBricks. 
These  devices,  which  start  at 
$3,000,  also  promise  high- 
quality  video  and  low  band¬ 
width  consumption. 

SightPath:  (781)  663-8200 


Be  a 

Net  Know-It-All 


For  (lie  answer  lo  this  week  s  question  ami 
more  net  trivia,  visit  Network  World  Fusion 
and  enter  2349  in  the  OocFinder  box. 


This  week's  question: 

Whom  did  C.  Michael 
Armstrong  replace  as 
CEO  at  AT&T? 


www.nwfusion.com 
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relay  availability? 


Free  Infonetics  White  Paper  "Cost  of  WAN  Downtime' 


www.visualnetworks.co 


¥  NETWORKS® 

THE  WAN  SERVICE  LEVEL  MANAGEMENT  LEADER 


Free  Product  info  enter  NWInfoXpress  #28  online  @  www.networkworld.com/infoxpress 


In  the  dark  about  frame 


A  -v  V 


Make  it  Visual 


.r  vt"  .M-_. _ _ 


Fr«t 


C3AD9901NWWD 


f  ON  N  E  C  '  |  VIT'Y  SQLUflOMS  T3  T1  WIRELESS  T1  El  FRAME  R 

you  said  you  need  an  effective  way 
monitor  your  Frame  Relay  bandh 


Intelligent  S6/64k  DSU/CSU 

Intelligent  T1  DSU/CSU 

Intelligent  T1  DSU/CSU 
with  TDM  voice 

Intelligent  monitoring 
device  or  international  circuits 


•- 


I ntel I  >ent 

expansion  card  for  T 1  DSU/CSUs 


ADT  IQ.  A  complete  solution  for 

monitoring  and  optimizing  Frame  Relay  performance 

You  no  longer  have  to  sacrifice  control  to  enjoy  the  cost-savings 
of  a  priv  ate  virtual  network.  ADTRAN’s  IQ  solution  gives  you 
everything  you  need  to  stay  on  top  of  Frame  Relay  network 
performance  at  all  times,  I  iiese  intelligent,  frame-aware  devices 
gather  thorough  Layer  1, 2,  and  3  statistics.  This  data  is  accessible 

using  any  SNMP-based  management 
system  (including  our  own  IQ  View  ) 
Suddenly,  it’s  easy  to  identify 
problem  areas,  anticipate 
future  demands,  or  simply  peer 
fflHMtttHroumdl  into  the  rem< Re  end.  ADTRAN’s 

Frame  Relay  IQ  is  quick,  easy, 
and  affordable.  And  it’s  the  only 
solution  of  its  kind  that  offers  a 
reassuring  disaster  recovery  option 


integ  iti 
access  system 


. 

lit :  } 


and  dai  . 


IQ  View  Protocol  Distribution  screen 


Proactively  manage  your  inane 
Relay  network  with  ADTRAN’s 
affordable,  Windoi vsvS>- based 
/  tel  work  management  program. 


For  a  free  brochure,  call  today 

8??  280-8416  (toll-free) 

www.acltran.com/iqframe 


Experts  choose  ADTRAN 


DSU  IQ,  TSU  IQ.  TSU  IQt,  and  IQ  Probe  are  trademarks  ol  ADTRAN,  Inc  ADTRAN  is  a  registered  trademark  ol  ADTRAN,  Inc 
IQ  View  is  a  registered  trademaik  All  other  trademarks  or  registered  trademarks  ate  the  property  ol  their  respective  owners. 


Free  Product  info  enter  NWInfoXpress  #24  online  @  www.networkworld.com/infoxpress 


Networkworld 

THI  NIWIWIIKLT  OF  INTMMIII  NITWORK  COMMUTING 


Subscription  Application! 


YES 


No,  thank  you.  □ 


I  want  to  receive/continue  to  receive 
my  FREE  subscription  to  Network  World. 


Signature  (required)  Date 

TO  QUALIFY:  You  must  supply  your  company  name  and  address.  If  military,  please  specifly  branch/base.  If 
government,  please  specify  division. 


Company 


Division/Mail  Stop/Military  Branch  or  Base 


City 

If  there  is  a  parent  company,  please  provide  name:  _ 


Zip 


□  My  home  address  is  also  my  business  address. 

Optional  delivery  address:  Enter  your  home  address  below  if  your  company  will  not  accept  delivery  at  your  business  address: 


Street  Address 

City 

State 

Zip 

Business  phone  ( _ ) 

FAX( _ ) 

Internet  E-mail  address 

Would  you  like  to  receive  our  weekly  e-mail  news  update  “inFusion"  ?  □  Yes  □  No 

Would  you  like  to  receive  periodic  information  via  e-mail  on  3rd  party  networking  products/services? 

□  Yes  □  No 

Publisher  reserves  the  right  to  serve  only  those  individuals  who  meet  publication  qualifications. 

ALL  questions  must  be  answered.  Incomplete  forms  will  not  be  processed.  Free  subscriptions  available  to  qualified 
US  applicants.  Foreign  and  Canadian  rates  available  upon  request. 


What  is  the  principal  business  activity  at  your  location? 

(check  ONE  only) 

01.  □  Manufacturing  (other) 

02.  □  Finance/Banking 

03.  □  Insurance/Real  Estate/Legal 

04.  □  Health  Care  Services 

05.  □  Hospitality/Entertainment/ 

Recreation 

06.  □  Media/TV/Cable  /Radio/Print 

07.  □  Retail/Wholesale  Trade/ 

Business  Services 

08.  □  Transportation 

09.  □  Utilities 

10.  □  Education 

11.  □  Process  Industries 

(Mining/Construction/Petroleum 

Refining/Agriculture/Forestry) 

12.  □  Government  (Federal/State/Local) 

13.  □  Military 

14.  □  Aerospace 

15.  □  Consulting  (Independent)* 

16.  □  Carriers/Interconnects 

17.  □  Internet  Service  Provider  (ISP) 

18.  □  Manufacturing  (Computer/ 

Communications/OEM) 

19.  □  Resellers  of  Computer/Network 

Products  (VARs,  VADs) 

20.  □  Systems/Network  Integrators* 

21.  □  Distributors  (Computer/ 

Communications)* 

22.  □  Other  (please  specify) 

*  Please  complete  form  based  on  largest 
client. 

'  )  What  is  your  job  function? 

LJ-ULJj  (check  ONE  only) 

NETWORK  IS  MANAGEMENT: 

1.  □  Network  Management 

2.  □  LAN  Management 

3.  □  Datacom/Telecom  Management 

4.  □  IS/IT/MIS/CIO/Systems  Management 

5.  □  Internet/Intranet/Electronic 

Commerce  Mgmt.,  Webmaster 

6.  □  Engineering  Management 

7.  □  Corporate  Management  (CEO, 

Pres.,  VP,  Dir.,  Mgr.,  Financial 
Management) 

8.  □  Consultant  (Independent) 

9.  □  Other 

What  is  the  estimated  value  of  Network  equipment  and  services  that  you  specify, 
recommend  or  approve  the  purchase  Of?  Iras  print  the  appropriate  number  code  on  the  line  next  to  each 
product  category.  Please  complete  ALL  categories  A-N.) 


1.  $100  Million  or  more 

2.  $50  Million  to  $99.9  Million 

3.  $25  Million  to  $49.9  Million 

4.  $10  to  $24.9  Million 

5.  $1  to  $9.9  Million 

6.  $100,000  to  $999,999 

7.  $50,000  to  $99,999 

8.  Under  $50,000 

9.  None  of  the  above 


_  Large  Systems 
(Mainframes/Minis) 

.  Desktops 

(Micros/Laptops/Workstations) 
.  Servers 
_  LANs 

_WAN  Equipment 
Carrier  Services 


.  Internetworking 
.  Internet 
.  Intranet 
.  Extranet 
.  Remote  Access 
.  Peripherals 
.  Software 
.  Service/Support 


SWhat  is  the  total  number  of  sites  tor  which  you  have  purchase  influence? 

(check  ONE  only) 

2 


I.  □  100+  2.  □  50  -  99  3.  □  20  -  49  4.  □  10  -  19  5.  □  2  -  9  6.  □  I  7.  □  None 


5. 

What  is  the  total  number  of  Servers/Clients/LANs  installed/planned  at  your  location/ 
in  your  entire  organization?  (check  one  hoi  in  each  column) 

1 

SERVERS 

CLIENTS 

LANS 

1  At  Location 

Entire  Org.  | 

1  At  Location 

Entire  Org. 

|  At  Location 

Entire  Org.  1 

A 

B 

c 

D 

E 

f 

□ 

i. 

50,000+ 

□ 

□ 

1. 

50,000+ 

□ 

□ 

1. 

50,000+ 

□ 

□ 

2. 

10,000  to  49,999 

□ 

□ 

2. 

10,000  to  49,999 

□ 

□ 

2. 

10,000  to  49,999 

□ 

□ 

3. 

1,000  to  9,999 

□ 

□ 

3. 

1,000  to  9,999 

□ 

□ 

3. 

1,000  to  9,999 

□ 

□ 

4. 

100  to  999 

□ 

□ 

4. 

100  to  999 

□ 

□ 

4. 

100  to  999 

□ 

□ 

5. 

50  to  99 

□ 

□ 

5. 

50  to  99 

□ 

□ 

5. 

50  to  99 

□ 

□ 

6. 

10  to  49 

□ 

□ 

6. 

10  to  49 

□ 

□ 

6. 

10  to  49 

□ 

□ 

7. 

1  to  9 

□ 

□ 

7. 

1  to  9 

□ 

□ 

7. 

1  to  9 

□ 

□ 

8. 

none 

□ 

□ 

8. 

none 

□ 

□ 

8. 

none 

□ 

- - - 

What  is  your  scope  and  involvement  in  purchasing  decisions  for  network  products  and 
services  for  your  enterprise? 


A.  Scope  (check  one  only) 
!.□  Corporate/Enterprise 

2.  □  Department 

3. D  None 


B.  Involvement  (check  ALL  that  apply) 
(.□Create  Network  Strategy 

2.  □  Recommend/Specify 

3.  □  Approve 


4.  □  Evaluate 

5.  □  Determine  the  Need 

6.  □  None 


I  gr  A  I  What  is  the  estimated  number  of  employees  at  your  location/in  entire  organization? 

J  J  i  (check  ONE  in  each  section) 

A.  At  your  location: 

B.  Entire  organization: 

1.  □  Over  20,000 

5.  □  1,000  -  2,499 

1.  □  Over  20,000 

5.  □  1,000  -  2,499 

2.  □  10,000  -  19,999 

6.  □  500  -  999 

2.  □  10,000  -  19,999 

6.  □  500  -  999 

3.  □  5,000  -  9,999 

7.  □  250  -  499 

3.  □  5.000  -  9,999 

7.  □  499  or  less 

4.  □  2,500  -  4,999 

8.  □  249  or  less 

4.  □  2,500  -  4,999 

Please  indicate  the  products/services  that  you  are  currently  involved  in  purchasing  or  plan 
to  purchase:  (check  ALL  apply) 

A.  Currently  involved  in  purchasing  B.  Plan  to  purchase 


INTERNET/INTRANET _ 

X  B 

□  OLD  Internet  Services/Web  Hosting 

□  02.  □  Firewalls/Security/Encryption 

□  03.  □  Web  Servers/Software 

□  04.  □  Web  Servers/Hardware 

□  05.  □  TCP/IP  Software 

□  06.  □  Management/Monitoring  Software 
LOCAL-AREA  NETWORKS/  INTERNETWORKING- 


□  07. 

□  08. 

□  09. 

□  10. 

□  II. 


□  Voice/Video  Over  IP 

□  VPN  Equipment/Services 

□  Legacy  Integration  Tools 
(Web  to  Host) 

□  Web  Development  Tools  (JAVA, 
ActiveX,  etc) 

□  Push  Technology 


□  12.  □  Web  Browsers 

□  I3.D  Intranet  Applications/Groupware 

□  14.0  Search/Retrieval  Products 

(web  crawler) 

□  !$.□  Electronic  Commerce  Tools 

□  16.  □  Web  Authoring  Tools 

□  I7.D  Other _ 


□  18.  □  Local-Area  Networks  □  28. 

□  19.  □  Network  Operating  System  □  29. 

Software 

□  20.  □  Servers  □  30. 

□  21.  □  Print  Servers  □  )!. 

□  22.  □  Routers 

□  23.  □  ATM  Switches  □  32. 

□  24.  □  Token-Ring  Switches  □  33. 

□  25.  □  Ethernet  Switches  □  34. 

□  26.  □  Fast  Ethernet  □  35. 

□  27.  □  Gigabit  Ethernet  □  36. 

COMPUTERS/PERIPHERALS _ 


□  Layer  3  Switches 

□  Network  Storage  Devices 
NASs,  SANs) 

□  IAN  Storage/Backup 

□  Optical  Storage/Backup/ 
Jukeboxes 

□  Disk  Storage/Backup 

□  Tape  Storage/Backup 

□  RAID  Storage/Backup 

□  Network  Test/Diagnostic  Tools 

□  Cables,  Connectors,  Baiuns 


□  37.  □  UPS 

□  38.  □  Network  Interface  Cards  (NIG) 

□  39.  □  Hubs 

□  40.  □  Intelligent  Hubs 

□  41.  □  Stackable  Hubs 

□  42.  □  Bridge/Router 

□  43.  □  SNMP  Network  Management 

□  44.  □  Gateways 

□  45.  □  Concentrators/Repeaters 

□  46.  □  Other  (please  specify) 


□  47.  □  Thin  Clients/Network  □  50. 

Computers  (NCs)  □  51. 

□  48.  □  Laptops/Nottbooks/Sub-Nottbooks  □  52. 

□  49.  □  Micros/PCs  □  53. 

REMOTE/WIRELESS  COMPUTING _ 

A  B  A 

□  58.  □  Remote  Access  Products  □  61. 

□  59.  □  Remote  Access  Services  □  62. 

□  60.  □  PDAs 

SOFTWARE/APPLICATIONS _ 

A  0  A 

□  «.□ 

□  66.  □ 

□  67.  □ 

□  68.  □ 

□  69.  □ 

□  70.  □ 

□  71.  □ 

□  72.  □ 

□  73.  □ 

□  74.  □ 


□  Minis 

□  Mainframes 

□  Workstations 

□  Printers/Network  Printers 


□  54.  □  CD-ROM/DVD 

□  55.  □  Fax/Modem  Boards 

□  56.  □  Memory/Chips/Boards/Cards 

□  57.  □  Other _ 


□  PCMCIA  Devices 

□  Wireless  Data 
Equipment/Services 


□  63.  □  Cellular  Equipment  A  Services 

□  64.  □  Other  (please  specify) 


Network  Management 
Systems  Management 
Security 

Communications  Software 
Terminal  Emulation 
Operating  Systems 
Applications  Development  Tools 
Database  Management/  RDBMS 
Groupware 
Workflow 


□  75. 

□  76. 

□  77. 

□  78. 

□  79. 

□  80. 
□  81. 
□  82. 
□  83. 

WIDE-AREA  NETWORK  EQUIPMENT  &  SERVICES 

□  92.  □  56  Kbps  Modems  □  99. 

□  93.  □  Under  56  Kbps  Modems  □  100. 

□  94.  □  Cable  Modems  □  101. 

□  95.  □  Asynchronous  Transfer  □  102. 

Mode  (ATM)  □103. 

□  96.  □  frame  Relay  Equipment/  □104. 

Services  □105. 

□  97.  □  ISDN  Equipment  &  Services  □106. 

□  98.  □  FT-l/T-l/T-3  MultiplexersAervices  □107. 


□  EDI 

□  E-mail 

□  Desktop  Videoconferencing 

□  Imaging 

□  Suites/Server  Suites 
(Back  Office,  etc) 

□  Middleware 

□  Document  Management 

□  Site  Metering  Tools 

□  Computer  Telephony 
Integration  (CTI) 


□  84.  □  Data  Warehousing 

□  85.  □  Anti  Virus  Software 

□  86.  □  Multimedia 

□  87.  □  Vr.  2000  Conversion 

Software  (Y2K) 

□  88.  □  Helpdesk 

□  89.  □  Wet  Based  Management  Tools 

□  90.  □  Directory  Services 

□  91.  □  Other  (please  specify) 


□  xDSL  Services/Products 

□  Diagnostic/Test  Equipment 

□  DSIT/CSU 

□  PBXs 

□  Videoconferencing 

□  Leased  Lines 

□  Switched  Data 

□  Virtual  Private  Networks  (VPN) 

□  FRADs 


□  108.  □  Managed  LAN/Router  Services 

□  I09.D  Other _ 

□  II0.D  Outsourcing/Systems 

_  Integration  Services 

□  1 1 1.  □  Education/Training  Services 

□  II2.D  None  of  the  above  (l-lll) 


Please  indicate  the  platforms  that  are  currently  installed/planned:  (check  all  that  appiyi 

A.  Currently  installed  B.  Planned  for  purchase 


NETWORK  PROTOCOLS. 

□  01.  □  TCP/IP 

□  02.  □  IPv6 

□  03.  □  SNA 

LAN  ENVIRONMENT _ 


□  04.  □  Novell  IPX/SPX 

□  05.  □  APPC/APPN/LU  6.2 

□  06.  □  NETBIOS 


□  07.  □  NFS 

□  08.  □  SNMP 

□  09.  □  Other_ 


□  10.  □  Gigabit  Ethernet 

□  II.  □  Switched  Ethernet  □ 

□  12.  □  Fast  Ethernet  (100  Megabit 

Ethernet) 

□  13.  □  Ethernet  □ 

NETWORK  OPERATING  SYSTEM _ 


14.  □  ATM 

15.  □  Token  Ring/Token  Ring 

Switching 

16.  □  IP  Switching 

17.  □  Layer  3  Switching 


□  18.  □  FDDI 

□  19.  □  100Base-T 

□  20.  □  lOBase-T 

□  21.  □  Fibre  Channel 

□  22.  □  Other  _ 


□  23.  □  Windows  NT 

□  24.  □  Windows  NT/Advanced  Server 

□  25.  □  Novell  IntranetWare 

□  26.  □  Novell  (NetWare  5.X) 

COMPUTER  OPERATING  SYSTEM _ 


□  33.  □  NT  Server 

□  34.  □  NT  Workstation 

□  35.  □  Unix/Xenix/AlX/SCO 

□  36.  □  Solaris 

□  37.  □  Windows 


□  27.  □  Novell  (NetWare  4.X) 

□  28.  □  Novell  NetWare  2.X,  3.X) 

□  29.  □  Microsoft  (LAN  Manager) 

□  30.  □  Banyan  (VINES) 


□  31.  □  IBM  (Server) 

□  32.  □  Other  (please  specify) 


□  38.  □  Windows  95 

□  39.  □  Windows  98,  ,9x 

□  40.  □  DOS 

□  41.  □  OS/2,  OS/2  Warp 

□  42.  □  IBM  MVS/VM/VSE 


□  43.  □  Digital  VMS 

□  44.  □  Macintosh 

□  45.  □  Other  _ 


□  46.  □  None  of  the  above  (1-45) 


Which  of  the  following  Servers/Clients  do  you  have  installed/planned  at  your  location? 

(check  ALL  that  apply  in  each  column) 


A.  Servers 

B.  Clients 

A. 

Servers 

B.  Clients 

Power  PC 

□ 

01. 

□ 

486,  386,  286 

□ 

07. 

□ 

Power  Mac 

□ 

02. 

□ 

Sun  Sparc 

□ 

08. 

□ 

Mac  Other 

□ 

03. 

□ 

Rise 

u 

09. 

□ 

Multiprocessor  Servers 

□ 

04. 

□ 

Alpha 

□ 

10. 

□ 

Pentium  II  (Pll) 

□ 

05. 

□ 

Other 

□ 

II. 

□ 

Pentium/Pentium  Pro 

□ 

06. 

□ 

Which  of  the  following  hardware  platforms  are  installed/planned  in  your  company? 

(check  ALL  that  apply) 


A  -  Mainframes 
(Large  Scale) 
I.  □  IBM 
□  Amdahl 


2. 

3.  □  Cray 

4.  □  Hitachi 

5.  □  Unisys 

6.  □  Other 


B  -  Minis  (Midrange) 

1.  □  IBM  RS/6000 

2.  □  IBM  AS/400 

3.  □  Digital 

4.  □  Tandem 

5.  □  Unisys 

6.  □  AT&T  GIS 

7.  □  H-P 

8.  □  Data  General 

9.  □  Other _ 


Workstations 

□  Sun  Microsystems 

□  Silicon  Graphics 

□  Digital 

□  H-P 

5.  □  IBM 

6.  □  Other _ 


What  is  the  estimated  gross  revenue  of  your  entire  company/institution? 

(check  ONE  only) 


01.  □  $20  billion  or  more 
02.  □  $10  billion  to  $19.9  billion 
03.  □  $1  billion  to  $9.9  billion 
04.  □  $500  million  to  $999.9  million 


05.  □  $100  million  to  $499.9  million 
06.  □  $50  million  to  $99.9  million 
07.  □  $10  million  to  $49.9  million 
08.  □  $5  million  to  $9.9  million 


09.  □  $4.9  million  or  less 
10.  □  None  of  the  above 


For  which  areas  outside  of  North  America  do  you  have  purchase  influence? 

(check  ALL  that  apply) 


I.  □  Europe  2.  □  Asia  3.  □  South  America  4.  □  Australia  5.  □  Middle  East  6.  □  None 


FORM:  9801 


p, 


lease  indicate  the  names  and  job  functions  of  other 
individuals  at  your  location  to  whom  you  would  like  us  to 

send  a  copy  of  NetworkWorld 


NAME 


NAME, 


JOB  FUNCTION 


JOB  FUNCTION 


NAME 


JOB  FUNCTION 


NAME, 


JOB  FUNCTION 


NAME, 


JOB  FUNCTION 


Be  Sure  You 
Have  Completed 
the  Following: 

Answered  ALL  the 
questions 

Signed  and  dated 
the  form 

V  Provided  your 
name,  title  and 
company  address 


Thank  You! 


1.  FOLD  HERE  &  MAIL  TODAY  i 


Mikwi 


If  , 


Sprint’s  big  net  gamble 


Problemspiague'sFpTojed 


SunVhandlmg  of  Java  criticized 


Send  for  your  FREE  Network  World  subscription  today! 


or  apply  on-line  at:  http://www.nwfusion.com 
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Vixel  last  week  rolled  out  an 
eight-port  Fibre  Channel  device 
designed  to  help  customers 
migrate  from  hub-  to  switch- 
based  storage  networks.  The 
Vixel  8100  switch,  which  sits 
between  servers  and  storage 
resources,  boasts  200M  byte/sec 
connectivity  on  each  port  and 
can  be  managed  via  Vixel's  SAN 
InSite  software. 

The  Vixel  8100,  available  in 
April,  will  cost  S8, 495. 

Vixel:  (425)  806-5509 

IBM  has  announced  two  new 
models  of  its  2212  Access  Utility 
device  that  cost  up  to  $2,000  less 
than  previous  versions  of  this 
branch-office  product.  The  2212 
line  sports  four  WAN  ports  for 
handling  virtual  private  net¬ 
works,  ISDN  and  integrated 
voice,  fax  and  data  traffic.  The 
devices  can  be  configured  to 
support  10/100M  bit/sec  Ethernet 
or  token-ring  LANs.  The  two  new 
models  differ  from  one  another 
only  in  that  the  10F  contains  a 
flash  memory  and  the  10H  has  a 
hard-drive  memory.  They  each 
have  one  expansion  slot,  where¬ 
as  previous  versions  included 
four.  The  devices  will  be  avail¬ 
able  on  Feb.  26,  and  prices  will 
start  at  $4,400. 

IBM:  (800)  426-2255 

Intel  last  week  announced  a 
10/100M  bit/sec  Ethernet  net¬ 
work  interface  card  that  can  be 
software-tuned  to  give  certain 
applications  faster  access  to  a 
server.  The  Pro/100+  Server 
Adapter  also  complies  with  the 
Wired  for  Management  2.0  spec¬ 
ification,  which  allows  net 
administrators  to  remotely  con¬ 
figure  systems  and  troubleshoot. 
The  card  can  work  with  dissimi¬ 
lar  Intel  adapters  to  back  up  one 
another  in  case  of  a  failure. 

The  card,  available  in  March, 
will  cost  $119. 

Intel:  (800)  538-3373 


IN'SITE:  Lessons  from  Leading  Users 

How  firm  stays  atop  25,000  updates  per  second 


BY  JEFF  CARUSO 

f  you  think  your  network  puts  you 
in  a  tough  spot,  consider  Len 
Monteleone’s  position.  Externally, 
his  network  is  about  to  serve  up-to 
date  financial  information  over  the 
World  Wide  Web.  Internally,  he  has 
to  deal  with  a  network  application 
called  “the  beast.” 

Monteleone  is  director  of  IT  at 
Tullett  &  Tokyo  Forex,  an  international 
securities  trading  company,  which  is 
upgrading  its  network  to  reach  out  to 
large  customers  over  the  Web.  But 
because  timing  decides  whether 
money  is  made  or  lost  on  a  trade,  the 
company’s  first  priority  is  to  make 
sure  its  own  traders  have  real-time 
pricing  data. 

Securities  prices  are  updated 
25,000  times  per  second,  and  that’s 
why  the  application  that  delivers  the 
updates  to  the  trading  floor  has 
earned  the  moniker  of  “the  beast.” 

“Early  on  with  the  beast,  we  blew 
up  every  piece  of  equipment  that  we 
had,”  Monteleone  says.  Cisco  routers 
and  3Com  network  interface  cards 
were  among  the  devices  that  couldn’t 
keep  up  with  the  high  volume. 

Two  years  ago, Tullett  &  Tokyo 


installed  Xylan  switches  to  tame  the 
beast.  About  a  dozen  Windows  NT 
servers  connect  through  four  of 
Xylan’s  OmniSwitch  LAN  and  ATM 
switches. The  OmniSwitches  in  turn 


connect  to  Xylan  PizzaSwitches  at 
every  trading  desk  via  155M  bit/sec 
ATM.  The  PizzaSwitches  provide  10M 
bit/sec  and  100M  bit/sec  Ethernet 

See  IN-SITE,  page  22 


Bring  on  the  world 

Tullett  &  Tokyo  Forex  is 
installing  Foundry  Networks 
switches  to  direct  Internet 
traffic  to  its  Web  servers. 


O  Foundry  Netlron 
switches  route  traffic  at 
high  speeds  from  Cisco 
routers  connected  to  the 
Internet. 


O  All  Foundry  switches 
on  Tullett  &  Tokyo's 
network  are  redundant 
and  can  failover  to 
another  if  necessary. 


Cisco  7200  router 


o 

Foundry  Netlron 


Foundry  Serverlron 
switch 


Internet 


©  Serverlron  switches  balance  loads  among  servers  to 
evenly  distribute  Web  site  hits. 


New  Cabletron  stackable  switch  scales  to  gigabit  speeds 


Aggressively  priced  device  packed  with  advanced  features,  including  quality-of-service  support. 


BY  JIM  DUFFY 

ROCHESTER,  N.H.  —  A  Cabletron 
stackable  switch  introduced  last  week  is 
designed  to  allow  users  to  connect  high- 
performance  desktops  to  Gigabit  Ether¬ 
net  backbones  at  attractive  prices. 

The  SmartStack  ELS100-24TXG  is  a  24- 
port  10/lOOM  bit/sec  autosensing  Ether¬ 
net  switch  with  two  Gigabit  Ethernet  up¬ 
links.  The  device  is  targeted  at  large  sites 
requiring  lots  of  ports  at  the  edge  of  an 
enterprise  network,  and  at  shared- 
hub  customers  looking  to  migrate  to 
switching. 

The  new  SmartStack  features  a  4.2G 
bit/sec  switching  fabric,  a  forwarding 
rate  of  6M  packet/sec  and  a  per-port  list 
price  of  $166  to  $180.  Conversely, 


10/100/1000M  bit/sec  switches  from 
3Com  and  Nortel  Networks  have 
switching  fabrics  up  to  2.5G  bit/sec,  for¬ 
warding  rates  as  fast  as  10M  packet/ 
sec  and  per-port  prices  between  $153 
and  $243- 

Though  Cable¬ 
tron  claims  to  have 
one  of  the  highest 
performing  stack- 
able  switches  on 
the  market  at  the 
lowest  price,  ana¬ 
lysts  say  price  is 
becoming  less  of  a 
determinant  for 
user  purchases. 

“There’s  not  a 
whole  lot  of  differ¬ 


ence  between  the  top  four  vendors  in 
terms  of  pricing,”  says  Esmeralda  Silva  of 
International  Data  Corp.  in  Framingham, 
Mass.  Customers  are  becoming  more  con- 
See  Cabletron,  page  22 


Expandable  Fast  Ethernet  switch 

Cabletron  is  offering  a  new  Fast  Ethernet  switch  that  supports  a 
variety  of  Gigabit  Ethernet  uplinks. 


Product 

ELS100-24TXG 

Description 

24-port  10/100M  bit/sec  switch  with 
two  Gigabit  Ethernet  sockets 

List  Price 

$3,995 

GPIM-01 

lOOOBase-SX  fiber  interface 

$695 

GPIM-04 

Shielded  twisted  pair  interface 

$895 

GPIM-09 

1 0OOBase-LX  fiber  interface 

$1,695 
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Software  building 
blocks  for  Web 
Self-Service  apps 


Dynamic  apps  that  work  for  people  start  here. 
WebSphere  Application  Server  combines  a  Java " 
servlet  runtime  environment  with  connectors  to 


databases  and  object  request  brokers.  So  you  can  bake 
business  functions  r  ight  into  your  site.  WebSphere  Studio 


helps  you  create  servlets  in  record  time. 


Teamwork,  cyber-style.  Lotus' Domino™ Application 
Server  lets  you  build  collaborative  workflow 
applications  for  rapidly  changing  business 
processes.  Domino  supports  secure,  highly  interactive  Web 
Self-Service  solutions. 

Info  to  the  people!  DB2  Universal  Database™poieers 
some  oj  the  Webs  busiest  sites  because  it  can  sup¬ 
port  a  world  of  users  with  world-class  performance. 

Fully  Java-enabled,  it  runs  natively  on  all  leading  platforms. 

From  service  to  scde.  Net. Commerce  software 
combines  individual  customer  service  with  the 
ability  to  close  the  scde.  All  in  one  secure,  easy- 
to -customize  package.  It  includes  everything  you  need  to 
develop,  host  and  operate  e-commerce  Web  sites. 


See  it  run  before  you  buy 

FREE  WEB  SELF-SERVICE  STARTER  PACK. 

From  product  demos  to  trial  code,  everything 
you  need  to  start  building  dynamic  self-service  Web  apps 
today  is  free  right  now  at: 
www.software.ibm.com/webselfserv. 


L 


J 


With  an  IBM  Web  Self-Service  solution,  they’d  all  be  at  th  e  front  of  the  line  for  ticket 
purchases,  reservations,  seat  changes,  flight  availability  our  frequent  flyer  questions. 


e-business 


IBM.  DB2,  WebSphere.  DB2  Universal  Database,  the  e-business  logo  and  Solutions  tor  a  small  planet  are  trademarks  of  International  Business  U  lachines  Corporation  in  the  United  States  and/or  other  countries.  Lotus  and  Domino  are  trademarks  ot  Lotus  Development  Corporation  in  the  U.S.  and/or  other  countries.  to 


l^X 

Hi 

~~  ijfl 

V 

Tf 

======B-~-^» 

; 

fljf 

; 

'-"'i 

J!  ill 

"’.•’■is  w 

■  Y  IV' 

, 

x.s‘ 

_ _ 

^aaa%S88s 

if 

You’ve  got  aWeb  site.  So  why  an  3  they  still  standing  in  line?  New  generation 


IBM  Web  software  can  get  your  site  beyond  publishing, 
themselves  to  information  and  services  on  their  schedule 


improving  customers’  satisfaction  by  giving  them  tools  to  serve 


while  increasing  profits  by  freeing  your  staff  from  routine  tasks. 


nd  all  Java-based  trademarks  and  logos  are  trademarks  of  Sun  Microsystems,  Inc.  in  the  United  States  and/or  other  countries.  Other  company,  product  and  service  names  may  be  the  trademarks  or  service  marks  of  others.  ©  1999  IBM  Corp.  All  rights  reserved. 
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Our  Java-based  Web  Self-Service  solutions  let  you  start  with  the  basics,  adding  functionality  as 


you  go.The  result:  highly  interactive  apps  that  link  to  core  data  and  business  functions  — and  move 
you  to  the  front  of  the  line.  For  a  more  detailed  look,  visit  us  at  www.software.ibm.comAvebselfserv. 


Solutions  for  a  small  planet 


Infrastructure 


Kentrox  puts  new  spin  on  DSUs/CSUs 


BY  TIM  GREENE 

PORTLAND ,  ORE.  —  DSUs/ 
CSUs  are  getting  so  smart  they 
deserve  a  new  name. 

That’s  the  view  of  ADC 
Kentrox,  which  pronounced 
DSUs/CSUs  dead  and  intro¬ 
duced  a  new  product  called 
the  ServicePoint  service  deliv¬ 
ery  unit  (SDU)  to  replace  them. 

ServicePoint  performs  the 
functions  of  a  traditional  dumb 
DSU/CSU  —  it  terminates  WAN 
circuits  and  establishes  inter¬ 
faces  to  LAN  gear  at  customer 
sites  —  but  the  product  also 
monitors  the  use  of  WAN  cir¬ 
cuits  to  see  what  traffic  types 
and  which  users  are  eating 
up  bandwidth.  Additionally, 
ServicePoint  software  moni¬ 
tors  the  performance  of  frame 
relay  circuits  to  ensure  they 
meet  the  delay,  throughput  and 
availability  guarantees  written 
into  frame  relay  carriers’  ser¬ 
vice-level  agreements. 

By  mid- 1999,  Kentrox  will 
introduce  control  software  for 
ServicePoint  gear  that  will 


enforce  usage  policies.  For 
example,  applications  could  be 
limited  to  using  a  certain 
amount  of  bandwidth.The  con¬ 
trol  software  will  also  set 
which  applications  get  priority 
during  congested  periods. 

Kentrox  also  plans  to  add 
software  support  for  ATM  and 
IP  traffic. 

Because  network  managers 
will  have  more  information 
about  traffic  going  over  the 
WAN  link,  they  will  be  better 
able  to  decide  how  big  those 
links  should  be.  That  will  let 
net  managers  optimize  perfor¬ 
mance  on  the  link  without 
wasting  money  by  purchasing 
too  much  bandwidth,  Kentrox 
representatives  say. 

If  used  in  its  simplest  form 
as  just  a  circuit  termination 
point,  ServicePoint  SDU  is  four 
to  six  times  more  expensive 
than  simple  DSUs/CSUs,  which 
cost  $300  to  $500.  But  cus¬ 
tomers  may  be  willing  to  pay 
the  price  if  they  expect  their 
WAN  needs  to  change,  says 
Christopher  Nicoll,  a  senior 


research  analyst  at  Current 
Analysis  in  Sterling,  Va. 

“It’s  more  expensive  be¬ 
cause  of  the  added  flexibility. 
What  you’re  banking  on  is  that 

Kentrox  ousts  DSUs/CSUs 


you’re  not  going  to  leave  it  out 
there  for  basic  line  termina¬ 
tion,”  Nicoll  says. 

ServicePoint  will  compete 
with  Visual  Networks’ Visual  Up- 
Time  frame  relay  net¬ 
work  probes  and 
software  on  the  basis 


But  other  customers  might 
be  better  off  buying  a  $3,000 
router  with  DSU/CSU  and 
policy  management  features 
built  in,  Inch  says.  The  net 
manager  says  he  would  con¬ 
sider  using  ServicePoint  in 
the  future  because  of  the 
product’s  flexibility. 

ServicePoint  is  available  in 
two  hardware  configurations. 
ServicePoint  2040  has  a  T-l 
WAN  port  as  well  as  a  V.35 
port.  ServicePoint  2140  has 
the  same  configuration  plus 
a  T-l  add/drop  port  to  con¬ 
nect  to  a  PBX.  ServicePoint 
2040  costs  $1,695  as  a  termi¬ 
nation  unit  and  $2,495  with 
monitoring  software  included. 
ServicePoint  2140  costs  $2,195 
as  a  termination  unit  and 
$2,995  with  monitoring  soft¬ 
ware  included.  Both  are  avail¬ 
able  now. 

The  units  with  control  soft¬ 
ware  have  not  been  priced. 
All  of  the  software  packages 
can  be  downloaded  in-band 
to  the  ServicePoint  units  after 
they  are  installed  in  cus¬ 
tomers’  nets. 

Kentrox:  (800)  733-5511 


ADC  Kentrox  introduces  its  Service- 
Point  line,  stand-alone  boxes  that  do 
more  than  DSUs/CSUs. 


•  Set  and  enforce  rules  on  bandwidth  allotted 
to  users  and  applications. 

•  Prioritize  users  and  applications  during 
congested  periods. 

•  Monitor  traffic  by  user  and  application. 

•  Download  software  to  expand  functions. 


of  its  monitoring 
capabilities,  Nicoll 
says.  But  Service- 
Point  also  enables 
customers  to  shape 
traffic  as  it  enters  the 
WAN,  he  says. 

ServicePoint  will 
fit  well  in  a  network 
that  already  has  a 
large  router  the  cus¬ 
tomer  doesn’t  want 
to  tamper  with,  ac¬ 
cording  to  to  Todd 
Inch,  manager  of 
communications  for 
the  IT  division  of  net¬ 
work  implementer 
Cotelligent  in  San 
Francisco. 


Data  General  debuts  Fibre  Channel  storage  device 


Much  ado  about  cabling 


BY  JEFF  CARUSO 

WASHINGTON,  D.C.  — 
Cabling  issues  were  surprising¬ 
ly  big  at  the  recent  Com- 
Net/DC  ’99  trade  show,  with 
several  vendors  announcing 
new  media  converters  for  con¬ 
necting  copper  wires  to  fiber¬ 
optic  lines  and  other  media. 

Allied  Telesyn  International 
previewed  converters  it  will 
announce  this  week  that  hook 
multimode  fiber  to  single-mode 
using  10M  bit/sec  or  100M 
bit/sec  Ethernet.  This  allows 
companies  to  stretch  fiber-optic 
connections  from  5  to  15  km. 
The  10M  bit/sec  version  costs 
$960,  and  the  1 00M  bit/sec  ver¬ 
sion  is  priced  at  $  1 ,450. 

Transition  Networks  in 
Minneapolis  announced  media 
converters  for  IBM  3270  and 
5250  terminals,  allowing  these 
copper-connected  terminals  to 
send  data  over  fiber-optic  lines. 
Ilie  converters  range  in  price 
from  $395  to  $695. 

Companies  are  using  media 


converters  to  squeeze  more 
performance  out  of  existing 
network  equipment,  says  Mark 
Benevento,  product  marketing 
manager  at  Allied  Telesyn  in 
Sunnyvale,  Calif.  The  media 
converters  can  extend  the  dis¬ 
tances  companies  send  data 
without  forcing  them  to 
upgrade  core  net  equipment. 

The  market  for  conversion 
technology  is  expected  to 
grow  from  $132  million  last 
year  to  about  $184  million  this 
year,  according  to  a  recent 
report  from  market  research 
firm  Frost  &  Sullivan. 

Marketing  wars  continued 
at  the  show  between  3M  and 
the  MT-RJ  Consortium,  as  each 
pushed  its  own  version  of  new 
fiber-optic  connectors.  In  both 
cases,  the  connectors  take  up 
half  the  space  of  previous 
fiber-optic  connectors  and  are 
patterned  after  the  commonly 
used  copper-based  RJ-45  jacks. 
The  MT-RJ  Consortium  even 
hosted  a  well-attended  session 
to  describe  its  technology.  □ 


BY  DENI  CONNOR 

WESTBOROUGH,  MASS.  — 
Data  General  last  week  topped 
off  its  storage  line  with  a  new 
Fibre  Channel  disk  array 
designed  to  handle  I/O-inten- 
sive  applications. 

The  company’s  Clariion 
FC5700  is  a  fully  redundant 
10-slot  chassis  that  con¬ 
nects  to  servers  over  a  Fibre 
Channel  loop  and  can  con¬ 
tain  up  to  120  9G-  to  18G- 
byte  drives.  The  array  fea¬ 
tures  two  active  storage 
processors  that  can  take 
over  for  one  another  in  case 
one  fails.  The  chassis  is 
equipped  with  two  power 
supplies,  two  link  control 
cards  and  redundant  fans. 
Data  can  be  balanced  across 
drives  within  an  array. 

Data  General’s  offering  is 
available  in  a  pedestal  or  rack- 
mount  configuration  and  sup¬ 
ports  the  company’s  newest 
10,000  rpm  Fibre  Channel 
drives.  It  also  works  in  conjunc¬ 
tion  with  Data  General’s  FC54/ 
5500  disk  array.  The  new  disk 
array  subsystem  supports  RAID 
levels  0,  1  and  5,  as  well  as  hot- 


spare  technology  and  online 
drive  rebuilding. 

The  product  operates  in  net¬ 
works  running  Windows  NT, 
Solaris,  HP-UX  and  AIX.  Cus¬ 
tomers  can  manage  the  array 
via  Data  General’s  Navisphere 


Windows  NT  management  soft¬ 
ware.  Pricing  for  the  FC5700 
disk  array  starts  at  $50,000. 

Data  General  also  intro¬ 
duced  a  four-processor  Pen¬ 
tium  II  Xeon  server  for  cus¬ 
tomers  who  have  limited  space 
in  which  to  house  their  com¬ 
puters.  Up  to  nine  of  the  new 
AV3704R  machines  can  be 


stacked  in  a  chassis. 

The  server  can  be  used  to 
run  Data  General’s  Cluster-in-a- 
Box,  which  includes  Microsoft 
Cluster  Server,  and  Data 
General’s  TermServer-in-a-Box, 
which  includes  Windows 
Terminal  Server. 

The  new  box  is  avail¬ 
able  with  up  to  2M  bytes 
of  Level  2  cache  per 
processor  and  up  to  4G 
bytes  of  main  memory.  It 
supports  six  PCI  slots  and 
one  shared  PCI/ISA  I/O 
slot.  The  server  includes 
six  internal  hot-swap 
drive  bays,  redundant 
cooling  and  optional  hot- 
swap  redundant  power. 

The  AV3704R  comes 
with  a  10/100M  bit/sec 
PCI  Ethernet  adapter  and 
works  with  Data  General’s 
Clariion  Fibre  Channel  disk 
array  subsystems.  Customers 
can  manage  the  server  via  Data 
General’s  NTerprise  Manager 
software. 

A  version  of  the  server  with 
512K  bytes  of  Level  2  cache, 
1 28M  bytes  of  RAM  and  a  9G- 
byte  drive  costs  about  $  1 3, (XX). 

Data  General:  (508)  898-5000 


Data  General's  new  disk  arrays  boast 
redundant  components  across  the  board. 
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UUNET®  is  pleased  to  introduce  the  industry's  first  100%  Internet  service  availability  guarantee,  part  of  our  comprehensive  Service  Level 

Agreement.  It  means  guaranteed  access  on  US  leased-line  and  frame  relay  connections ,*  along  with  guaranteed  latency  rates  and  guaranteed 
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guarantee  that  well  promptly  and  proactively  notify  you  of  any  problems  and  get  your  new  connection 
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IN-SITE, 

continued  from  page  17 

connections  to  the  desktops. 

Monteleone  says  one  of  the 
biggest  advantages  of  this 
approach  is  that  there  is  no 
wiring  closet  on  the  trading 
floor.  The  company  didn’t 
have  to  buy  a  large  box  for 
the  closet  and  doesn’t  have 
cables  running  out  to  every 
desktop.  Instead,  there  are 


only  23  fiber-optic  strands  run¬ 
ning  to  the  PizzaS witches  at 
the  trading  desks.  Short  cables 
connect  each  PizzaSwitch  to 
the  10  or  12  workstations  at 
each  desk. 

The  whole  shebang  cost 
about  $250,000,  whereas 
other  vendors’  solutions 
would  have  been  two  or  three 
times  that  amount,  Monte¬ 
leone  says.  Much  of  the  sav¬ 


ings  came  from  not  having  to 
recable  the  trading  floor. 

The  switches  have  kept  pace 
with  the  beast,  delivering  all 
updates  to  traders  in  real  time. 
“You  can’t  believe  the  amount 
of  information  you’re  looking 
at,”  Monteleone  says. 

A  peek  inside 

The  new  challenge  is  pre¬ 
senting  market  data  to  the  out- 


Cabletron, 

continued  from  page  17 

cerned  with  how  switches 
compare  on  features,  such 
as  quality-of-service  support, 
she  says. 

Cabletron’s  new  switch  fea¬ 
tures  IEEE  802.  lq  tagging  for 
virtual  LANs  and  802. Ip  for 
prioritization. 

Cabletron  boasts  that  it  can 
support  up  to  4,096  VLANs 
per  switch.  The  device  has 
two  priority  queues. 

Other  features  include 
wire-speed  switching  on  all 
ports  in  half-  and  full-duplex 
mode,  and  support  for  more 
than  16,000  media  access 
control  addresses.  The  switch 
also  features  technology  for 
handling  flow  control  and 


broadcast  control. 

The  SmartSwitch  comes 
with  a  built-in  Web  server  that 
allows  users  to  configure  the 
switch  from  any  Web  browser. 

It  also  supports  four  groups 
of  Remote  Monitoring  per 
port  and  port  mirroring  for 
fault  isolation  by  a  network 
analyzer. 

Cabletron  plans  to  let  cus¬ 
tomers  manage  the  new 
switch  via  the  company’s 
Spectrum  enterprise  and  ele¬ 
ment  management  systems. 

Users  can  pick  from  three 
physical  interfaces  for  the 
switch’s  Gigabit  Ethernet  up¬ 
links:  lOOOBase-SX  fiber,  1000- 
Base-LX  fiber  and  shielded 
twisted  pair  copper. 

The  uplinks  also  support 
Cabletron’s  SmartTrunk  capa¬ 


bility,  which  allows  multiple 
network  connections  to  be 
bundled  into  one  high-speed 
pipe. 

Cabletron:  (603)  332-9400 


More 

Online 


•  SmartStack  overview  from 
Cabletron. 

•  News  about  Gigabit  Ethernet 
offerings  from  other 
vendors. 
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side  world.  Monteleone 
recently  spent  about  $50,000 
for  six  Foundry  Networks  Fast 
Ethernet  switches,  as  part  of 
the  company’s  initiative  to 
make  select  information  avail¬ 
able  on  the  Web.  This  informa¬ 
tion  includes  end-of-day  pric¬ 
ing  and  historical  data  related 
to  different  securities  markets 
and  foreign  exchanges. 

The  Foundry  switches  pro¬ 
vide  redundant  connections 
so  if  a  switch  fails,  Web  traffic 
will  still  be  able  to  get  through 
to  the  servers  (see  graphic, 
page  17).  There  ought  to  be 
more  than  enough  bandwidth 
to  handle  the  load  because  the 
switches  will  have  100M 
bit/sec  Ethernet  links 
between  them.  The  routers 
connecting  the  switches  to 
the  Internet  will  probably 
have  a  DS-3  (45M  bit/sec) 
pipe,  with  aT-1  (1.5M  bit/sec) 
backup,  Monteleone  says. 

Tullett  &  Tokyo  will  continue 
to  use  Cisco  routers  to  connect 
to  the  Internet  because  the 
Foundry  gear  doesn’t  have 
WAN  connections. 

Currently,  the  company  is 
still  trying  to  determine  the 
right  number  of  servers  to 
hook  up.  It  will  probably 
choose  to  connect  five  to  10 


of  the  “latest  and  greatest” 
Intel-based  servers,  Monte¬ 
leone  says.  Foundry  Server- 
Iron  switches  include  a  load¬ 
balancing  function  for  distrib¬ 
uting  Web  requests  among  the 
servers  in  a  round-robin 
fashion. 

Cheaper  to  buy  new 

Tullett  &  Tokyo  is  now  plan¬ 
ning  to  install  another 
Foundry  switch  to  provide 
access  from  the  Xylan  net¬ 
work  to  the  rest  of  the  compa¬ 
ny.  Currently  a  Cisco  7000 
router  fills  that  role. 

But  Monteleone  found  that 
upgrading  the  router  to  pre¬ 
pare  it  for  the  date  change  to 
2000  was  more  expensive  than 
buying  a  Foundry  Biglron 
switch;  updating  software, 
memory  and  CPU  would  be 
factors.  Plus,  the  router  only 
supported  10M  bit/sec  Ether¬ 
net.  Monteleone  wants  to 
migrate  to  faster  speeds  and  is 
looking  at  Fast  Ethernet  and 
Gigabit  Ethernet. 

Faster  speeds  will  be  key  as 
Tullett  &  Tokyo  moves  for¬ 
ward,  with  the  Web  and  the 
beast  at  its  heels. 

“With  trading  information, 
delays  are  just  not  acceptable,” 
Monteleone  says.  3 


Internetworking  Monitor .  Kevin  Tolly 

A  REALITY  CHECK  ON  ‘OPEN  SOURCE’ 


When  The  Washington  Post 
runs  a  front-page  story  on 
“open  source,”  as  it  did  in  December 
(“The  Spreading  Grass-Roots  Threat 
to  Microsoft,”  Dec.  3,  1998),  you 
know  the  subject  has  widespread 
implications. 

Yet,  for  all  the  attention,  many 
commentators  make  a  fundamental 
and  flawed  assumption  that  making 
source  code  available  (hence  the 
name  “open  source”)  is  necessarily 
an  anticapitalist  move  that  could 
hurt  a  vendor’s  bottom  line.  “Some¬ 
what  akin  to  Coca-Cola  Co.  releasing 
its  formula”  is  how  The  Post  put  it. 
Hardly. 

Furthermore,  The  Post  article  per¬ 
petuates  the  myth  that  open  source  is 
a  “concept  once  confined  to  the  com¬ 
puting  fringes,  but  one  that  has 
forged  dramatic  mainstream  inroads 
in  the  recent  months.” 

Unless  one  considers  a  company 
such  as  IBM  in  the  1 970s  to  be  part  of 
the  “computing  fringes,”  the  writer  is 


wrong  again. 

I  fear  that  today’s  movement  that 
equates  “open”  with  “free  software” 
has  got  its  semantics  —  if  not  its  pri¬ 
orities  —  wrong.  The  current  “eco¬ 
nomic  doomsday  for  Microsoft” 
approach  may  result  only  in  making 
Microsoft  even  more  recalcitrant.  A 
reality  check  is  needed. 

What  open  source  advocates 
should  do  is  lobby  Microsoft  to  adopt 
the  same  stance  vis-a-vis  source  code 
that  IBM  took  with  its  mainframe 
software.  IBM  published  the  source 
code  to  its  mainframe  operating  sys¬ 
tems  and  virtually  all  subsystems, 
including  the  corporate  jewel  —  the 
CICS  transaction  processing  system. 

As  a  systems  programmer  in  the 
early  1980s,  most  of  what  I  learned 
about  the  complex  inner  workings  of 
these  systems  came  from  studying 
the  microfiche  of  source  listings  that 
IBM  made  available  to  customers  — 
for  a  small  additional  licensing  fee. 
This  information,  along  with  heavily 


documented  control  blocks,  message 
manuals  and,  in  some  cases,  logic 
manuals  allowed  us  to  understand 
enough  about  our  systems  to  keep 
them  running. 

Just  because  I  could  look  at  the 
source  code  —  and  attempt  to  learn 
from  it  —  did  not  mean  that  IBM  had 
given  up  its  rights  to  charge  a  license 
fee  for  this  intellectual  property.  IBM 
charged  nontrivial  fees  to  all  users  of 
its  mainframe  software.  And  charge  it 
should  —  creating  and  maintaining 
that  system  software  was  an  expen¬ 
sive  proposition  for  IBM. 

Did  open  source  code  ruin  IBM’s 
mainframe  business?  Absolutely  not. 
To  this  day,  customers  willingly  (if  not 
happily)  pay  to  use  this  software  to 
run  their  businesses. 

That  policy  was  the  catalyst  for 
countless  small  companies  that  built 
everything  from  monitoring  and  diag¬ 
nostic  tools  to  entirely  new  subsys¬ 
tems,  such  as  security  and  tape/disk 
management. 


Most  importantly,  these  entrepre¬ 
neurial  developers  didn’t  have  to 
secure  IBM’s  permission  to  create 
their  products. They  didn’t  need  to  or 
want  to  steal  IBM  code,  they  simply 
needed  to  know  how  IBM’s  products 
worked  so  that  they  could  interact 
with  them. 

One  could  argue  that  these  “com¬ 
petitors”  stole  business  from  IBM,  but 
I  believe  that  they  added  far  more 
than  they  took. 

If  Microsoft  continues  to  keep 
source  code  secret,  thus  preventing 
others  from  doing  things  that 
Microsoft  would  never  have  the 
resource  or  the  motivation  to  do,  it 
will  surely  come  back  to  haunt  the 
company. 

Tolly  is  president  of  The  Tolly 
Group,  a  strategic  consulting  and 
independent  testing  firm  in 
Manasquan,  N.J.  He  can  be  reached 
at  (7 32)  528-3300,  ktolly@tolly.com 
or  wwiv.tolly.com. 
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Unlike  other  so-called  “highly  mobile”  notebooks, 


for  portability.  Designed  for  the  savvy  traveler, 
its  topflight  specs  include  a  Mobile  Pentium  II 
processor  soaring  to  366  MHz— in  a  sleek  package 


njroj 


Si 


as  light  as  4.4  pounds.  With  built-in  6.4  GB  hard  drive,  full-size  keyboard, 
extended-life  battery  option  and  extra-durable  magnesium  alloy  PJSJrs 
display  casing,  the  Armada  3500  has  everything  you  need  for 


maximum  flexibility — and  unlimited  mileage.  To  learn  more,  call 
1-8 00 -AT- COMPAQ.  Or  visit  www.compaq.com/soar. 


COMPAQ  Better  answers. 
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Deploy  two  new  32-bit  applications. 

. 

Multiple  types  of  computing  devices. 


Various  platforms  and  operating  systems. 


It’s  possible. 


Citrix  server-based  computing  solutions 
can  extend  access  to  Windows-based 
applications  for  your  various  devices  in 
less  time  than  ever  before. 

Citrix®  WinFrame® 
and  MetaFrame™ 
for  Microsoft® 

Terminal  Server, 
have  enabled  thousands 
of  companies  like  yours  to  leverage  their  existing 
hardware  investments  and  deliver  cost-effective 
access  to  the  latest  Windows®- based  applications  for 
an  increasingly  diverse — and  growing — user  base. 


Deliver  high-performance  application 
access  to  the  latest  Windows  and  non- 
Windows  devices. 

With  Citrix,  you  can  use  virtually  any  device 
to  access  vital  applications,  including  x86-and 
Pentium®based  PCs,  Windows-based  terminals, 
network  computers,  wireless  devices  and  information 
appliances,  as  well  as  DOS®  UNIX®  OS/2®  Warp, 
Mac®  OS  and  Java™  clients.  Plus,  Citrix  works 
over  existing  network  connections  (WAN,  broad¬ 
band,  wireless,  Internet/Intranet)  and  protocols 
(TCP/IP,  IPX,  SPX,  NetBIOS®  Direct  Asynch.) 
so  you  can  avoid  expensive  network  upgrades. 

Ensure  users  have  full  access  to  the 
resources  they  need  to  be  successful. 

WinFrame  and  MetaFrame  enable  administrators  to 
extend  applications  to  users  anywhere  with  just  a 


browser.  Plus,  remote  users  are  able  to  use  their  local 
resources  to  copy,  print  or  save  vital  information. 

See  what  77%  of  Fortune  lOO  companies 
already  know— Citrix  works! 

Discover  how  thousands  of  leading  companies 
are  making  the  impossible  possible  and  extending 
business-critical  application  access  to  more  users 
and  devices  with  Citrix  WinFrame  and  MetaFrame. 

To  learn  more  about  how  Citrix  can 
help  you,  call  888-564-7630  or  visit  us 
on  the  Web  at  www.citrix.com/drive3 
for  a  FREE  Test  Drive  CD-ROM. 

CiTRIX* 
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Briefs 


AT&T  has  expanded  its  effort 
to  provide  local  residential  ser¬ 
vice  by  signing  a  joint  venture 
with  Time  Warner.  The  compa¬ 
nies  will  deploy  telephony  ser¬ 
vices  in  33  states  using  Time 
Warner's  cable  facilities.  That 
effort  will  add  to  the  coverage 
AT&T  expects  to  gain  with  its 
pending  acquisition  of  cable 
giant  Tele-Communications,  Inc. 
AT&T  will  own  77.5%  of  the  Time 
Warner  venture  and  for  20  years 
will  have  exclusive  rights  to  offer 
telephony  services  over  the 
company's  cable  network.  Time 
Warner  has  upgraded  about  85% 
of  its  system  to  two-way  hybrid 
fiber/coaxial  cable;  the  remain¬ 
der  should  be  completed  by  the 
end  of  next  year. 

PSINet  last  week  said  it  will 
expand  wireless  Internet  access 
service  to  50  southern  U.S.  mar¬ 
kets,  Japan  and  Europe  by  year- 
end.  Starting  at  $395  per  month, 
PSINet  InterSky  will  provide  ded¬ 
icated  high-speed  wireless  'Net 
access  using  digital  microwave 
technology  in  the  unlicensed  2.4- 
GHz  spread  spectrum  band.  The 
service  is  already  being  offered 
in  selected  states.  Service 
speeds  up  to  128K  bit/sec  are 
available  now  with  a  512K  bit/sec 
service  coming  in  the  third  quar¬ 
ter  of  this  year.  Service  at  2M  bit/ 
sec  is  expected  next  year. 

PSINet:  (703)904-4100 

ISP  EarthLink  Network  is  hop¬ 
ing  to  provide  stronger  service- 
level  agreements  (SLA)  by  sup¬ 
porting  a  new  management  sys¬ 
tem.  EarthLink  recently  signed  a 
three-year  deal  with  Inverse 
Networks  to  use  its  IP  InSight  SLA 
system  to  monitor  performance  of 
the  EarthLink  net.  InSight  offers 
features  such  as  Web  page 
download  times  and  dial-in  suc¬ 
cess  rates.  With  this  information, 
EarthLink  will  develop  new  SLAs. 

EarthLink:  (800)  395-8425 
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Bell  Atlantic  wants  more 


Being  an  RBOC  just  isn’t  good  enough  anymore. 


BY  TIM  GREENE 

NEW  YORK  —  Bell  Atlantic  has  big 
plans  to  break  out  of  the  regional  Bell 
operating  company  mold. 

As  part  of  that  plan,  the  company 
this  year  intends  to  introduce  ATM 
switched  virtual  circuits,  OC-12  speed 
ATM  and  IP  fax  services.  Bell  Atlantic  is 


Overviews  of  Bell  Atlantic's  recent 
acquisitions. 

A  look  at  AT&T's  efforts  to  move  into 
the  local  loop. 
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also  scouting  for  partners  and  compa¬ 
nies  to  buy  in  order  to  become  a  key 
network  service  player,  says  Joseph 
Farina,  president  and  CEO  of  Bell 
Atlantic’s  Data  Solutions  Group. 

“We  can’t  be  an  RBOC  and  be  a  suc¬ 
cess  in  this  marketplace,”  Farina  says. 

A  big  step  toward  success  is  Bell 
Atlantic’s  purchase  of  GTE,  a  $53  bil¬ 
lion  deal  expected  to  be  completed  by 
June.  The  GTE  purchase  will  give  Bell 
Atlantic  a  nationwide  presence  in  local 
markets  as  well  as  possession  of  GTE’s 
long-distance  and  cellular  networks. 

Long  distance  is  key  to  Bell  Atlantic’s 
future  because  35%  to  40%  of  all  long¬ 
distance  traffic  originates  in  its  territory. 
Bell  Atlantic  is  pushing  hard  to  win  fed¬ 
eral  permission  to  sell  long  distance  in 
New  York  state  and  is  likely  to  win  that 
permission  sometime  this  year. 

Being  the  main  provider  for  a  geo¬ 
graphic  region  that’s  home  to  more 
than  one-third  of  the  Fortune  500  com¬ 
panies,  Bell  Atlantic  plans  to  cater  to 
their  huge  network  needs,  Farina  says. 
That  means  the  company  will  need 
connections  to  carriers  across  the  U.S. 


MCI  WorldCom  refreshes,  repackages  security 


BY  DENISE  PAPPALARDO 

Looking  to  give  users  a  menu  of  net¬ 
work  protection  options,  MCI  World¬ 
Com  Advanced  Networks  is 
offering  a  slew  of  repackaged 
security  services. 

The  lineup  includes: 

•  Advanced  Networks 
Authentication,  which  lets 
customers  provide  Security 
Dynamics  or  Secure  Com¬ 
puting’s  token-based  authenti¬ 
cation  systems  for  all  remote 
access  employees.  With  the 
service,  each  user’s  password 
changes  every  few  seconds. 

Advanced  Networks  Authen¬ 
tication  is  available  for  $875 
per  month  for  100  users. 

•  Advanced  Networks  InterManage 
Firewall  service,  a  combination  of 
multiple  managed  firewall  offerings. 
InterManage  is  a  fully  managed  service 


that  lets  users  choose  between  a  Check 
Point  Firewall- 1  stateful  firewall  or  an 
ANS-developed  InterLock  proxy  fire¬ 
wall  server.  A  stateful  firewall  looks  at 
where  traffic  originated  and 
from  what  port,  while  a 
proxy  firewall  looks  more 
closely  at  the  data,  says  Jason 
Comstock,  group  manager 
for  security  and  dedicated 
VPN  services  at  Advanced 
Networks.  InterManage  costs 
$2,000  to  $4,000  per  month, 
per  site. 

•  Turnkey  Firewall,  a  ser¬ 
vice  in  which  Advanced 
Networks  owns  the  firewall, 
but  customers  control  securi¬ 
ty  from  their  nets.  Turnkey 
lets  users  choose  between 
Check  Point  or  InterLock  firewalls  and 
costs  $999  per  month. 

MCI  WorldCom  Advanced  Networks: 
(614)  723-1070 


Comstock  says 
Advanced  Networks 
has  revamped  its 
firewall  services. 


"l/lfe  can't  be  an 
RBOC  and  be  a 
success  in  this 
marketplace." 


Joseph  Farina,  president  and  CEO  of  Bell 
Atlantic’s  Data  Solutions  Group 


and  internationally,  as  well  as  more 
high-speed  connections. 

In  that  vein,  the  company  by  mid¬ 
year  will  offer  ATM  switched  virtual  cir¬ 
cuits.  The  service  will  provide  the 
options  of  unspecified  bit  rate  (UBR) 
or  variable  bit  rate  (VBR)  traffic  control 
features. 

UBR  is  a  best-effort  feature  that  grabs 
as  much  quality  of  service  (QoS) 
and  throughput  as  it  can  get,  but 
when  congestion  occurs,  UBR  traffic 
is  dropped  first.  VBR  provides  peak 
and  average  bandwidth.  Customers  will 
pay  a  flat  fee  based  on  bandwidth 
and  QoS.  There  will  be  no  usage-based 
service. 

Bell  Atlantic  will  also  boost  its 
maximum  ATM  service  bandwidth  to 
OC-12,  or  620M  bit/sec.  Farina  says 
customers  providing  video  streams 
to  buildings  in  New  York  need 
bigger  pipes  than  the  current  maxi¬ 
mum  OC-3  links. 

In  an  effort  to  support  customers’ 
IP  traffic,  the  company  will  also  intro¬ 
duce  IP  switching  into  the  core  of 
its  network  using  its  Ascend  switching 
platform.  The  platform  will  map  IP 
priority  schemes  to  ATM  virtual 
circuits  to  maintain  QoS  across  the  car¬ 
rier’s  network. 

Any  acquisitions  will  be  used  to  beef 
up  Bell  Atlantic’s  core  services,  such 
as  its  physical  network.  For  some¬ 
thing  less  central,  such  as  systems 
integration,  it  would  probably  partner 
with  another  company,  Farina  says.  □ 
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Eye  on  the  carriers  .  David  Rohde 

Throwing  FUD  at  Qwest 


The  Network  World  Frame  Relay 
Showdown  at  ComNet/DC  ’99  pit¬ 
ted  seven  carriers  —  the  Big  3  plus  US 
WEST,  Intermedia,  Infonet  and  Qwest  — 


against  one  another. 

As  we’ve  reported,  technical  issues  got 
a  good  workout.  But  also  at  the  forefront 
were  political  issues  —  especially  those 


threatening  the  smaller  carriers  with  our 
old  friends  fear,  uncertainty  and  doubt. 

Michael  Johnson,  Intermedia’s  senior 
director  of  enhanced  engineering,  was 
asked  if  his  company’s  strategy  of  linking 
local  regional  Bell  operating  companies’ 
frame  relay  clouds  would  become  obso¬ 
lete  if  the  RBOCs  were  authorized  to 


Nothing  beats  the  IntraPort™  family  for  scalability,  client  support,  and  security. 

And  REAL  high-speed  remote  access. 


Designed  for  small  to  medium- 
sized  companies  or  branch 
offices  that  need  up  to  64 
simultaneous  remote  access 
sessions  and/or  up 
to  16  site-to-site  connections. 


For  medium-sized  businesses  or 
large  branch  offices  that  need  up 
to  200  simultaneous  remote 
access  sessions  and/or  up  to 
32  site-to-site  connections. 


Designed  for  large  central  sites 
that  need  scalability  up  to 
40,000  simultaneous  remote 
access  sessions  and/or  up  to 
512  site-to-site  connections. 


The  IntraPort™  VPN  access  server  family 
delivers  more  features  and  flexibility  than  any 
VPN  product  available — bar  none.  With  the 
industry's  broadest  client  and  protocol 
support,  IntraPort  integrates  VPN  into  your 
existing  network  and  allows  remote  users  to 
continue  to  work  securely  on  the  platforms 
they're  comfortable  with.  That  means  your 
remote  and  site-to-site  users  will  be 
productive  immediately. 

Best  of  all,  IntraPort  VPN  solutions  fulfill  the 
high-speed  promise  of  DSL  and  cable-modem 
access.  The  IntraPort  family  is  built 
specifically  to  take  full  advantage  of  these 
high-bandwidth  technologies  and  ensure  your 
network  runs  at  the  fastest  speeds  possible. 

So  whether  you  need  VPN  access  for  ten  or 
10,000  users,  the  IntraPort  family  is  the 
solution.  Give  us  a  call.  Or  check  out  our 
specs  at:  www.compatible.com/vpn_now/ 
and  sign  up  for  our  VPN  application  success 
handbook,  and  get  real  about  VPN  now! 


All  Intraport  family  products  feature: 

■  Site-to-Site  Protocols:  IP-in-IP,  IPX-in-IP, 
AppleTalk-in-IP,  Bridging  in  IP 

■  Client  Access  Protocols:  IP-in-IP  for  all  clients; 
IPX-in-IP  for  Windows  clients 

■  Clients  included  at  no  charge:  Windows  95, 
Windows  98,  Windows  NT  (4.0  and  later), 
PowerMac  (System  8.0  and  later), 

Intel-based  Linux,  Sun  Solaris 

■  Security:  IPSEC/IKE,  co-processor-based 
DES/3DES  encryption. 


A 


Compatible  Sustems 


—  the  VIRTUAL  leader 


1.888.356.0283  |  www.compatible.com/vpn_now/ 


enter  the  long-distance  data  business.  He 
said  absolutely  not. 

“Networks  can’t  be  built  overnight,” 
he  said.  RBOCs  would  have  to  hang  onto 
their  Intermedia  connections  even  as 
they  built  out  their  own  far-flung  packet 
networks,  he  said:  “The  number  of  frame 
relay  switches  is  just  too  extensive  out 
there.  No  one  carrier  can  duplicate  it.” 
Besides,  Intermedia  and  the  RBOCs 
often  price  frame  relay  at  half  the  cost  of 
long-distance  carriers’  offerings. 

Brad  Hokamp,  Sprint’s  director  of 
advanced  data  services,  defended  the 
pricing  patterns.  The  cost  of  new  fiber 
that’s  laid  to  carry  increased  demand  has 
to  be  recovered  somehow,  he  said.Then 
Hokamp  and  other  panelists  went  after 
one  of  the  lowest-cost  providers,  Qwest. 

One  of  my  showdown  partners,  Atul 
Kapoor,  senior  vice  president  of  The 
Tolly  Group,  noted  that  the  Big  3  all  have 
well-established  managed  router  pro¬ 
grams,  but  Qwest  doesn’t,  raising  ques¬ 
tions  about  the  company’s  experience 
even  among  users  who  don’t  necessarily 
want  managed  contracts. 

“We  do  run  into  that  often,”  said 
Mack  Greene,  Qwest  frame  relay  and 
ATM  product  manager.  But  he  added 
that  Qwest’s  prices  are  30%  to  40% 
below  those  of  the  Big  3-  He  also  noted 
that  Xerox’s  professional-services  arm, 
XeroxConnect,  provides  managed 
frame  relay  for  Qwest  under  a  partner¬ 
ship  agreement. 

Hokamp  noted  that  Sprint  has  a  20- 
year  track  record  as  a  data  specialist.  But 
Greene  turned  the  issue  on  Sprint,  say¬ 
ing  that  over  the  past  year,  Qwest  has 
hired  dozens  of  engineers  away  from 
Sprint  and  other  large  carriers.  Greene 
then  seized  on  the  question  of  voice 
over  frame  relay,  noting  Qwest  doesn’t 
have  an  installed  base  of  circuit- 
switched  voice  customers  to  cannibal¬ 
ize.  Here’s  where  Qwest’s  fat  pipes  — 
up  to  OC-12,  or  62 2M  bit/sec,  and  even¬ 
tually  higher  —  come  into  play. 

Most  frame  relay  carriers  oversub¬ 
scribe  their  frame  relay  networks.  Just 
as  airlines  and  hotels  overbook  in  the 
expectation  that  some  people  won’t 
show  up,  frame  relay  carriers  generally 
allow  multiple  customers’  virtual  cir¬ 
cuits  to  be  assigned  to  routes  in  the 
backbone,  figuring  that  data  applica¬ 
tion  traffic  is  inconsistent  and  varies 
throughout  the  day.  But  if  users  start 
making  phone  calls  over  such  a  shared 
network  at  peak  business  hours,  the 
net  could  crash. 

In  Qwest’s  case,  the  fat  pipes  —  and 
the  fact  that  frame  relay  runs  on  Qwest’s 
single  frame/ATM  backbone  network  — 
means  “we’re  able  to  keep  oversubscrip¬ 
tion  to  zero  on  the  backbone,”  Greene 
said.  “That  gives  us  a  leg  up.” 

Can  that  counter  the  FUD  from  the  big 
carriers?  It’ll  be  fascinating  to  find  out. 

Rohde  is  a  senior  editor  with 
Network  World.  He  can  be  reached  at 
drohde@n  wu>.  com. 


Free  Product  info  enter  NWInfoXpress  #20  online  @  www.networkworld.com/lnfoxpress 


Carriers  6  ISPs  Special  Focus 


CARRIER  SERVICES 


Don’t  wait  for  the  big  guns 
to  deliver  integrated  access 


BY  DAVID  ROHDE 

I  ade  Oliver  faced  a  classic  dilemma  con- 
'  fronting  the  growing  legion  of  network 
managers  who  handle  data  and  voice  traffic. 
The  IS  manager  for  Arizona  Community 
Physicians,  a  Tucson  company  providing 
administrative  services  for  local  medical 
offices,  had  to  get  the  company’s  24  sites  on  frame 
relay  to  run  applications  from  a  mainframe  host. That 
meant  Oliver  had  to  provide  some  form  of  dedicated 
access  line  to  each  site  to  connect  to  the  carrier’s 
frame  relay  switch. 

Arizona  Community  Physicians  had  many  of  its 
sites  on  64K  bit/sec  frame  relay  links  to  MCI 
WorldCom.  It  also  had  either  switched  voice  trunks  or 
separate  voice  T-ls  to  US  WEST  for  local  calls  and  MCI 
WorldCom  for  long  distance.  Oliver  decided  that  was 
inefficient.  His  solution  was  to  turn  to  E-spire 
Platinum,  an  integrated  voice/data  access  service  from 
competitive  local  exchange  carrier  (CLEC)  E-spire 
Communications  in  Annapolis  Junction,  Md. 

With  this  service,  E-spire  places  a  box  called  an 
integrated  access  device  (LAD)  —  a  combination 
channel  bank,  fractional  T-l  CSU  and  multiprotocol 
router  —  at  every  customer  location.  The  box  carves 
out  a  64K  bit/sec  access  line  to  E-spire’s  frame  relay 
switch  and  assigns  as  many  other  64K  channels  as 
needed  to  local  or  long-distance  voice. 

What’s  more,  with  the  IAD  and  the  T-l  already  in 
place  and  connecting  to  the  E-spire  point  of  presence, 
the  carrier  has  visibility  all  the  way  through  the  local 
access  line.  That  made  the  migration  from  MCI 
WorldCom  to  E-spire  frame  relay  —  and  the  establish¬ 
ment  of  brand-new  frame  relay  sites  —  a  snap.  “They 
can  just  plug  a  card  in  the  channel  bank  and  boom, 
you  have  frame  relay,”  Oliver  says. 

Best  of  all,  as  Arizona  Community  Physicians 
migrates  its  applications  to  an  all-IP  intranet  that  may 
require  more  than  64K  bit/sec  for  frame  relay  ports,  it 
can  readily  move  up  to  128K  bit/sec  or  higher. 

Behind  the  label 

Integrated-access  services  have  been  in  the  spotlight 
recently  as  Sprint  and  AT&T  have  announced  grandiose 
schemes  to  deliver  broadband  voice,  data  and  Internet 
on  one  access  line.  But  Sprint’s  Integrated  On-Demand 
Network  (ION)  and  AT&T’s  Integrated  Network 
Connection  (INC)  services  are  mostly  in  trial  stages, 
while  small  carriers  are  offering  them  commercially. 

Among  them  are  E-spire’s  Platinum  service  and  the 
SingleT  service  from  Intermedia  Communications,  a 
CLEC  and  independent  long-distance  carrier  in 
Tampa,  Fla.  GTE  also  has  an  entry  called  FlexGrow. 

But  the  integrated  access  field  —  consisting  of  the 


Small  carriers  already 
provide  voice  and  data 
on  a  consolidated  T-1. 


service  providers  and  the  manufacturers  of  the  boxes 
placed  on  the  customer  premise  —  is  a  welter  of  OEM 
agreements,  rebranding  and  private  labeling,  which  can 
make  it  difficult  to  know  exactly  what  you’re  buying. 

For  example,  E-spire  generally  uses  Carrier  Access 
Corp.’s  AccessBankI  or  AccessBankll,  devices  that  split 
voice  and  data  traffic  over  a  T-l  trunk  (see  graphic). 
Intermedia  uses  the  T-l  Integrator  from  Vina  Technolo¬ 
gies.  GTE  generally  employs  equipment  from  Premisys 


confusion,  Lucent  resells  Premisys  boxes  under  the 
name  “Adaptive  Access  Concentrator.” 

But  because  it’s  often  provisioned  as  carrier-owned 
equipment,  many  users  aren’t  concerned  with  who 
makes  the  box,  as  long  as  it  reduces  their  costs.  For 
example,  Arizona  Community  Physicians  now  gets  64K 
bit/sec  frame  relay  for  as  little  as  $80  per  month  per  site 
with  E-spire.The  company  was  paying  as  much  as  $400. 
Long-distance  toll  rates  have  come  down  to  6.5  cents 
per  minute  from  a  high  of  12  cents  per  minute. 

Likewise,  Matt  Gallant,  IS  manager  with  Kyser  Fine 
Furnishings  in  Montgomery, Ala.,  last  year  moved  from 
a  T-l  access  line  from  BellSouth  to  E-spire  Platinum. The 
cost  went  down  from  $1,790  to  $825  per  month,  even 
with  the  Carrier  Access  box  thrown  in,  Gallant  says. 

In  search  of  compression 

But  these  services  aren’t  for  everyone,  particularly 
large  users  that  want  to  put  more  than  24  channels  on 


All  together  now 


The  carrier-owned  integrated  access  device  (IAD)  -  in  this  case,  Carrier  Access  Corp.'s  AccessBankll 
feeds  traffic  associated  with  the  corporate  network  and  the  Internet  via  a  single  T-1. 


AccessBankI! 

IAD 


Local  and 
long¬ 
distance 
voice 


Internet 
and  data 
services 


SNMP  management 


Ethernet  LAN 


CLEC  switching  location 


Server 


Clients  using  corporate  Internet 
access  and  e-mail 


Communications,  which  makes  a  scalable  line  of  IADs. 

Premisys’  IAD  line  begins  with  the  single-rack  unit 
Slimline,  moves  up  to  the  single  T-l  unit  Streamline  and 
continues  to  Premisys’  flagship,  the  IMACS  concentra¬ 
tor,  which  supports  up  to  eight  T-ls.  Premisys  supplies 
many  other  carriers,  but  those  carriers  or  their  distribu¬ 
tors  use  private  labels  to  mask  the  boxes’  origin. 

For  example,  telecom  distributor  XEL  Communi¬ 
cations  remarkets  the  SlimLine  under  the  name  "XPP 
2000  Integrated  Access  Solution,”  while  the 
StreamLine  is  labeled  the  XPP  4000  and  the  IMACS 
boxes  the  XPP  6000,  8000  and  9000.  Adding  to  the 


a  T-l  before  they  spring  for  a  second  branch-office 
access  line.  Part  of  the  promise  of  Sprint  ION  and 
AT&T’s  INC,  which  are  due  to  provide  dynamic  band¬ 
width  allocation,  is  their  ability'  to  change  channels  from 
voice  to  data  to  Internet  on  the  fly  as  traffic  needs  shift. 

“Our  box  doesn’t  provide  dy  namic  bandwidth  allo¬ 
cation,”  concedes  Jim  Diestel,  Premisys’  senior  director 
of  strategic  planning.  “Once  a  call  is  up  there,  it’s  up 
there,  reserved  at  a  full  DS-0  [64K  bit/sec]  rate.”  Most  of 
these  IAD  devices  don’t  perform  voice  compression.To 
do  that,  users  either  have  to  add  another  piece  of  equip¬ 
ment  to  the  mix  or  spring  for  an  ATM  edge  device.  3 
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Free*  Download  for 
30-Day  Evaluation 


Is  there  a  way  to 
support  my  users  when 
they’re  two  floors  —  or 
two  states  —  away? 


See  how  easy  it  is  to  deliver  the  support 
you  want,  where  you  want  it  with 
Compaq  Carbon  Copy,  the  proven 
remote  control  software.  Buy  50  host 
licenses  within  the  free*  30-day  trial 
period,  and  well  give  you  five  full  licenses  free*  —  that’s  a  $600 
value.  This  powerful  remote  control  software  offers  instant 
support  with  unparalleled  capabilities,  NT  security,  and  stable, 
reliable,  multiple  connection  options.  Plus  support  for  Microsoft® 

Internet  Locator  Server.  Find  out  how  Compaq  Carbon  Copy  can 
make  your  support  staff  more  productive  and  your  mobile  professionals  more  satisfied. 
Visit  our  website  today  to  download  the  evaluation  and  begin  your  30-day  trial  period. 


5  full  licenses  free* 

—  a  $600  value  —  when 
you  buy  50  host  licenses. 


Compaq  Carbon  Copy  32  V5.0 

•  Increase  user  satisfaction  and 
reduce  repeat  calls  with  integrated 
voice  support 

•  Protect  access  to  data  with  NT  security, 
encryption,  and  firewall  support 

•  Monitor  multiple  devices  and 
compare  setup  configurations  to 
ensure  consistency 

•Save  time  and  effort  with  automated 
file  transfer  and  data  synchronization 

•Connect  to  anyone  via  modem,  WAN, 
LAN,  Internet/Intranet,  ISDN 


Rated  5  out 
of  5  stars 
May  1998 


Visit  www.compaq.com/promos/cc/nww  or  call  1 800-344-4825 

Please  refer  to  this  code:  JPP 


COMPAQ.  Better  answersr 


'For  30-day  evaluation,  ask  for  promotional  volume  license  kit,  Compaq  part  #339452-00,  which  includes  licensing  for  50  Host  and  5  Full  users.  The  5  Full  user  licenses  are  a  $600  value  in  U.S.  funds.  Offer  valid  from  11/30/98  to  4/30/99 
in  the  United  States  only.  Not  valid  where  prohibited  by  law.  Individual  licenses  may  not  be  resold.  Cannot  be  combined  with  any  other  special  offers.  Offer  does  not  include  applicable  state  and  local  sales  tax  or  shipping  to  recipient’s  destina¬ 
tion.  ©1999  Compaq  Computer  Corporation.  All  rights  reserved.  Carbon  Copy,  Compaq,  and  the  Compaq  logo  are  registered  trademarks  of  Compaq  Computer  Corporation.  Other  products  mentioned  herein  may  be  trademarks  or  registered 
trademarks  of  their  respective  companies.  Compaq  is  not  liable  for  editorial,  pictorial,  or  typographical  errors  in  this  advertisement.  PC  Computing  is  a  registered  trademark  of  Ziff-Davis,  Inc.  Microsoft  and  Windows  NT  are  registered  trade¬ 
marks  of  Microsoft  Corporation. 


Enterprise 


Uriels 


Compaq  last  week  announced 
a  family  of  separately  priced 
products  called  the  Enterprise 
Suite  for  Microsoft  Exchange 
Server.  Components  of  the  suite 
include: 

•  Approval  Expeditor,  server 
software  for  routing  simple  forms, 
such  as  time  sheets.  It  costs 
$1,495  for  a  five-client  license. 

•  Correspondence  Manager, 
server  software  for  managing 
distribution  lists.  It  costs  $1,495, 
plus  $5  per  recipient. 

•  Work  Expeditor,  software  for 
document  management  and 
workflow.  It  costs  $2,950. 

•  Enterprise  Vault,  an  e-mail 
storage  and  retrieval  server, 
which  costs  between  $325  and 
$35,000,  depending  on  the  num¬ 
ber  of  users. 

Approval  Expeditor  will  be 
available  in  late  spring.  The  other 
products  are  available  now. 

Compaq:  (800)345-1518 

Oracle  last  week  gave  a 
demonstration  of  the  0racle8i 
Appliance  and  announced  a  part¬ 
nership  with  Dell  Computer  to 
manufacture  future  server  appli¬ 
ances.  The  0racle8i  Appliance, 
previously  code-named  Raw  Iron, 
is  a  thin  server  that  combines  the 
kernel  of  Sun's  Solaris  operating 
system  with  the  0racle8i  data¬ 
base  and  four  Intel  processors. 
The  product,  offered  as  an  inte¬ 
grated  hardware-and-software 
platform,  is  designed  to  be  used 
to  access  the  Internet  and 
intranet  applications. 

Internet  Security  Systems  last 
week  started  shipping  Database 
Scanner  2.0.  The  new  version  has 
the  capability  to  perform  vulnera¬ 
bility  checks  and  establish  user 
policies  for  a  Sybase  database. 
Previously,  the  product  worked 
only  with  Microsoft  SQL  Server. 
Database  Scanner  2.0,  available 
for  download  from  www.iss.net, 
starts  at  $995  per  database  server. 


IN-SITE:  Lessons  fr  om  Leading  Users 

Auto  parts  distributor  bets  on  XML  for  e-comm 

BY  ELLEN  MESSMER 


^  onventional  wisdom  says  you 
have  to  use  the  World  Wide  Web 
to  practice  e-commerce  with 
your  trading  partners. 

U  But  Worldpac,  an  auto  parts 
importer  and  distributor,  thinks 
HTML,  the  authoring  software  of  the 
Web,  is  a  dead  end. This  is  because  the 
data  format  is  too  rigid  and  Web 
browsing  is  too  slow,  says  Mike  Hell- 
weg,  vice  president  of  IT  at  the  World¬ 
wide  Parts  and  Accessories  Corp. 

According  to  Hellweg,  the  better  op¬ 
tion  is  deploying  applications  based  on 
Extensible  Markup  Language  (XML), 
allowing  for  an  easier  way  to  exchange 
documents  and  images  for  online 
searches  and  content  management. 

XML  can  become  “our  real-time 
Electronic  Data  Interchange’’  because 
the  developing  markup  standard  allows 
business  data  from  one  application  to 
be  transferred  directly  to  where  it 
should  be  added  to  another,  he  says.  And 
Worldpac  wants  to  have  its  customers 


Who  needs  browsers  for  e-commerce? 


The  Worldpac  extranet  uses  thin  clients  with  pure  XML  connections  to  let  car 
repair  shops  more  easily  purchase  auto  parts  over  the  World  Wide  Web. 


O  With  the  Worldpac  XML-based  client 
software,  car  repair  shops  log  on  to  the 
Worldpac  application  server  to  order  auto 
parts  from  an  electronic  catalog. 


Internet 


Q  The  XML  client's  pur¬ 
chasing  system  is 
automatically  updated 


©  The  application  server  sends  the  order 
information  directly  to  Worldpac's 
enterprise  resource  planning  software, 
which  processes  the  order  and  notifies 
the  customer. 


Local  shop's 
purchasing  system 


AS/400 


—  primarily  garage-shop  mechanics  - 
not  only  purchasing  parts  from  elec¬ 
tronic  catalogs,  but  also  downloading 


business  data  directly  into  their  own 
desktop  applications  using  XML. 

See  IN-SITE,  page  30 


Web  site  e-mail  can  be  a  black  hole 


BY  PAUL  MCNAMARA 

NOVATO,  CALIF.  —  Texaco  may 
answer  your  e-mail  inquiry  faster  than  it 
takes  to  fill  your  tank,  but  don’t  hold 
your  breath  waiting  for  a  snappy  reply 
from  most  other  U.S.  corporate  giants. 

As  a  matter  of  fact,  a  surprising  num¬ 
ber  won’t  answer  your  missive  at  all,  pre¬ 
suming  they  deign  to  provide  an  e-mail 
address  in  the  first  place. 

That’s  the  gist  of  test  results  showing 
the  time  it  took  the  nation’s  100  largest 
corporations  to  respond  to  a  simple  e-mail 
question  sent  to  their  Web  sites.  The  test 
was  conducted  by  Brightware,  a  software 
vendor  that  helps  companies  manage  the 
volumes  of  e-mail  their  sites  generate. 

A  Brightware  researcher  visited  100 
sites,  found  the  most  obvious  generic 
e-mail  address  and  sent  a  message  asking 
for  the  location  of  the  corporate  head¬ 
quarters.  Among  the  results: 

•  15  answered  within  three  hours. 
Texaco  led  the  pack  at  four  minutes. 


•  22  managed  to  reply  within  a  day. 

•  Four  took  more  than  a  week,  includ¬ 
ing  Hewlett-Packard,  which  pulled  up 
the  rear  at  23  days. 

•  10  flat-out  failed  to  respond,  includ¬ 
ing  MCI  WorldCom,  United  Technologies 
and  Home  Depot. 

•  26  companies  provided  no  e-mail 
address  or  kept  it  well  hidden.  These 


include  General  Motors,  Exxon  and 
United  Technologies.  Another  12  required 
visitors  to  provide  personal  information 
before  they  could  send  e-mail. 

“I  was  surprised  that  a  few  companies 
did  as  well  as  they  did,”  says  Brightware 
CEO  Chuck Williams.“I  was  also  surprised 
there  were  10  companies  that  actively 
invite  e-mail  questions  on  their  Web  site 
and  just  don’t  bother  to  answer  them.” 

One  of  the  latter  insists  that  its  failure 
was  an  aberration. 

“This  was  an  unfortunate  circum¬ 
stance,  and  we  definitely  try  to  get  back  to 
our  customers  as  quickly  as  possible,”  says 
Charlie  Sutlive,  a  spokesman  for  MCI 
WorldCom.  “Our  goal  is  to  respond  within 
24  to  48  hours,  [and]  in  December  our 
response  times  averaged  under  24  hours.” 

Mark  Levitt,  an  analyst  with  Inter¬ 
national  Data  Corp.  in  Framingham,  Mass., 
says,  “Assuming  the  survey  results  are 
accurate,  this  indicates  that  many  compa¬ 
nies  do  not  yet  recognize  e-mail  as  an 
important  mode  of  communication. 
Responding  to  an  e-mail  within  one  to  five 
days  is  reasonable.  Anything  longer  should 
be  considered  excessive  and  a  sign  that 
the  company  is  not  truly  open  for  busi¬ 
ness  on  the  Web.” 
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Enterprise  Applications 


ATM  encryption:  faster,  easier 


BY  ELLEN  MESSMER 

If  you’re  using  ATM  equip¬ 
ment  in  your  network,  there’s 
now  a  way  to  encrypt  that 
voice  and  data  traffic  at  very 
high  speeds. 

Celotek  has  just  unveiled  the 
latest  version  of  CellCase,  an 
ATM  encryption  unit  that  will 
encrypt  up  to  622M  bit/sec 
speeds  when  it  ships  mid-year. 
It  may  well  become  the  first 
commercially  available  stand¬ 
alone  device  to  encrypt  ATM 
voice  and  data  at  such  high 
speeds.  The  alternative,  a  unit 
from  GTE,  is  available  only  to 
U.S.  intelligence  organizations 
and  their  contractors. 

As  was  the  case  with  GTE, 
Celotek  managed  to  fund  its 
ATM  encryption  research  with 
a  U.S.  Department  of  Defense 
grant,  according  to  Celotek 
President  and  CEO  Ghias 
Massarani. 

Celotek  ships  a  155M  bit/ 
sec  version  based  on  a  Sim 
SPARC  machine.  Massarani  says 
the  product  is  used  by  organi¬ 
zations  such  as  the  Union  Bank 
of  Switzerland. 

Automatic  Pilot 

If  you  don’t  want  to  install 
and  maintain  your  own  security" 


gear,  there  are  firms,  such  as 
Pilot  Network  Services  in 
Alameda,  Calif.,  that  will  do  it 
for  you. 

Pilot  recently  announced  a 
new  intrusion-detection  ser¬ 
vice  it  calls  the  “heuristic 
defense  infrastructure.”  It’s  an 


If  you  don't 
want  to  install 
your  own  secu¬ 
rity  year,  there 
are  firms  that 
will  do  it  for 
you. 


intrusion-detection  filtering 
service  that  takes  every  incom¬ 
ing  and  outgoing  packet  stream 
transmitted  by  a  corporate  T-l 
line  and  analyzes  it  for  patterns 
that  would  reveal  hacker  activ¬ 
ity,  says  Pilot  President  and 
CEO  Marqueta  Silvera. 

“This  heuristic  defense  infra¬ 
structure  is  based  on  our  own 
software  development  for  auto¬ 
matically  inspecting  IP  packets, 
along  with  the  human  exper¬ 
tise  of  our  security  experts  to 


take  action,”  Silvera  explains. 
She  claims  Pilot’s  heuristic 
technique  helps  discover 
unknown  network  attacks  by 
detecting  anomalous  patterns. 

Pilot  typically  charges  a 
$12,000  setup  fee  for  the  fire¬ 
wall  and  ISP,  with  a  $10,400 
monthly  fee  for  vari¬ 
ous  types  of  secur¬ 
ity  assistance,  which 
might  include  secure 
remote  access  for 
corporate  employees 
or  encrypted  links. 

The  basic  idea  is 
that  any  corporation 
that  decides  to  go 
with  Pilot’s  security 
management  services 
runs  a  dedicated  T-l 
line  directly  into  one 
of  Pilot’s  centers, 
instead  of  to  an  Internet 
access  point. 

Silvera  says  the  firm  counts 
Sun,  Lucent,  Hitachi,  Wilson 
and  Kaiser  Aluminum  among 
its  growing  roster  of  cus¬ 
tomers.  She  says  one  client, 
Global  Marine,  is  willing  to  run 
T-l  lines  all  the  way  from 
Houston  to  Chicago  to  get 
Pilot’s  security  service. 

Pilot  uses  about  16  security 
products  from  other  vendors  to 
provide  the  managed  service.  B 


IN-SITE, 

continued  from  page  29 

Hellweg  isn’t  afraid  to  put 
his  money  where  his  mouth  is, 
and  has  budgeted  up  to  a  half 
million  dollars  to  get  World- 
pac’s  trading  partners  going 
with  XML.  Worldpac, 
which  each  year  sells 
$  1 50  million  worth  of 
auto  parts  to  repair 
shops,  is  building  its 
entire  e-commerce 
effort  around  a  100% 
XML-based  server  in¬ 
stead  of  a  Web  server. 

Worldpac  is  going 
to  distribute  XML 
client  software  from 
ThinLink  Solutions  to 
its  repair-shop  cus¬ 
tomers  rather  than 
asking  them  to  use  Web 
browsers.  Worldpac  expects  to 
be  using  ThinLink’s  XML  server, 
now  under  development,  with¬ 
in  a  few  months. 

“Browsers  are  just  the  termi¬ 
nals  of  the  ’80s,”  Hellweg  notes 
with  some  scorn. “Web  sites  are 
really  designed  for  just  surfing, 
not  for  dedicated  use  of  a  busi- 
ness-to-business  application.” 

With  the  XML  server,  Hell¬ 
weg  says  he’ll  have  a  much 
faster,  more  powerful  way  for 
his  customers  to  order  parts 
than  they  do  today. 

Now,  Worldpac  uses  a 
ThinLink  application  server  and 
an  AS/400  server  running  a 


combination  of  inventory  and 
customer  information  enter¬ 
prise  resource  planning  soft¬ 
ware  from  Intelligent  Business 
System.  People  accessing  the 
ThinLink  application  server  via 
the  Internet  see  the  Worldpac 
electronic  catalog  of  auto  parts. 

This  can  be  quickly 
searched  with  a 
custom-made  TCP/ 
IP-based  Windows 
client  that  Worldpac 
gave  to  mechanics  to 
use  from  their  desk¬ 
tops.  Users  can  place 
orders  or  download 
pricing  information. 

While  the  custom 
Windows  client  has 
delivered  the  speed 
and  ease  of  online 
ordering  Worldpac 
wanted,  Hellweg  sees  even  big¬ 
ger  gains  in  using  XML. 

Mechanics  still  spend  a  lot  of 
time  taking  the  pricing  data 
they  download  from  Worldpac 
and  typing  it  into  desktop 
applications  from  vendors, 
such  as  WinWorks  Software 
and  Snap-On  Tools  Co.,  to  cre¬ 
ate  repair  estimates,  he  says. 
With  XML,  Worldpac  thinks 
pricing  data  can  be  down¬ 
loaded  directly  into  these  soft¬ 
ware  applications. 

“Well  have  the  ability  to 
integrate  our  client  application 
with  the  other  applications 
on  our  customers’  desktops,” 
Hellweg  says. 


Worldpac’s  Hell¬ 
weg  says  XML  is 
the  way  to  go  for 
e-commerce. 


'Net  Insider  .  Scott  Bradner 


Identify  the  user,  not  the  processor 


Intel  claimed  it  was  just  trying  to 
enable  electronic  commerce.  But 
what  the  company  did  was  only  mar¬ 
ginally  useful  for  e-commerce,  scared 
the  bejeezus  out  of  privacy  advo¬ 
cates,  and  got  Intel  headlined  dead 
center  at  the  top  of  The  New  York 
Times’  front  page. 

Intel  thought  it  would  be  a  good 
thing  to  be  able  to  tell  one  computer 
from  another,  so  the  company  added  a 
unique  serial  number  to  each  of  its 
new  Pentium  III  processors.  There  are 
a  number  of  reasons  this  might  be  use¬ 
ful.  Intel  suggested  the  serial  number 
could  be  used  to  tell  e-commerce 
users  apart  on  the  ’Net.  It  also  could 
be  used  to  track  down  stolen  proces¬ 
sor  chips  and  computers.  In  a  throw¬ 
back  to  some  mainframe  software,  the 
serial  number  could  let  vendors  tie 


software  licenses  to  individual  ma¬ 
chines.  Because  these  goals  seem  rea¬ 
sonable,  Intel  must  have  been  shocked 
by  the  reaction  to  its  announcement. 

Privacy  groups  reacted  quickly  and 
very  negatively.  Here  was  something 
that  could  become  the  Internet  equiv¬ 
alent  of  a  Social  Security  number  — 
something  that  could  be  used  to  iden¬ 
tify  a  user  wandering  around  the 
World  Wide  Web.  At  the  minimum,  this 
could  spawn  unwanted  sales  e-mail 
and  calls;  at  worst,  it  could  be  used  to 
build  dossiers  on  Internet  users. 

The  press  quickly  picked  up 
on  the  privacy  groups’  vehement 
denunciation  of  Intel’s  plan.  Intel  then 
wasted  little  time  in  announcing  that 
the  serial  number  feature  would  be 
disabled  by  default,  and  a  user  would 
actively  have  to  turn  it  on. 


This  did  not  satisfy  the  privacy 
groups  because  browsers  and  other 
software  could  surreptitiously  re¬ 
enable  the  serial  number  feature  at  any 
time.  The  privacy  groups  have  now 
asked  the  Federal  Trade  Commission  to 
force  Intel  to  recall  any  early  Pentium 
III  chips  that  have  been  shipped  and 
prohibit  Intel  from  shipping  any  more 
with  the  feature. 

Ironically,  while  a  serial  number  is 
a  legitimate  worry  to  people  who 
would  like  to  preserve  what  little  pri¬ 
vacy  we  have  left,  it  is  not  reliable 
enough  to  be  used  in  e-commerce. 
E-commerce  requires  the  identifica¬ 
tion  of  an  individual,  but  a  processor 
serial  number  identifies  the  proces¬ 
sor  in  a  computer.  Because  users 
switch  between  computers  and  many 
computers  are  used  by  multiple  peo¬ 


ple,  a  processor  serial  number  identi¬ 
fies  the  wrong  thing  for  e-commerce. 

It  would  have  been  far  more  useful 
if  Intel  had  worked  instead  on  an  inex¬ 
pensive  and  reliable  smart  card  and 
reader.  If  PCs  came  equipped  with 
such  readers,  users  could  plug  in  a  card 
to  identify  themselves  when  engaging 
in  e-commerce  and  not  at  other  times. 
Users  could  anonymously  buy  packs  of 
these  smart  cards  to  use  in  different 
activities  or  with  different  vendors. 

Disclaimer:  Education  via  e-com- 
merce  is  a  new  topic  at  Harvard,  and 
the  university'  has  expressed  no  opin¬ 
ion  on  the  above. 

Bradner  is  a  consultant  with 
Harvard  University’s  University 
Information  Systems.  He  can  be 
reached  at  sob@harvard.edu. 
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Ask 

Dr  Intranet 


What  is  the  best  operating 
system  to  use  to  host  intranet 
services  for  a  company  with 
1,000  to  1,500  employees? 

Via  the  Internet 

The  quick  answer  is  Linux, 
but  the  right  answer  isn't  quite 
so  straightforward. 

The  best  operating  system 
for  the  job  is  the  one  with  which 
you  have  the  most  in-house 
expertise. 

Unix  is  stronger  than  Win¬ 
dows  as  a  large-scale,  multi¬ 
processing,  multiuser  server 
platform.  But  there's  no  reason 
to  learn  Unix  if  you  have  the  re¬ 
sources  to  provide  Web  services 
on  Windows  or  any  other  plat¬ 
form.  If  you're  running  a  Novell 
shop,  for  instance,  you  can  put 
your  intranet  on  top  of  NetWare. 
You've  got  a  number  of  choices 
in  the  PC  and  Unix  worlds  for 
implementing  intranet  e-mail, 
Web  services,  database  access, 
file  sharing  and  business  appli¬ 
cation  services  using  TCP/IP. 

The  most  important  thing  to 
consider  when  establishing  an 
intranet  is  not  the  operating  sys¬ 
tem  but  the  alignment  of  intranet 
services  with  business  objec¬ 
tives.  Define  your  business 
requirements,  pick  the  software 
that  best  meets  them  and  then 
pick  the  hardware  that  best  sup¬ 
ports  those  systems. 

Because  you  can  support 
1,500  users  almost  equally  as 
well  with  Windows  or  Unix  serv¬ 
ers,  the  choice  comes  down  to 
what  your  organization  can  best 
manage  and  support  once  the 
intranet  begins  to  thrive. 

As  a  network  architect  at 
Sprint  Paranet  in  Houston,  Blass 
understands  the  strain  of  devel¬ 
oping  and  managing  intranets. 
Send  your  problems  to 
dr.intranet@paranet.  com. 
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_  Evolving  Technologies 

anti  Standards 

Moving  wireless  LANs  into  fast  lane 


BY  JOHN  LANGLEY 

Anew  generation  of  wireless 
Ethernet  technology  could 
raise  the  bar  for  wireless 
LANs.  Dubbed  lOOBaseRadio, 
the  technology  takes  advantage  of  three 
newly  allocated  Unlicensed  National 
Information  Infrastructure  (U-NII)  fre¬ 
quency  bands  dedicated  to  high  data 
rate  communications  systems. 

Using  multiple  channels  at  5.2  GHz, 
5.3  GHz  and  5.775  GHz,  lOOBaseRadio 
can  provide  significantly  more  band¬ 
width  than  other  wireless  LAN  tech¬ 
nologies  offered  today.And  because  mul¬ 
tiple  channels  are  available,  interference 
is  not  an  issue. 

Most  wireless  LANs  currently  operate 
at  the  increasingly  crowded  2.4-GHz  fre¬ 
quency,  where  they  compete  for  air¬ 
space  with  signals  from  microwave 
ovens,  cordless  telephones  and  other 
consumer  electronic  products.  Forced 
to  compensate  for  the  heavy  inter¬ 
ference  in  this  band,  wireless  LANs  can 
support  only  1M  to  2M  bit/sec  through¬ 
put.  These  data  speeds  can  limit  the 
types  of  business  applications  wireless 
LANs  can  support. 

In  a  nutshell,  lOOBaseRadio  allocates 
100M  bit/sec  Ethernet  capacity  to  multi¬ 
ple  users  by  using  10  to  12  independent 
10M  to  20M  bit/sec  channels  spread 
across  the  three  U-NII  5-GHz  bands.  Each 
channel  remains  at  an  assigned  frequency 
within  a  single  band.  Data  bits  are  allocat¬ 
ed  to  the  channels  through  a  highly  effi¬ 
cient  modulation  technique  that  converts 
digital  data  to  electrical  signal  pulses. 

The  modulation  works  like  an  on/off 
toggle  switch.  Using  lOOBaseRadio  tech¬ 
nology,  a  wireless  transmitter  switches 
on  and  off  millions  of  times  per  second 
to  code  data  onto  a  carrier  frequency. 
The  data  pulses  through  radio  airspace 
like  electromagnetic  Morse  Code. 

Network  managers  can  prioritize  data 
traffic  by  assigning  channels,  similar  to 
the  way  they  allocate  bandwidth  through 
an  Ethernet  switch.  Power  users  might 
have  an  entire  10M  to  20M  bit/sec  chan¬ 
nel  to  themselves,  while  other  LAN  users 
might  share  the  bandwidth  in  a  channel. 

With  a  high-speed  wireless  network, 
companies  can  support  more  users,  each 
with  different  application  needs,  in  the 
same  geographical  region.  And  because 
the  connectivity  is  wireless  and  channel 
frequencies  are  fixed,  users  can  roam 
within  the  coverage  area  and  still  remain 


connected  to  the  LAN. 

One  of  the  biggest  drawbacks  to 
lower  speed  wireless  LAN  technologies 
is  the  tight  bandwidth  limitations  they 
impose.  Even  for  legacy  applications,  1M 
to  2M  bit/sec  becomes  a  bottleneck. 
Further  shortcomings  arise  in  lower 
speed  wireless  technologies  used  with 
popular  business  applications. 

For  example,  because  the  PowerPoint 


presentation  program  has  files  that  can 
reach  the  multimegabit  range  when  col¬ 
orful  graphics  and  embedded  video  clips 
are  included,  it  can  quickly  degrade  low- 
speed  wireless  LAN  performance. 

With  multiple  channels  providing 
between  10M  and  20M  bit/sec  of  data 
throughput,  lOOBaseRadio  should  pro¬ 
vide  more  than  enough  bandwidth  for 
even  the  most  media-rich  applications, 
including  DVD  and  MPEG-2  running  at 
3M  bit/sec  to  8M  bit/sec,  and  high-defin- 
ition  television  at  19M  bit/sec. 

Like  its  predecessor  —  wireless  10M 
bit/sec  Ethernet  —  lOOBaseRadio  com¬ 
plies  with  critical  network  standards, 
including  IEEE  802.3  Ethernet,  802. Id 
(spanning  tree),  and  new  extensions  to 
802.1  that  will  support  IP  priority  queu¬ 
ing  and  IP  virtual  LANs.  As  a  result,  these 
technologies  are  fully  compatible  with 


Ethernet  wired  networks  and  all  the  busi¬ 
ness-critical  applications  they  support. 

Vendors  could  charge  between  $  1 90 
and  $375  per  computer,  depending  on 
configuration.  At  this  price,  the  initial 
cost  of  deploying  a  high-speed  wireless 
LAN  is  roughly  equivalent  to  that  of 
deploying  a  wired  LAN.  But  the  lifetime 
operational  costs  of  wireless  LANs  can 
be  substantially  less  than  those  of  wired 


LANs,  particularly  in  environments 
requiring  frequent  modification. 

Langley  is  chief  technology  officer  at 
RadioLAN  in  Sunnyvale,  Calif.  He 
can  be  reached  at  (408)  616-6300  or 
jlangley@radiolan.com. 
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Let  Network  World  provide  a  quick 
primer  on  an  important  or  emerging 
technology.  If  you  have  an  idea  for 
Technology  Update,  contact  Michael 
Cooney  at  (508)  875-6400  or  michael_ 
cooney@nww.com. 


HOW  IT  WORKS 

lOOBaseRadio 

High-speed  wireless  lOOBaseRadio  technology  is  used  to  switch  a  carrier  signal 
on  and  off  millions  of  times  per  second  to  code  data  onto  a  carrier  frequency. 
Customers  can  also  prioritize  data  traffic  similar  to  the  way  they  allocate  and 
prioritize  bandwidth  through  an  Ethernet  switch. 


Wireless  data  packets 


©  This  process  converts 
data  bits  into  electrical 
pulses  that  are  trans¬ 
mitted  via  10  to  12 
broadband  channels. 
Users  can  prioritize  data 
on  specific  channels. 


1 

A 

1 

mm 

©  Using  lOOBaseRadio, 
the  PC's  wireless  trans¬ 
mitter  turns  signals  on 
and  off  very  rapidly. 

©  When  the  pulses  reach  their 
destinations,  a  demodulation 
technique  unscrambles  the 
transmission  and  reassem¬ 
bles  the  datastream  to  its 
original  format,  then  delivers 
the  data  to  its  destination. 
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Technology  Update 


I 

Gearheari  —  inside  the  network  machine  .  Mark  Gibbs 

A  NEW  FORM  FOR  FORMS 


I  love  neat  ways  of  doing  things  — 
ways  that  save  time.  The  other 
day,  I  received  a  really  cool  e-mail 
message  from  a  public  relations 
company.  It  wasn’t  the  pitch  that 
interested  me  but  rather  what  the 
content  could  do. 

The  company  wanted  to  update 
my  contact  information  and  get 
feedback  on  whether  I  was  inter¬ 
ested  in  its  clients,  so  it  sent  me  an 
HTML  form.  Note  that  I  wrote  “sent 
me  an  HTML  form”  and  not  “sent  me 
a  link  to  an  HTML  form  on  some 
Web  server  somewhere.” 

To  get  people  to  complete  a  form 
by  e-mail  can  be  done  three  ways.The 
most  common  has  been  to  send 
them  those  ugly  text  forms  (as  in 
“name:  l  ]”)  and  expect  them  to  fill  in 
the  blanks. 

Unfortunately,  at  least  50%  of 
respondents  screw  up  —  people  put 
the  data  outside  the  brackets,  insert  a 
blank  line  after  the  question  and 
enter  text  there,  and  so  on.  I  think 
they  do  it  on  purpose. 

More  effective  is  to  send  the  URL 
of  the  form.  With  a  modern  e-mail 
client,  URLs  are  recognized  and 
become  hyperlinks.  But  even  then, 


using  a  link  is  slow:  the  user  clicks 
on  the  link,  his  browser  fires  up,  the 
browser  accesses  a  Web  site  and 
(unless  he’s  lost  interest  by  now) 
the  user  fills  out  the  form.  He  then 
has  to  return  to  his  e-mail  client. 
Very  slow. 

The  third  way  is  to  put  the  form  in 
the  e-mail  message,  as  the  public  rela¬ 
tions  company  did.  Even  better,  the 
public  relations  company  had  filled 
in  fields  for  me  to  correct  (the  com¬ 
pany  was  using  my  street  address 
from  two  moves  ago). 

The  company  also  used  hidden 
fields  in  the  underlying  HTML  form 
coding  so  that  it  could  include  track¬ 
ing  data.  That  meant  when  I  hit  the 
Submit  button,  the  company  would 
be  able  to  take  my  updated  and 


extended  response  and  relate  it  to 
an  existing  record. That’s  neat. 

The  technique  relies  on  the  recipi¬ 
ent  being  able  to  handle  HTML 
e-mail,  a  facility  that  is  not  guaranteed 
to  work  for  every  e-mail  client. 

The  e-mail  client  must  be  able  to 
interpret  the  contents  to  build  the 
display  in  much  the  same  way  that 
browsers  do  (in  fact,  under  Windows, 
the  e-mail  client  often  handles  HTML 
data  by  handing  it  off  to  the  default 
Web  browser  running  as  an  in-place 
OLE  server). 

There  are  a  few  rules  about  what 
you  can  put  in  HTML  e-mail  and  how 
you  do  it.  For  example,  you  can’t  use 
frames,  page  anchors  or  custom  back¬ 
grounds  with  the  most  current  e-mail 
clients. 

Another  group  of  things  that  unfor¬ 
tunately  can’t  be  guaranteed  to  work 
in  HTML  e-mail  forms  are  Java 
applets,  ActiveX  controls,  plug-ins 
and  embedded  JavaScript. 

You  also  have  to  use  absolute 
links.  Relative  links  make  no  sense  in 
HTML  e-mail,  as  the  context  —  the 
source  of  the  content  —  is  the  e-mail 
client. 

And  of  course,  the  e-mail  client 


(or  subsystem  handling  the  form) 
must  be  able  to  establish  an  HTTP 
connection  to  the  target  server. 

If  you’re  going  to  send  HTML 
e-mail  —  with  or  without  forms  — 
to  other  Internet  users,  you  need  to 
make  sure  that  you  send  the  mes¬ 
sages  only  to  those  people  who  can 
read  them. 

It  is  a  little  different  on  an 
intranet,  where  you  can  usually  be 
more  cavalier  on  the  grounds  that 
you  know  what  users  should  be 
running. 

So  which  e-mail  clients  support 
HTML  e-mail  with  forms?  Well,  all  of 
the  leading  e-mail  clients  from 
Microsoft,  Qualcomm  and  Netscape 
do,  while  older  programs  such  as 
cc:Mail  and  MS  Mail  do  not. 

This  is  a  technique  well  worth 
exploring  not  only  for  capturing 
information  from  staff  and  clients  but 
also  as  part  of  your  systems  manage¬ 
ment.  Want  to  try  it  out  and  see  if  you 
can  handle  an  HTML  form?  Send  a 
message  to  htmlform@gibbs.com, 
and  we’ll  see  how  you  do. 

Comments  and  suggestions  to 
gh@gibbs.com. 


You  can  put  up  all  the 
pretty  toolbars  you  want,  but 
if  your  Web  site  doesn’t  have 
a  good  search  engine,  you’re 
going  to  frustrate  people. 

Surprisingly,  one  of  the 
more  frustrating  sites  on  the 
Internet  right  now  is  Intel’s. 

Recently,  we  wanted  to  get 
some  information  on  the 
new  Pentium  III  chip  —  this 
was  before  Intel  redesigned 
its  home  page  to  highlight 
the  beastie.  So  we  clicked  on 


tvs,  tips  and 
ools  from  our 
Web  site 


Search,  typed  “Pentium  III” 
and  hit  Enter. 

The  results  page  had 
plenty  of  links  to  pages  about 
the  Pentium  III,  but  many  of 
them  were  in  Italian,  German 
or  French.  And  many  of  the 
pages  in  English  had  descrip¬ 
tions  that  consisted  mainly  of 
JavaScript  snippets  or  such 
meaningless  babble  as 
“&nbsp;&nbsp;&nbsp”  — 
meaningless,  that  is,  unless 
you're  a  particular  fan  of  the 
HTML  code  for  a  blank  space. 


Now,  we  have  nothing 
against  other  languages  (not 
even  JavaScript).  But  a  multi¬ 
national  company  should  be 
able  to  figure  out  how  to  let 
users  select  the  language  of 
documents  they  want  to  see. 
It’s  a  relatively  trivial  thing 
to  do  if  you  use  meta-tags 
in  documents  to  identify  a 
language. 

What’s  particularly  ironic 
is  that,  as  far  as  we  could  tell, 
all  of  Intel’s  online  docu¬ 
ments  have  these  tags  in 
place. Why,  then,  doesn’t  Intel 
use  them?  And  why  doesn’t 
the  company’s  search  engine 
filter  out  HTML  and  Java¬ 
Script  tags? 

Clarification 

Last  week,  we  said  hacker 
Kevin  Mitnick  was  in  jail  on 
charges  of  stealing  credit 
card  numbers.  Although  this 
was  an  allegation  made  after 
his  1995  arrest,  he  was  not 
charged  with  this.  Instead,  he 
faces  a  spring  trial  (he  has 


WWW, 


been  held  without  bail  since 
his  arrest)  on  charges  of 
allegedly  stealing  proprietary 
software,  intercepting  elec¬ 
tronic  communications  and 
breaking  into  a  federal  com¬ 
puter  system.  Read  more 
online. 

DocFinder:  1435 

Pick  of  the  week 

The  newly  minted  Linux 
2.2  made  its  debut  late  last 
week  with  new  features  and 
many  bug  fixes.  Chief  among 
the  enhancements  is  support 
for  symmetric  multiprocess¬ 
ing,  IPv6  and  SPX.  Support 
for  new  hardware  includes 
Gigabit  Ethernet,  Fibre  Chan¬ 
nel  and  more. 

Version  2.2  also  expands 
the  number  of  platforms  on 
which  the  operating  system 
can  run,  with  support  for 
Sun’s  64-bit  UltraSPARC  and 
the  PowerPC  family  of  proces¬ 
sors.  Grab  the  kernel  and 
other  useful  Linux  tools  here. 


Help  the  help  desk 

A  help-desk  staffer  who 
recently  completed  NetWare 
4.X  training  asked  Fusion 
users  what  sort  of  NetWare 
questions  he  could  expect. 

One  of  the  most  common 
is,  “How  come  the  printer 
isn’t  working?”  to  which  the 
answer  is  most  often,  “Check 
it  for  paper.” 

DocFinder:  1345 

Microsoft  refund  day 

So  how  many  of  you  will 
be  shipping  your  Windows 
95  disks  back  to  the  man¬ 
ufacturer  on  Feb.  15  for  a 
refund? 

That’s  “Windows  Refund 
Day,”  when  Linux  users  and 
other  rebels  say  they’re 
planning  to  try  to  get  a 
refund  for  the  operating 
system  that  came  installed 
on  their  computers  even 
though  they  didn’t  want  it. 
Get  more  background  on 
the  effort  here. 


DocFinder:  1423  DocFinder:  142  5 
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1999  SEMINAR  TOUR 


Understanding 

TCP/IP: 

Implementing  the 
Protocols  of  the  Internet 


PROGRAM  OVERVIEW 

TCP/IP  has  become  the  standard  you  must  be  well  versed  in  if  you 
work  in  an  Internet-  or  intranet-centric  environment.  An  in-depth  and  clear 
comprehension  of  TCP/IP  is  essential  for  network  administrators, 
analysts  and  PC  support  staff  who  need  to  understand  the  practical 
applications  of  this  ubiquitous  protocol  —  not  just  the  theory  behind  it. 

Understanding  TCP/IP:  Implementing  the  Protocols  of  the  Internet, 

an  information-packed,  2-day  program,  is  an  invaluable  educational  tool 
that  will  help  you  understand  the  Internet  protocols  (TCP  and  IP)  as  well 
as  important  Application  protocols.  The  use  of  over  15  case  studies, 
captured  from  live  internetworks,  will  demonstrate  analytical  techniques 
to  help  you  solve  typical  problems. 


Chicago,  IL . February  8-9 

Boston,  MA . March  9-1 0 

New  York,  NY . April  27-28 

Philadelphia,  PA . May  18-19 

San  Francisco,  CA  ...  June  15-16 
Dallas,  TX . June  29-30 

Presented  by  Mark  A.  Miller,  P.E.,  DigiNet  Corporation 


TECHNICAL  HOT  POINTS 

This  seminar  will  give  you  the  opportunity  to: 

•  Learn  how  TCP/IP  is  supported  in  various  host  and  LAN  operating  systems 

•  Study  the  functions  of  the  supporting  protocols,  such  as  ARP,  RARP, 
DNS,  BOOTP,  RIP  and  OSPF 

•  Understand  how  IP-based  routing  works 


2-Day  Seminar  Registration  Fee  —  $995 

Bring  your  colleagues  and  take  advantage  of  our  Team  Discounts: 

2  registrants  $920  each  •  3  registrants  $845  each 
4  or  more  registrants  $795  each 


•  Learn  how  you  can  integrate  the  application  protocols,  such  as  TFTP, 
FTP,  TELNET,  SMTP  and  HTTP  into  a  TCP/IP  environment 

•  Understand  the  operation  of  SNMP,  the  Internet  standard  for 
network  management 


Register  today  and  take  the  next 
step  in  maximizing  your  potential 

(800)643-4668 

www.nwfusion.com/seminars 


LEARN  FROM  THE  LEADER 

Network  World  Technical  Seminars  is  known  throughout  the  networking 
community  for  providing  IT  professionals  with  expert,  unbiased  education 
on  the  latest  technologies  and  trends  shaping  today’s  mission-critical 
networks.  Our  reputation  combined  with  a  100% 
satisfaction  guarantee  makes  us  the  educator  of 
choice  for  networking  professionals. 
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Editorial  Insights 

AT&T  is  being 
hypocritical  on  access 

C.  Michael  Armstrong  has  done  a  terrific 
job  turning  AT&T  around. The  acquisitions 
he’s  announced,  the  marketing  strategies 
he’s  embraced  and  the  renewed  vigor  he’s 
instilled  in  AT&T’s  employees  have  reawak¬ 
ened  the  communications  giant,  which  had 
gone  stale  under  former 
CEO  Robert  Allen. 

It’s  clear  that  Armstrong 
is  a  straight  talker,  a  man 
who  speaks  Iris  mind  and 
demands  clarity  in  thinking 
and  planning.  But  Armstrong 
is  speaking  out  of  both  sides 
of  his  mouth  when  it  comes 
to  the  issue  of  access. 

Armstrong  and  AT&T 
have  long  and  loudly 
demanded  access  to 
regional  Bell  operating  company  net- 
3  works.  But  Armstrong  vows  to  scrap  his 
\  deal  to  buy  Tele-Communications,  Inc.  if 
the  Federal  Communications  Commission 
requires  that  TCI’s  cable  TV  connections 
!  be  opened  to  other  ISPs. 

America  Online  and  other  ISPs  are 
squawking  about  this  access  issue,  demand- 
|  ing  regulators  ensure  cable  customers  have 
freedom  of  choice  when  it  comes  to  ISPs. 
RBOCs  say  they  want  to  be  able  to  deliver 
?  competing  video  services  over  cable  links. 

AT&T’s  opponents  have  a  legitimate 
concern.  With  its  TCI  acquisition  and  sepa¬ 
rate  deal  with  Time  Warner,  the  largest 
cable  provider,  AT&T  will  be  able  to  deliv- 
■  er  phone  and  Internet  access  to  some  40% 
of  U.S.  homes.  AT&T  wants  TCI  affiliate 
I  @home  to  be  the  Internet  provider  of 
choice  to  those  cable  customers,  shutting 
out  AOL  and  others. 

•  Clearly,  any  restrictions  imposed  by  the 
FCC  —  which  could  approve  the  AT&T/ 
TCI  deal  this  month  —  would  lessen  TCI’s 
value,  so  Armstrong’s  opposition  to  open 
access  is  understandable. 

But  why  does  Armstrong  expect  RBOCs 
to  invest  heavily  in  the  infrastructure  for, 
say,  digital  subscriber  line,  and  then  open  it 
all  up  for  resale  to  AT&T  and  others?  AT&T 
wants  unfettered  freedom  to  build  the  net¬ 
work  of  tomorrow,  but  it  also  wants  to  use 
the  regulators-  system  when  convenient  to 
squeeze  potential  competitors. 

Because  it  is  unlikely  AT&T  will  own  up 
to  this  hypocrisy,  the  FCC  needs  to  act. 
Access  is  no  longer  just  an  RBOC  issue,  and 
regulators  need  to  ensure  that  AT&T  and 
other  companies  don’t  abuse  the  system  of 
access  regulation  for  their  own  gain. 

—  John  Gallant 
jgallant@nww.com 
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Crime  and  punishment 

Winn  Schwartau’s  article  on  cybervigilan- 
tistn  (“Striking  back,” Jan.  11,  page  1)  and 
Mark  Gibbs’ follow-up  column  (“Virtual 
crime,  real  world  jail  time,”  Jan.  18,  page  62) 
generated  some  heated  feedback.  Here  is  a 
sampling  of  readers’  comments: 

I  was  outraged  after  reading  your  story  on 
cybervigilantism.  If  it  is  true  that  Lou  Cipher  has 
ordered  or  taken  part  in  the  burglary  or  physical 
assault  of  an  alleged  hacker,  then  he  is  no  different 
than  a  street  thug  and  should  be  prosecuted.  What  if 
a  15-year-old  student  doing  homework  one  night 
gets  his  face  smashed  because  one  of  Cipher’s  “secu¬ 
rity  team”  members  gets  an  IP  address  wrong?  If  a 
corporation  has  enough  information  to  pinpoint  the 
exact  location  of  an  alleged  attacker,  then  it  has 
enough  evidence  for  a  criminal  prosecution. 

I  have  no  problem  with  electronically  defending 
yourself.  But  anything  beyond  that  goes  way  over 
the  line. 

Daniel  Szalay 
LAN  administrator 
Howard  Miller  Co. 

Zeeland,  Mich. 


—  mystifies  me. 

I  think  the  message  to  network  maintainers 
everywhere  should  be:  get  your  house  in  order 
and  protect  your  perimeter.  Evaluate  the  ser¬ 
vices  you’re  providing  to  the  outside  world,  and 
take  the  time  to  see  that  they’re  as  secure  as 
they  can  be.  Don’t  think  about  offensive  soft¬ 
ware  until  you  do  these  things. 

Mark  McCutcheon 
Research  engineer 
Department  of  Computer  Science 
University  of  British  Columbia 
Vancouver 

Lou  Cipher  is  wrong  and  dangerous.  But  what  do 
you  do  when  the  world  wrongs  you?  In  1990,  my 
house  was  broken  into,  and  even  today  I  would 
love  to  take  a  baseball  bat  to  the  people  who  did  it. 

Once  I  was  pushed  up  against  a  wall  and  asked 
if  I  had  any  money. The  only  reason  I  didn’t  make 
the  6  o’clock  news  like  Bernard  Goetz  is  because  I 
didn’t  have  a  gun  on  me. 

Yes,  Lou  Cipher  is  wrong,  but  unfortunately  I  can 
relate  to  what  motivates  him.  Such  is  our  world. 
Kevin  Thomas 
Network  manager 
Inpro 

Muskego,  Wis. 


I  started  to  fill  in  Network  World’s  survey  on 
cybervigilantism,  based  on  Winn  Schwartau’s  arti¬ 
cle,  but  gave  up  when  none  of  the  multiple-choice 
responses  seemed  the  appropriate  answer  to  most 
questions. 

In  Schwartau’s  article,  Joseph  Broghamer,  informa¬ 
tion  assurance  lead  for  the  U.S.  Navy’s  Office  of  the 
Chief  Information  Officer,  is  quoted  as  saying:  “Offen¬ 
sive  information  warfare  is  not  a  good  thing  . . .  peri¬ 
od.  You  want  to  block,  not  punish.There  is  no  techni¬ 
cal  reason  to  react  offensively  to  a  hacker  attack.” 

This  is  the  option  that’s  missing  from  the  survey. 
No  one  has  any  business  considering  offensive  soft¬ 
ware  (much  less  a  physical  offensive)  until  he’s 
done  what  he  can  to  harden  his  perimeter  against 
intrusion. The  attitude  that  it’s  OK  to  attach  an 
unprotected  network  to  the  Internet  —  and  then 
punish  anyone  who  intrudes  or  attempts  to  intrude 


I  consider  an  attack  on  my  computer  to  be  an 
assault  on  my  person. This  is  no  less  of  an  offense 
than  trying  to  rob  me  of  my  wallet,  which  validates 
the  use  of  force.  Computer  hackers  are  lawbreakers 
of  the  worst  kind,  in  that  they  don’t  even  have  to 
face  their  victims.  More  power  to  Cipher. 

Pat  Biggs 
Elizabeth,  Colo. 

Ultimately,  the  only  long-term  way  to  stop  crack¬ 
ing  is  to  track  the  crackers  and  remove  their 
havens  —  their  ISP  access  to  the  ’Net  —  much  as 
the  Navy  did  with  pirates  in  the  Caribbean.  It’s 
very  difficult  to  be  a  pirate  if  you  can’t  put  your 
boat  in  the  water. 

Ken  Graham 
Systems  engineer 
Galileo  International 
Denver 


Send  letters  to  numews@nww.com  or  John 
Gallant,  editor  in  chief,  Network  World, 
161  Worcester  Road ,  Framingham,  MA 
01 701.  Please  include  phone  number  and 
address  for  verification. 


More 

Online 


•  More  letters  about 
cybervigilantism. 
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Management  Mode  .  Jeff  Shapiro 

Advice  to  the  new  boss  on  the  block:  Make  changes  slowly 


Welcome  to  Management  Mode!  In  this  new 
regular  column.  I'll  be  your  guide  through 
the  sand  traps  and  minefields  of  Infor¬ 
mation  Technology  management. 

I  really  am  the  new  kid  on  the  block 
today.  Not  only  is  this  my  first  column  for 
Network  World,  but  I’ve  been  working  in  my  current 
position  as  technology  coordinator  for  the  King¬ 
sport, Tenn.,  city  schools  for  only  a  couple  of 
months.  Prior  to  this,  I  was  a  program  manager  for  a 
large  computer  peripheral  manufacturer  in  San 
Diego. 

Making  the  transition  to  a  new  job  in  a  new  city 
is  challenging.  But  it’s  important  to  remember  that 
your  new  staff  is  going  through  a  major  transition, 
too.  How  can  you  ease  the  path  from  there  to  here 
for  all  concerned? 

Start  by  recognizing  that  getting  a  new  boss  is  one 
of  the  most  stressful  things  employees  can  endure. 

All  of  a  sudden  they’re  working  for  someone  they 


don’t  know  and  can’t  relate  to,  and  worse,  they  have 
no  idea  how  their  performance  is  going  to  be  evalu¬ 
ated.  You  could  change  everything  overnight,  making 
their  jobs  completely  different  and  them  completely 
miserable.  But  the  best  advice  is  to  go  slow. Take  time 
to  sit  down  with  your  employees,  preferably  in  a 
group.  People  tend  to  be  braver  and  more  honest  as 
a  group,  so  if  you  want  the  real  skinny,  talk  to  the 
mob  first. Then,  take  time  to  talk  to  staffers  individu¬ 
ally  and  get  to  know  them. 

Listen  to  their  concerns  and  address  them  as  soon 
as  you  can.  Praise  employees  who  are  good  at  their 
jobs  in  order  to  increase  their  confidence  level  and 
sense  of  job  security. 

Don’t  expect  to  retain  everyone. Transitions  typi¬ 
cally  bring  periods  of  introspection,  and  a  few 
employees  may  very  well  decide  to  seek  greener 
pastures.  You  can  raise  your  stock  with  the  remain¬ 
ing  staff  by  replacing  departed  employees  quickly, 
with  people  who  are  a  good  match  to  the  personali¬ 


ties  already  in  place.  If  you  can  find  these  replace¬ 
ments  in  house,  so  much  the  better. 

One  word  of  caution:  If  you  have  to  make  cuts, 
make  them  before  you  do  anything  else.  Going 
through  the  exercises  above  and  then  whacking  a 
few  heads  will  tell  your  staff  that  you  aren’t  to  be 
trusted.  A  two-way  sense  of  trust  is  critical,  because 
good  staff  is  hard  to  find  and  even  harder  to  replace 
these  days. 

The  people  side  of  information  management  is 
something  we  usually  prefer  not  to  deal  with  until 
we  absolutely  have  to,  and  that’s  a  shame.  Building 
good  relationships  with  everyone  with  whom  you 
come  into  contact  not  only  gives  you  some  job  secu¬ 
rity,  but  it  also  makes  your  job  easier  and  a  whole  lot 
more  fun. 

Shapiro  is  technology  coordinator  for  the 
Kingsport,  Tenn.,  city  schools.  He  can  he  reached  at 
jshap  iro  @Kpt.  k  12.  tn.  us. 


Speaking  the  LANguage  .  Linda  Musthaler 

Linux  gathers  critical  mass  needed  to  compete  with  NT 


Like  a  snowball  getting  larger  as  it  rolls  downhill, 
Linux  continues  to  gain  momentum.  As  the 
worldwide  development  community  continues 
to  add  functionality  and  connectivity  options  to 
Linux  (“SNA  development  ties  Linux  to  main¬ 
frames,”  NW,  Jan.  18,  page  1),  the  “renegade”  plat¬ 
form  becomes  more  mainstream  —  and  more  viable 
as  a  widely  accepted  enterprise  server  platform. 

Many  in  the  IT  community  have  known  for  quite 

some  time  that  Linux  is  a 
stable,  reliable  and  inex¬ 
pensive  network  server 
operating  system.  In  fact, 
if  the  one-sided  debate  of 
Linux  vs.  Windows  NT  in 
last  fall’s  Network  World 
Fusion  forum  is  any  indi¬ 
cation,  most  technical 
network  administrators 
would  much  rather 
install  and  support  Linux 
that  any  server  operating 

system  offered  by  Microsoft. 

The  general  acceptance  of  Linux  is  a  chicken  and 
egg  thing.  More  companies  would  choose  Linux  to 
host  their  business  applications  if  the  independent 
software  vendors  (ISV)  would  port  their  software  pro¬ 
grams  to  the  Linux  platform.  And  the  ISVs  would  port 
their  software  if  they  knew  that  more  companies 
would  buy  the  Linux  version  to  host  their  business 
applications. 

Leading  ISVs,  such  as  Oracle  and  Corel,  already 
have  taken  the  plunge  to  deliver  their  commercial 
software  applications  on  Linux.  With  big-name  ISVs 
now  in  the  Linux  camp,  many  smaller  ISVs  are  sure 
to  follow.  (Oddly,  even  Microsoft  has  lent  credence  to 
the  viability  of  Linux,  by  claiming  in  recent  court 
testimony  that  Linux  is  a  threat  to  Microsoft’s  operat¬ 


ing  system  business.) 

Hardware  companies,  too,  are  jumping  on  the 
Linux  bandwagon.  Dell  already  sells  servers  preconfig¬ 
ured  with  Linux.  And  server  king  Compaq  is  expected 
to  announce  a  deal  with  leading  distributor  Red  Hat 
Software  to  pre-install  Red  Hat’s  latest  version  of 
Linux  on  some  models  of  Compaq  servers.  Compaq 
currently  offers  Linux  on  its  servers,  but  only  on 
large,  customized  shipments. This  new  deal  could 
very  well  turn  the  tide  for  Linux  as  a  commercial  net¬ 
work  operating  system. 

Deals  like  the  Compaq-Red  Hat  one  are  what  busi¬ 
ness  managers  who  control  the  IT  purse  strings 
need  to  see.  Business  people  don’t  care  a  whole  lot 
about  technical  superiority.  But  they  do  care  about 
the  ready  availability  of  commercial  solutions,  tech¬ 
nical  support  and  integration  expertise  —  all  the 
things  Microsoft  has  been  able  to  deliver  around 
Windows  NT. 

Until  recently,  getting  support  for  your  Linux  sys¬ 
tem  might  have  been  a  touchy  issue  for  management. 
Network  administrators  were  largely  dependent  on 


online  forums  and  user  groups  to  answer  questions 
and  offer  help.  Not  that  this  is  a  bad  thing,  but  busi¬ 
ness  managers  prefer  to  know  they  have  a  specific 
commercial  resource  identified  for  support.  Now  that 
companies  such  as  Caldera  Systems  and  Red  Hat  are 
commercially  distributing  Linux,  business  managers 
feel  they  have  an  accountable  vendor  that  can  pro¬ 
vide  support. 

Large,  successful  technology  companies  are  begin¬ 
ning  to  invest  in  the  commercialization  of  Linux,  legit¬ 
imizing  the  long-term  prospects  for  this  particular 
piece  of  freeware.  Intel,  Oracle  and  Netscape  recently 
injected  millions  of  investment  dollars  into  Red  Hat, 
giving  the  distributor  enough  working  capital  to  form 
an  enterprise  computing  division.  Red  Hat  CEO  Bob 
Young  says  the  money  will  go  toward  operating  system 
platform  service,  technical  support,  strategic  alliances 
and  “company  responsibility”  —  all  the  things  decision 
makers  look  for  in  an  enterprise  technology  provider. 

If  you’ve  been  trying  to  convince  your  manage¬ 
ment  that  Linux  is  the  right  technical  choice  for  a 
server  platform,  perhaps  it’s  time  to  play  the  business 
angle  trump  card.  Linux  is  inexpensive  to  acquire,  can 
be  purchased  from  multiple  sources,  has  a  growing 
number  of  applications,  is  endorsed  by  the  industry’s 
major  technology  players,  has  ready  sources  of  techni¬ 
cal  support  and  is  preferred  by  technology  managers 
around  the  world. These  claims  are  easy  to  substanti¬ 
ate  and  can  be  relayed  in  terms  that  business  man¬ 
agers  can  understand. 

Linux  is  quickly  acquiring  the  critical  mass  it  needs 
to  give  Windows  NT  Server  a  real  run  for  its  money. 
Nothing  could  be  better  for  this  industry  than  some 
good,  old-fashioned  competition  for  your  business. 

Musthaler  is  vice  president  of  Houston-based  tech¬ 
nology  consulting  firm  Currid  &  Co.  She  can  be 
reached  at  linda@currid.com. 
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With  the  business-to-business  segment  of  eBusiness  headed  towards 
one-quarter  of  a  trillion  dollars  in  200 1*,  there’s  only  one  place  you  should  head  in  1999:  Internet  Commerce  Expo®, 
at  Boston’s  World  Trade  Center.  ICe  is  the  world’s  most  comprehensive  eBusiness  forum. The  4-day  conference  and  3- 
day  expo  features  over  200  exhibitors  showcasing  innovative  and  emerging  eBusiness  technologies.  There  will  be  in- 
depth  tutorials  and  an  extensive  conference  program  all  focused  on  knowledge  management  and  eBusiness  solutions. 
ICe  will  also  feature  keynote  addresses  by  Newt  Gingrich,  Speaker  of  the  House  (1995-1998);  Nicholas  Negroponte, 
Founder  and  Director  of  MIT’s  Media  Lab;  and  Tim  Berners-Lee,  President, W3  Consortium  and  Inventor  of  WWW.  Plus 
numerous  special  events  designed  to  keep  you  up-to-date  on  critical  trends  and  developments.  Join  the  eGeneration 
at  ICe  ’99  in  Boston.  Register  now  at  www.iceexpo.com  or  800.667.4423.  *s0urce:iDc 
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Alteon  says  Layer  4  switching  is  for  real;  Nortel  claims  it’s  just  an  illusion. 


Is  it  worth  the 


hype? 


BY  SHIRISH  SATHAYE 

Make  no  mistake;  Layer  4  switching  is  real. 

Just  ask  the  folks  at  Yahoo,  Digex,  Concentric  Network,  WebTV  or  Disney 
Online.  They’ve  all  deployed  Layer  4  switching  technology  to  optimize  their  Web 
data  center  infrastructures,  minimize  application  response  times  and  improve 
overall  traffic  control. 

Layer  4  switching  is  about  managing  and  switching  application  sessions,  not 
just  individual  packets.  For  years,  the  ability'  to  prioritize  bandwidth  by  application 
session  or  TCP  flow  has  been  dubbed  a  Layer  4  service,  but  it’s  not  Layer  4  switch¬ 
ing.  Layer  4  switches  can  identify  and 
process  TCP/IP  sessions  at  wire  speed, 
thus  providing  new  services. 

For  example,  using  a  single  virtual 
IP  address,  Layer  4  switches  can  load 
balance  user  requests  to  a  virtual  server 
made  up  of  multiple  physical  servers 
that  support  the  same  applications  and 
content.  A  Layer  4  switch  intercepts  new 
TCP  requests  to  the  virtual  server,  deter¬ 
mines  the  best  “real”  server  to  handle 
each  request  and  forwards  packets  asso¬ 
ciated  with  each  TCP  connection  to  each 
chosen  server. 

In  the  process,  the  Layer  4  switch  must 
substitute  the  virtual  IP  address  in  the  des¬ 
tination  address  field  of  each  packet  for 
the  actual  IP  address  of  the  chosen 
servers  while  monitoring  the  state  of  the 
TCP  connection. This  move  ensures  that  all  packets  within  eachTCP  connection 
are  forwarded  to  the  same  real  server  in  the  proper  packet  sequence. 

Layer  4  switching  also  enables  application  redirection.  Layer  4  switching 
technology  can  be  used  to  transparently  intercept  application  traffic,  such  as 
HTTP,  File  Transfer  Protocol  and  Domain  Name  System  (DNS),  and  redirect  the 
traffic  to  specific  servers  regardless  of  the  destination  IP  address.  Layer  4 
switching  technology  can  be  expanded  to  redirect  or  load  balance  user  HTTP 
requests  based  on  information  within  the  session  content,  allow¬ 
ing  different  object  types  to  be  physically  stored  on  servers 
optimized  for  them. 

So  can  Layer  2  and  3  switches  simply  add  Layer  4  switching 
intelligence  without  fundamental  architecture  changes?  If  history 
is  a  good  indicator,  the  answer  is  a  resounding  “no.”  Bridges  added 
IP  routing  support,  but  no  good  multiprotocol  router  today  ever 
resulted  from  architectures  designed  for  bridges.  Layer  2  and  3 
switches  that  cram  one  or  two  Layer  4  services  into  their  central¬ 
ized  management  processors  will  ultimately  collapse  under  the 
pressures  of  exploding  Internet  and  intranet  traffic. 

There’s  no  doubt  that  Layer  4  switching  technology  has 
become  a  critical  data  center  component  of  Web  hosts,  content 
providers,  ISPs  and  progressive  Web-oriented  enterprises.  Front 
now  on,  switches  will  never  be  the  same. 


Sathaye  is  vice  president  of  engineering  at  Alteon  Networks,  a 
server  switching  company  in  San  Jose.  He  can  be  reached  at 
ssathaye@alteon.  com. 
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Air  your  views  on  this  issue 
in  our  Fusion  Face-off  running 
through  Feb.  12.  Sathaye 
and  Rybczynski  will  be 
adding  their  thoughts  to  the 
discussion. 


BY  TONY  RYBCZYNSKI 

Layer  4  switching  is  not  worth  the  hype  —  but  application-aware  networking  is! 

Layer  4  switching  is  an  illusion. You  can’t  do  switching  without  addressing, 
and  there  is  no  addressing  at  Layer  4.  Layer  4  is  an  end-point  function;  Layer  3 
does  the  addressing.  But  application  awareness  at  Layer  4  and  up  —  across  your 
network  or  in  front  of  your  server  farms  —  can  solve  real  business  problems. 

Layer  4  switching  technologies  use  application  information  to  provide  preferen¬ 
tial  treatment  in  the  switch. This  application  awareness  is  very  important  in  achiev¬ 
ing  two  key  objectives  for  users:  preferential  treatment  for  certain  applications  and 
end  users,  and  server  load  balancing  and 
improved  server  application  resiliency 

In  an  ideal  world,  applications  would 
indicate  their  requirements  using  Dif¬ 
ferentiated  Services,  Integrated  Services 
or  IEEE  802.  Ip  protocols.  But  most  cur¬ 
rent  applications  can’t  do  this.Therefore, 
application  awareness  is  built  into  intelli¬ 
gent  Layer  2  switches  at  the  workgroup 
level,  routing  switches  at  the  campus 
level,  and  routers  and  enterprise  network 
switches  at  the  WAN-edge  level. 

Server  load  balancing  is  less  an  end- 
to-end  network  function  than  an  end¬ 
point  optimization  function,  which 
again  requires  application  awareness.  To 
this  end,  a  specialized  class  of  products 
referred  to  as  server  switches,  or  server 
load  balancers,  has  emerged. These 

products  provide  three  levels  of  functionality,  all  geared  toward  choosing  the 
best  available  server  to  handle  client  requests. 

The  simplest  form  of  functionality  provides  balancing  and  redundancy  on  a  local 
basis.The  next  level  adds  content  awareness,  allowing  a  customer  query'  to  be  han¬ 
dled  differently  from  a  customer  order. The  third  level  extends  the  functions  of  the 
previous  two  levels  across  geographically  dispersed  servers  and  redirects  traffic 
based  on  server  proximity.  Server  switches  require  a  high  degree  of  customizability' 
at  layers  4  to  7  because  the  possibilities  are  unlimited. 

This  is  just  the  tip  of  the  iceberg.  Under  Nortel  Networks 
Unified  Networks  vision,  we  see  the  convergence  of  data  and  tele¬ 
phony  enabling  a  whole  new  range  of  applications.  Delivering 
preferential  treatment  through  application-aware  networking 
across  the  enterprise  not  only  meets  the  needs  of  data  applica¬ 
tions,  but  also  enables  new  unified  applications,  such  as  packet 
telephony  and  interactive  multimedia. The  future  for  server  switch¬ 
es  is  even  more  exciting,  as  they  become  an  element  of  Internet- 
enabled  call  centers  (or  telephony-enabled  Web  centers)  that 
blend  all  kinds  of  traffic  of  a  company’s  choosing  to  enhance  cus¬ 
tomer  care,  broaden  markets  and  grow  business. 

So  next  time  a  vendor  tries  to  sell  you  a  Layer  4  switch,  ignore 
the  hype  and  challenge  him.  You  have  real  business  problems  to 
solve. 
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Rybczynski  is  director  of  strategic  marketing  and  tech¬ 
nologies  at  Nortel  in  Ottawa.  He  can  be  reached  at  tonyryb® 
nortelnetworks,  com. 
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e  the  guesswork  out  of 

hoosing  the  right  VPN  solution. 

.  .  ;  _ 


E  C  HN I  C  AL  SEMINARS 
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^  Have  confidence  in  the  solution  you  choose. 

Network  World  Technical  Seminars  has  brought  together  one  of  the  industry's 
..-  leading  VPN  experts,  Eric  Zines  ofTeleChoice,  Inc.,  and  leading  VPN  solution 
providers  in  a  comprehensive  one-day  seminar. The  program  is  designed 
specifically  to  help  you  better  understand  this  technology,  the  factors  you 
:  r:  must  consider  during  the  decision-making  process,  and  the  information  you 
:  need  to  choose  the  right  VPN  solution  for  your  business.  Mr.  Zines  will  explain 

not  just  how  VPNs  work,  but  how  they  can  be  applied  to  real-world  situations. 
Equally  as  important  is  knowing  which  solution  provider  can  best  guide  you 
through  the  implementation  process. This  seminar  will  give  you  the  unique 
opportunity  to  discuss  your  specific  needs  via  live,  face-to-face  interaction 
with  the  industry's  leading  VPN  solution  providers. 


MAXIMIZING  COST  SAVINGS 
AND  BUSINESS  EFFICIENCIES 


Benefits  of  Attending 

•  Discover  how  VPNs  can  benefit  your  enterprise 

•  Explore  future  directions  of  VPNs  and  their  effect 
on  your  business 

•  Compare  and  contrast  product  and  service  offerings 
available  for  implementing  a  VPN 
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Checkpoint 

Software  technologies  Inc 


Altiga 


RedCreek' 


NetScreen  Information  Systems 

If  you  are  interested  in  sponsorship  opportunities,  please  contact  Andrea  D'Amato  at  (508)  820-7520  or  adamato@nww.com 


Gain  insight  into  the  network  management  and 
administration  issues  associated  with  VPNs 


Learn  from  the  Leader 

NNetwurk  Wo  rid  Technical  Seminars  is  known 

_  throughout  the  networking  community  for 

the||:M.1:|;1  providing  IT  professionals  with  expert,  unbiased 
education  on  the  latest  technologies  and  trends 
shaping  today's  mission-critical  networks. 
IjlllHihllMHd'MillI  This  reputation  combined  with  our  100% 

satisfaction  guarantee  makes  us  the  educator 
of  choice  in  the  networking  industry, 


Register  Today! 


Eric  Zines,  Senior  Market  Analyst  withTeleChoice,  Inc 
has  developed  ind  will  present  this  seminar.  He 
continually  tracks  and  interprets  the  rapid  changes  in 
the  VPN  market  and  will  share  with  you  his  valuable 
insights,  difficult  to  find  anywhere  else. 


1999  Seminar  Tour 

Chicago  •  April  6 
Denver  •  April  7 
San  Francisco  •  April  20 
Seattle  •  April  21 
Boston  •  May  4 
New  York  •  May  5 
Philadelphia  •  May  26 
Washington,  DC  •  May  27 

i 
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For  c<  r.iplete  program  agenda  and 
registry  lion  information,  contact  us  at 


(800) 643-4668 
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Novell 

continued  from  page  1 

But  the  history  of  technolo¬ 
gy"  is  littered  with  the  corpses 
of  great  products  that  lost  out 
to  inferior  ones.  Companies 
often  fail  to  get  the  word  out 
to  the  right  people,  can't  gar¬ 
ner  enough  third-party"  back¬ 
ing,  or  have  trouble  convinc¬ 
ing  potential  customers  that 
they  will  be  around  to  pro¬ 
vide  support  and  upgrades. 

Novell  stumbled  badly  earli¬ 
er  in  the  decade,  blowing  a 
near-monopoly  of  the  LAN 
server  market  with  an  ill-con¬ 
ceived  attempt  to  challenge 
Microsoft  on  the  desktop. This 
two-front  war  alienated  inde¬ 
pendent  software  vendors 
(ISV),  confused  users  and  diverted  resources  and 
attention  away  from  Novell’s  core  network-services 
business. 

The  fast-moving  world  of  high  tech  is  usually 
unforgiving  of  such  missteps.  However,  the  growing 
need  for  an  industrial-strength  enterprise  directory  is 
providing  Novell  with  a  second  chance,  and  the  com¬ 
pany"  is  taking  full  advantage.  After  losing  money  in 
1997,  Novell  shifted  its  focus  to  NDS  and  directory- 
enabled  applications,  and  has  now  posted  five  strong 
quarters  in  a  row  (see  graphic,  page  40).  All  indica¬ 
tions  are  that  the  reborn,  refocused  Novell  will  make 
a  go  of  its  directory  strategy,  provided  it  has  learned 
from  the  mistakes  of  its  past. 


Upshot 


Novell,  once  the  undisputed  leader 
in  the  network  operating  system  mar¬ 
ket,  lost  that  lead  to  Microsoft  and  has 
had  to  reinvent  itself  around  a  differ¬ 
ent  but  related  technology:  directory 
systems.  But  will  the  directory  oppor¬ 
tunity  be  enough  to  sustain  Novell 
going  forward?  CEO  Eric  Schmidt  cer¬ 
tainly  thinks  so,  and,  assuming  Novell 
has  learned  from  its  past  missteps, 
we'd  have  to  agree. 


The  potential  size  of  the  directory 
services  market  is  anyone’s  guess. 
Novell  CEO  Eric  Schmidt  has 
likened  it  to  the  SQL  market,  which 
he  put  at  $80  billion.  Other  esti¬ 
mates  range  to  “virtually  infinite”  if 
you  consider  all  the  various  applica¬ 
tions  that  may  eventually  be  tied 
into  a  directory. 

John  Gantz,  a  senior  vice  presi¬ 
dent  at  IDC,  says  the  Internet  econo¬ 
my  is  fueling  a  huge  need  for  direc¬ 
tory  services. “The  environment  will 
change  so  fast  that  network  adminis¬ 
trators  won’t  know  what  hit  them,” 
Gantz  told  the  attendees  at  the 
Novell  Global  Partner  Summit  last 
month  in  Snowbird,  Utah. “Novell  is 
maneuvering  into  the  right  place  at 
the  right  time.” 


Third-party  support 

A  directory  service  is  strictly  an  enabling  tech¬ 
nology,  so  its  value  is  measured  largely  by  the  num¬ 
ber,  scope  and  quality  of  the  applications  that  use  it. 
Third-party  support,  therefore,  is  critical.  Historically, 
Microsoft  has  been  king  of  the  ISV  game,  but  Novell 
is  making  strides  of  its  own. 

Novell  last  year  set  up  a  $50  million  venture  capital 
fund  to  dole  out  cash  to  firms  building  NDS  applica¬ 
tions;  so  far  it  has  given  out  at  least  $20  million. 
Additionally,  the  company’s  “Get  OffYourApps” 
program  provides  development  grants  to  start-ups 
building  NDS  applications.  Officials  say  this  pro¬ 
gram  and  other  efforts  increased  Novell’s  ISV  ranks 
five-fold  in  the  past  18  months.  More  than  400 


cations  is  still  nonexistent,”  says  Robert  Harbison, 
chief  technology  officer  of  voice-over-IP  start-up 
StarVox,  Inc.,  a  Novell  and  Microsoft  ISV  based  in  San 
Jose. “That’s  where  Microsoft  is  really  great.  Microsoft 
shipped  NT  4.0  with  a  sampler  CD  full  of  third-party7 
applications  from  its  ISVs.  Novell  has  to  do  a  lot  more 
to  help  promote  NDS  applications.” 

The  type  of  application  is  important,  too.  Utilities 
that  enhance  NDS’  ability  to  manage  user  account 
information  in  NetWare  shops  are  fine  as  far  as  they 
go,  but  they  won’t  help  to  sell  NDS  as  an  enterprise 
directory.  Offerings  that  showcase  NDS  as  a  much 
broader  directory  service  are  imperative,  and  recent 
announcements  from  leading  switch  vendors  as  well 
as  enterprise  management  specialist  Tivoli  Systems 
represent  a  big  step  in  this  direction. 

As  part  of  an  agreement  announced  in  December, 
Tivoli  —  a  division  of  IBM  based  Austin,  Texas  —  is 
working  with  Novell  to  use  NDS  as  a  central  data 
store  for  network  and  user  information  collected  or 
used  by  Tivoli’s  Inventory,  Software  Distribution  and 
User  Administration  tools. The  companies  are  also 
working  on  Tivoli  agents  for  NetWare  4.X  and  5.0 
servers  that  will  enable  the  servers  to  be  managed 
from  the  Tivoli  console. 

NDS’  unparalleled  cross-platform  support  is  partic¬ 
ularly  appealing  to  Tivoli.  “Microsoft  has  traditionally 
misunderstood  the  importance  of  certain  middleware 
technologies  and  how  important  it  is  for  them  to  be 
cross-platform  in  nature,”  says  Tom  Bishop, Tivoli’s 
chief  technology  officer.  “Active  Directory  is  fine  for 
pure  NT  shops,  but  Novell’s  NDS  strategy  has  some 
real  appeal  in  the  more  heterogeneous  environments 
that  we  target.” 

NDS  is  now  available  on  Hewlett-Packard’s  HP-UX, 
IBM’s  AIX,  Caldera’s  Linux  and  The  Santa  Cruz 


The  market  responds 

Novell's  improving  financial  status  is  reflected  in  its  stock  price,  which  has  been  on  a  steady  climb. 


The  gravy  train 

It’s  not  NDS  that  will  produce  a  steady  revenue 
stream  for  Novell,  at  least  initially.  Rather,  that  job 
will  fall  to  the  applications  that  take  advantage  of  the 
directory. These  products  —  ZENworks,  Border- 
Manager,  ManageWise  and  GroupWise  —  now 
account  for  28%  of  Novell’s  product  revenue  and  gen¬ 
erate  a  big  chunk  of  its  service  revenue  as  well, 
although  the  company  doesn’t  break  out  that  per¬ 
centage.  At  any  rate,  the  directory-related  products 
comprise  the  fastest  growing  segment  of  the  compa¬ 
ny’s  business,  says  Michael  Simpson,  Novell’s  director 
of  marketing. 

The  applications  are  also  driving  sales  of  Novell’s 
flagship  NetWare  product. According  to  market  re¬ 
search  firm  International  Data  Corp.  (IDQ,  the  com¬ 
pany  shipped  more  than  one  million  new  servers  in 
1998,  up  from  927,000  in  1997.  NetWare  5.0,  released 
in  September,  is  winning  performance  tests  and 
exceeding  sales  expectations. 

“This  is  not  about  abandoning  one  business  and 
replacing  it  with  another,”  Simpson  says.  “They  are 
perfectly  complementary.”  Still,  NDS  is  clearly  the 
strategic  technology  going  forward,  and  the  industry 
seems  to  be  paying  attention. 

Novell  is  licensing  NDS  to  all  comers,  the  idea  being 
to  seed  the  market  and  make  NDS  a  de  facto  standard 
that  will  increase  demand  for  Novell’s  directory- 
enabled  applications.  While  these  licensing  deals  don’t 
produce  much  revenue  at  this  point,  that  may  change 
down  the  road  if  third  parties  start  including  NDS  in 
products  instead  of  building  their  own  directories. 


third-party  applications  that  support  NDS  are  now 
available,  some  from  big  name  vendors  such  as 
PeopleSoft. 

“The  phone  has  been  ringing  off  the  hook  with 
calls  from  companies  wanting  to  integrate  their  prod¬ 
ucts  with  NDS,”  Simpson  says.  ’These  are  companies 
that  wouldn't  do  it  a  year  ago.’They  showed  up  in 
force  at  last  month’s  sold-out  Partner  Summit. 

However,  getting  ISVs  signed  up  and  applications 
developed  is  just  the  beginning. 

“Novell’s  support  of  development  has  improved 
quite  a  bit,  but  marketing  support  of  developed  appli¬ 


Operation’s  Unix.  Novell  is  releasing  NDS  for  Sun 
Solaris  and  IBM’s  S/390  this  quarter.  NT  is  already 
supported  by  NDS,  but  only  in  environments  with  at 
least  one  NetWare  server.  A  version  of  NDS  that  runs 
directly  on  NT  without  NetWare  is  due  out  this  sum¬ 
mer;  it  will  enable  users  to  build  pure  NT  networks 
but  still  employ  NDS. 

Switch  vendors  embrace  NDS 

Another  part  of  Novell’s  strategy  for  boosting  NDS’ 
role  in  enterprise  nets  is  getting  switch  vendors  on 
board.The  company  has  been  scoring  big  with  the 


Network  World  February  8,  1  999  www.nwfusion.com  39 


Feature 


likes  of  Lucent,  Nortel  Networks  and  Cisco  announc¬ 
ing  varying  degrees  of  support  for  NDS  (A'Wf  Dec.  21, 
1998,  page  49). 

At  the  switch  level,  directories  provide  an  addi¬ 
tional  layer  of  security,  and  they  ease  administrative 
burdens  by  allowing  for  centralized  device  reconfigu¬ 
ration.  Directories  can  also  be  used  to  automate  the 
process  of  applying  quality-of-service  (QoS)  and  user- 
access  policies  to  network  devices. 

Nortel,  which  last  year  acquired  Bay  Networks,  is 
using  a  directory  to  build  QoS  capabilities  across  its 
entire  product  line,  from  the  lowliest  IAN  devices  to 
carrier-grade  switches. 

“Novell’s  collaboration  with  Bay  will  have  NDS 
managing  our  backbone  and  doing  Layer  4  routing 
when  it  is  available,”  says  Barry  McGreer,  a  network 
administrator  for  Enesco  in  Itasca,  Ill. 

Some  switch  vendors  have  been  working  on  their 
own  directories,  but  they  tend  to  be  specific  to  their 
product  lines.  A  neutral  entity  such  as  Novell  is  in  a 
better  position  to  provide  an  enterprise  directory  for 
a  multivendor  network. 

“Novell  already  has  a  production-grade,  scalable 
directory,  and  extending  it  to  incorporate  additional 
network  elements  such  as  switches  and  routers  is 
very  appealing,”  says  Paul  Parker-Johnson,  product 
line  manager  for  ATM  network  management  and 
policy  networking  at  Lucent’s  LAN  systems  group  in 
Concord,  Mass.  “In  terms  of  what’s  available  for  sale 
today,  nothing  compares  to  it.” 

NDS  alternatives 

Microsoft’s  forthcoming  Active  Directory  for 
Windows  2000  is  viewed  by  many  as  NDS’  primary 
competition.  However, Active  Directory’s  ship  date 
continues  to  slip,  and  it  won’t  emerge  as  an  enter- 
prise-level  offering  in  its  first  iteration. 

“From  what  I  have  seen  so  far  of  the  Windows 
2000  beta,  calling  Active  Directory  a  directory  in  the 
same  sense  that  NDS  is  a  directory  is  ludicrous,”  says 
Chris  Miller,  a  network  manager  for  a  large  chemical 
company.  Windows  2000,  he  says,  doesn’t  have  the 
cross-platform  support  or  scalability.  Some  doubt  it 
ever  will. 

“I  wouldn’t  be  surprised  if  at  some  point  Microsoft 
has  to  license  NDS,”  says  Jim  Gagan,  president  of 
ThinkTank  Network  Technology  Group,  a  reseller  in 
Merrillville,  Ind.,  that  sells  and  installs  Novell  and 
Microsoft  network  products. 

Similarly,  the  Lightweight  Directory  Access  Pro- 


" The  phone  has  been 
ringing  off  the  hook  with 
calls  from  companies 
wanting  to  integrate  their 
products  with  IMDS." 

Michael  Simpson,  Novell’s  director  of  marketing 


tocol  (LDAP)  is  no  threat  to  proprietary  directories 
such  as  NDS  and  Active  Directory. 

“LDAP  has  been  oversold  as  a  solution,”  says  Bob 
Sakakeeny,  an  industry  analyst  with  Aberdeen  Group, 
a  Boston-based  market  research  firm  that  is  starting  a 
new  practice  dedicated  to  directory  services. Ac¬ 
cording  to  Sakakeeny, LDAP  is  merely  a  protocol  that 
allows  various  applications  to  access  a  directory;  it’s 
not  a  directory  in  its  own  right.  “As  people  begin  to 
realize  that,  they  will  start  looking  at  real  products 


like  NDS.  NDS  can  act  as  a  central  repository  with 
LDAP  links  to  other  vendors’  directories.” 

Netscape  has  been  providing  directory  technology 
to  service  providers,  a  market  in  which  Novell  is 
showing  increasing  interest.  However,  Netscape 
views  the  information,  not  the  directory,  as  the  real 
asset,  so  the  two  companies’  efforts  are  actually  quite 
complementary.  And  the  pending  merger  with 
America  Online  calls  Netscape’s  directory  business 
into  question. 

“Other  ISPs  are  not  going  to  want  to  use  software 
that  AOL  owns,”  says  Joel  Achramowicz,  a  securities 
analyst  for  investment  banker  Preferred  Capital  in  San 
Francisco.  “And  [Netscape’s  directory]  can’t  compare 
to  NDS  in  any  case.  AOL  needs  NDS  to  help  manage 
its  far-flung  network.” 

The  big  ISPs,  and  telecommunications  companies 
in  general,  appear  to  be  ripe  for  Novell’s  plucking. 
They  operate  networks  with  tens  of  millions  of  users, 
and  “NDS  is  the  most  powerful,  scalable,  replicable, 
robust  and  flexible  directory  in  the  world, ’’Achram¬ 
owicz  says. 

Maritime  Telegraph  and  Telephone  in  Halifax, 

Nova  Scotia,  is  using  NDS  to  provide  customers  with 
on-demand  access  to  a  library  of  educational, 
productivity  and  entertainment  software  over  high¬ 
speed  digital  subscriber  line  connections.  Customers 
“rent”  the  software  and  are  billed  monthly. A  user 
interface  built  with  the  directory-enabled  Novell 
Application  Launcher  (NAL)  lets  parents  monitor 
usage,  set  spending  limits  and  restrict  access  to  spe¬ 
cific  titles. 

Winning  back  corporate  mind  share 

Few  people  question  NDS  from  a  technology 
standpoint,  and  its  huge  installed  base  is  a  matter  of 


record.  However,  Novell  has  been  dismissed  as  an 
enterprise-level  provider  by  many  business  execu¬ 
tives  in  the  Fortune  500. 

“Novell  was  on  top  and  got  dethroned,”  says  high- 
tech  marketing  guru  Geoffrey  Moore,  chairman  of 
The  Chasm  Group  in  San  Mateo,  Calif.,  and  author  of 
Inside  the  Tornado  and  The  Gorilla  Game.  “When 
that  happens,  the  market  is  extremely  reluctant  to  re¬ 
enfranchise  such  a  company,  even  if  it  has  the  best 
product. 


“And  the  number  of  ISVs  is  meaningless,”  Moore 
adds.  “The  issue  is  what  the  power  players  are  doing. 
Cisco  and  Microsoft  have  the  strongest  positions,  so  a 
solution  that  doesn’t  have  their  endorsement  isn’t 
likely  to  get  very  far.” 

Novell  officials  acknowledge  that  corporate  minds 
tend  to  be  set  against  them,  but  say  they  are  chipping 
away  at  this  resistance.  Novell  already  does  business 
with  83%  of  Fortune  1000  companies,  and  its  sales  to 
big  customers  are  growing  faster  than  its  business  as 
a  whole. 

“What  we  are  encountering  is  the  anxiety  of  break¬ 
ing  a  trusted  habit  —  populating  desktops  with  as 
many  applications  as  possible,”  says  John  Slitz,  senior 
vice  president  of  global  marketing  for  Novell.  “People 
need  to  start  thinking  instead  in  terms  of  populating 
networks  and  having  robust,  controllable,  reliable 
connections  to  applications  that  exist  out  in  a  hetero¬ 
geneous  network.That’s  the  dominant  market  for  the 
next  30  years,  and  we  can  lead  in  that  market.” 

Novell  has  always  done  well  with  network  engi¬ 
neers  and  other  technical  types  in  user  organizations, 
but  the  decision  to  go  with  something  as  strategic  as 
an  enterprise  directory  is  made  at  a  much  higher 
level.  Analysts  credit  CEO  Schmidt  with  doing  an  out¬ 
standing  job  of  getting  the  message  to  key  decision 
makers,  and  they  expect  his  efforts  to  start  reaping 
significant  dividends  before  year-end. 

“Give  it  another  six  months,”  says  Stephen  Dube, 
director  of  technology  research  for  investment 
banker  Wasserstein  Perella  in  New  York.  “Cisco’s  sup¬ 
port  was  not  driven  by  anything  Cisco  wanted  to  do, 
but  rather  by  a  groundswell  of  requests  for  NDS  sup¬ 
port  from  customers.” 

A  compelling  argument  to  sway  top  management 
is  the  impact  of  NDS  on  the  cost  of  IT  ownership. 


The  numbers  behind  the  turnaround 


Novell  has  had  five  consecutive  profitable  quarters  and  has  seen  its  net  income  and  net  profit  margin 
increase  in  each  of  them. 
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“Now  that  products  like  NAL  are 
out,  people  can  really  see  how  they 
cut  the  total  cost  of  ownership  dra¬ 
matically,”  says  Brian  Legare,  NT  admin¬ 
istrator  for  Lutherans  Capital  Manage¬ 
ment  in  Appleton,  Wis.  Before  NAL,  it 
took  him  30  to  40  minutes  to  assign 
rights  to  a  new  application.  NAL  now 
lets  Legare  accomplish  the  task  with 
the  click  of  a  button. 

Miller,  the  chemical  company’s  net¬ 
work  manager,  had  the  opposite  expe¬ 
rience  during  the  past  year  when  two 
job  changes  took  him  progressively 
further  away  from  an  enterprise  direc¬ 
tory.  In  the  first  job,  he  was  dealing 
with  a  pure  NetWare/NDS  network 
that  delivered  24-7  availability  more 


"A IDS  allows  you 
to  get  away  from 
the  AIT  vs.  NetWare 
i rs.  Unix  argument 
and  select  the 
operating  system 
that  is  best  suited 
to  each  need." 


Chris  Miller,  net  manager  for  a  large 
chemical  company 


than  99%  of  the  time  and  required  one 
administrator  for  every  200  users.  The 
second  job  was  with  a  company 
migrating  to  NT. 

“In  the  middle  of  the  process,  it 
became  clear  that  NT  couldn’t  provide 
NDS  functionality,”  Miller  says.  “But 
NDS  for  NT  was  just  coming  out,  so 
we  kept  NetWare  for  file,  print  and 
directory  services  and  used  NT  for 
applications  servers.”  It  took  one 
administrator  for  every  1 50  users  to 
manage  this  mixed  environment. 

Miller’s  current  company  is  a  pure 
NT  environment  using  a  multiple-mas¬ 
ter  domain  model. The  network  takes 
tw  ice  the  number  of  servers  per  user, 
needs  at  least  one  administrator  for 
every  100  users,  and  so  far  stays  up 
only  about  85%  of  the  time. 

“What  have  I  learned?  That  a  direc¬ 
tory  is  critical  to  the  network,”  he  says. 
“Flexibility,  reliability  and  security 
went  down  with  each  move  I  made, 
and  it  took  more  support  staff  and 
time  to  get  the  same  things  done.” 


The  bottom  line 

An  enterprise  directory  is  impera¬ 
tive  as  companies  increasingly  em¬ 
brace  network-centric  computing. 
Companies  that  have  been  the  most 
aggressive  in  pursuing  e-commerce 
and  extranets  are  hitting  the  wall  hard. 
They  need  a  powerful  directory  ser¬ 


vice  to  enable  continued,  manageable 
expansion  into  this  new  computing 
and  business  model.  Networks  can’t 
be  secured  without  a  good  directory, 
and  trying  to  keep  track  of  all  the  net¬ 
work  objects  and  users  without  one  is 
an  administrative  nightmare. 

“NDS  is  the  only  thing  that  will 


truly  help  you  with  the  skyrocketing 
administrative  costs  that  most  compa¬ 
nies  face,”  says  ThinkTank’s  (lagan.  It 
isn't  unusual  for  NDS  installations  to 
have  user-to-administrator  ratios  of 
250  to  1,  and  Novell  officials  think  500 
to  1  could  become  commonplace. 

The  advent  of  the  World  Wide  Web 
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Visit  our  web  site  or  call: 
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arid  Java  have  created  a  network  com- 
puting  architecture  that  liberates  front 
ends  from  back  ends  and  clients  from 
servers. This  gives  specialized  operat¬ 
ing  systems  and  infrastructure  tech¬ 
nologies  a  new  lease  on  life  and 
enables  users  to  select  the  optimal 
platform  for  the  job. 


“NDS  allows  you  to  get  away  from 
the  NT  vs.  NetWare  vs.  Unix  argument 
and  select  the  operating  system  that  is 
best  suited  to  each  need,”  Miller  says. 

To  exploit  the  directory  services 
opportunity,  Novell  has  to  assemble  a 
compelling  array  of  third-party  appli¬ 
cations  that  use  NDS  and  extend  well 


beyond  the  network-utility  category. 
The  company  is  well  on  its  way  with 
such  victories  as  the  Tivoli  deal,  but 
more  is  in  store.  Novell  is  reportedly 
negotiating  NDS  deals  with  enterprise 
resource  planning  (ERP)  software  ven¬ 
dors,  including  SAP  and  BAAN.These 
deals  would  enable  administrators  to 


online  @  www.networkworld.com/lnfoxpress 


©  IW.  Fujitw  Software  Corporation.  NetPrism  it  a  trademark  of  Fujitsu  Software  Corporation,  fuptju  and  the  Fujitsu 
logo  art  trademarks  of  Fujitsu  limited.  AB  other  prodoet  names  are  the  properry  of  their  respecin*  bo  Wen. 


FUJITSU 


Download  a  60- day 
trial  version  at 
www.netprism.  com 
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NetPrism  gives  you 
detailed  device 
information  long 
before  anyone 
begins  to  yell. 

Now  you  can  know  exactly 
what’s  happening  with  every 
SNMP  device  on  the  network 
—  from  any  browser  —  with 
Java-based  NetPrism”.  So  you 
will  know  first  if  a  router  fails. 
Or  see  an  overloaded  switch, 
a  dead  drive  on  the  file  server, 
or  a  printer  without  toner 
before  anyone  else.  That  way 
you  can  jump  on  it  before  they 
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jump  on  you.  Plus,  NetPrism 
works  with  HP  Open  View  to 
give  you  even  greater  insight. 

And  at  only  $995,  NetPrism  pays 
for  itself  quickly. 
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authenticate  ERP  clients  through  NDS, 
so  users  don’t  have  to  log  on  to  NDS 
and  the  ERP  systems  individually. 

But  the  biggest  challenge  is  to  reach 
beyond  the  technology  implemented 
and  convince  the  business  managers 
that  NDS  can  reduce  the  total  cost  of 
ownership  and  provide  their  compa¬ 
nies  with  a  significant  competitive 
advantage  in  the  new  millennium. 
Anecdotal  evidence  of  such  invest¬ 
ment  returns  abounds,  but  it  has  to  be 
backed  up  by  systematic  independent 
studies  that  quantify  the  savings  across 
a  broad  user  base. 

The  delay  of  Windows  2000  and 
Active  Directory  and  the  limitations  of 
Active  Directory  as  an  enterprise  direc¬ 
tory  service  are  providing  Novell  with 
a  window  of  opportunity  for  NDS.The 
window  won’t  remain  open  forever, 
and  some  experts  think  the  market  will 
wait  it  out  and  delay  directory  services 
deployment  until  the  “right”  company 
has  a  workable  product.  Novell  dis¬ 
agrees,  and  for  good  reason. 


More 

Online 


•  NW Columnist  Dave  Kearns  on  how 
NDS  for  NT  brings  fault  tolerance  to 
NT  domains. 

•  A  Novell  white  paper  that  explains 
how  NDS  for  NT  works. 


•  Our  review  of  NetWare  5.9,  which 
we  deemed  our  1998  Product  of 
the  Year. 
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“Two  years  is  10  lifetimes  in 
Internet  time,”  says  Novell’s  Slitz. 
“Businesses  can’t  wait.They  need  it 
now,  because  if  they  don’t  do  it,  their 
competitors  will.The  penalties  for 
waiting  right  now  are  higher  than 
they’ve  ever  been  in  history.” 

This  year  is  critical  for  directory 
services  players  as  companies  develop 
enterprise  directory  strategies  and 
evaluate  various  approaches.  Novell 
is  on  the  right  track  toward  position¬ 
ing  NDS  as  the  one  global  directory 
that  can  get  the  job  done  now. There’s 
no  need  to  wait  for  Microsoft  any 
longer.  In  fact,  NDS  is  the  technology 
that  could  make  NT  an  enterprise 
platform. 

Breidenbcich  is  a  consultant  and 
freelance  writer  in  San  Mateo,  Calif. 
She  can  be  reached  at  SBreide@aol. 
com. 


BY  CHRISTOPHER  NULL 

The  recently  ratified  IEEE  802. 1 1  standard  for 
wireless  Ethernet  promises  2M  bit/sec  band¬ 
width  at  ranges  of  500  feet  or  more  —  but 
don’t  believe  everything  you  hear. 

The  802.1 1  standard  is  the  specification 
for  spread  spectrum  wireless  LAN  technolo¬ 
gies  using  multiple  channels  along  the  2.4- 
GHz  band.  Its  use  of  multiple  frequencies 
helps  prevent  eavesdropping  on  radio  traffic. 
The  standard  also  adds  a  contention  system 
to  wireless  nets,  similar  to  the  system  used  in 
Ethernet  networks. 

A  flurry  of  new  products  based  on  802. 1 1  have  just 
hit  the  market,  but  in  our  tests  of  the  first  standard- 
compliant  Direct  Sequence  Spread  Spectrum  (DSSS) 
wireless  adapters  and  access  points,  we  found  that 
none  lived  up  to  their  claims  of  high  throughput  and 
long  ranges.  We  also  found  generally  disappointing 
administration  utilities  and  subpar  documentation. 

On  the  other  hand,  interoperability  testing  was  sur¬ 
prisingly  smooth.  All  the  vendors’  adapters  worked  with 
the  others’  access  points.Throughput  tended  to  hover 
near  the  rating  associated  with  the  access  point,  no 
matter  which  vendor’s  adapter  was  employed. 


Net  Results 

Nortel  BayStack  660 

Nortel  Networks  Wireless  LAN  Division 

(510)  737-1600;  www.netwave-wireless.com 

$569,  PC  Card;  $1 ,799,  access  point  (includes  one  PC  Card) 

Pros 

▲  Range  champion 

▲  The  hands-down  choice  for  wireless  novices 

Cons 

▼  Weak  throughput 


Cabletron  RoamAbout  2400 

Cabletron 

(603)  332-9400;  www.cabietron.com 
$495,  PC  Card;  $1,295,  access  point 

Pros 

A  Good  802.1 1  throughput,  even  at  long  range 

Cons 

T  Complex  terminal-based  setup;  shortest  range 
T  Poor  documentation  and  security  options 


Lucent  WaveLAN 

Lucent 

(888)  584-6366;  www.wavelan.com 
$495,  PC  Card;  $1,295,  access  point 

Pros 

A  The  all-around  middle-of-the-road  performer  in  speed 
and  range 

A  Best  for  interoperability 

Cons 

▼  Reliability  concerns 

Aironet  PC4800 

Aironet  Wireless  Communications 
(800)  247-6638;  www.aironet.com 
$795,  PC  Card;  $1,995,  access  point  (no  PC  Card  required) 

Pros 

A  Top  throughput 
A  Nice  design 

Cons 

▼  Complex  terminal-based  setup 

▼  Shortest  range 

▼  Rocky  installation 

▼  Expensive 

▼  Poor  documentation 


Review 

UNPLUGGING 
THE  LAN 

The  first  batch  of  products  to  support  the  IEEE  802. 1 1 
wireless  Ethernet  standard  shows  promise,  not  perfection. 


After  extensive  testing,  we  gave  Nortel  Networks’ 
BayStack  660  our  Blue  Ribbon  on  the  strength  of  its 
management  utilities  and  range,  despite  the  product’s 
lackluster  throughput. Aironet’s  PC4800  was  the 
throughput  champion,  but  the  product  suffered  from 
poor  administration  tools  and  documentation  and  a 
high  price  tag.  Lucent’s  WaveLAN  and  Cabletron’s 
RoamAbout  2400  —  the  other  products  we  tested  — 
are  both  reasonable  if  not  outstanding  products. 

We  saw  a  definite  performance/range  trade-off  in  all 
the  products.  In  general,  the  faster  the  throughput,  the 
shorter  the  distance  that  can  be  traveled  without  sig¬ 
nal  degradation  and,  eventually,  loss.  Read  our  story  on 
RadioLAN’s  high-speed  wireless  network  for  an  ex¬ 
treme  example  of  this  law  of  wireless  LANs  (page  44). 

We  did  our  testing  in  a 
concrete-and-steel  building 
in  San  Francisco,  full  of  radio 
and  electronic  interference. 

While  some  vendors  report 
ranges  in  open-space  build¬ 
ings  —  where  there  are  no 
obstacles  at  all  between 
antennae  —  of  300  to  600 
feet,  we  saw  much  smaller 
ranges  in  our  stress-testing 

Product:  Nortel  BayStack  660 

Vendor:  Nortel  Networks 

Wireless  LAN  Division 

Though  its  performance  didn't 
stand  out,  Nortel's  BayStack  660 
won  our  Blue  Ribbon  thanks  to 
its  good  range  and  straightforward 
management  utilities. 


environment.This  real-world  environment  also  likely 
explains  why  performance,  even  at  32  feet,  is  substan¬ 
tially  off  the  2M  bit/sec  specification. 

Surfing  another  kind  of  wave 

Nortel’s  BayStack  660  package  has  an  interesting 
genealogy.  It  started  out  as  Netwave  Technologies’ 
AirSurfer  Pro  product.The  company  was  purchased  by 
Bay  Networks,  which  merged  with  Nortel  to  become 
Nortel  Networks.  All  packaging  and  labels  still  indicate 
this  is  a  Netwave  product,  and  all  product  support  is 
available  through  the  Netwave  Web  site. 

Roaming  with  the  BayStack  PC  Card  is  a  pleasant 
network  experience.  If  you  leave  the  coverage  area, 


the  unit  automatically  reconnects  you  to  the  network 
when  you  reenter  it.  Of  the  products  we  tested,  the 
BayStack  had  the  best  range  at  88  feet.  Unfortunately,  it 
also  had  the  worst  performance  at  short  range,  with 
1.1 1M  bit/sec  throughput  at  32  feet  and  0.97M  bit/sec 
throughput  at  70  feet.This  isn’t  appalling,  but  it  is 
slower  than  competing  products. 

BayStack  660’s  access  point  is  housed  in  a  flimsy 
piece  of  plastic  with  five  unlabeled  LEDs  that  ostensi¬ 
bly  indicate  connectivity  status.lt  includes  lOBase-T 
and  10Base-2  interfaces. 

The  Java-based  setup  and  configuration  utility  for 
the  access  point  is  glacially  slow  but  functionally  com¬ 
plete.  Once  you  launch  the  configuration  utility,  it 
traps  the  access  point’s  periodic  BOOTP  requests  and 
lets  you  assign  a  new  IP 
address  to  the  unit.  Other 
advanced  configuration  options 
are  probably  not  necessary  for 
most  users.The  access  point 
can  also  be  managed  through 
SNMP  tools.  As  with  all  DSSS 
products,  BayStack  access 
points  can  be  overlapped  to 
provide  load-balancing  services 
and  higher  throughput. 

While  the  access  point  man¬ 
agement  is  somewhat  weak, 
the  setup  and  management  of 
the  PC  Card  clients  are  exceptionally  good.  Installing 
drivers  and  assigning  an  IP  address  to  a  card  is  a  snap, 
and  the  extra  utilities  (especially  the  detailed  Site 
Survey  utility,  for  determining  how  many  access 
points  you  need  and  where  they  should  be  located) 
are  quite  good.  Overall,  you  should  be  able  to  get  up 
and  running  with  a  BayStack  Wireless  LAN  quickly 
and  relatively  painlessly.  It’s  also  simple  to  build  an  ad 
hoc  network  without  an  access  point,  if  you  want  to 
share  files  between  two  Windows  95  notebooks  on 
the  train  to  work. 

The  BayStack  includes  a  neat  security  feature  that 
lets  you  allow  and  deny  access  on  a  card-by-card  basis, 
by  designating  media  access  control  (MAC)  addresses. 

Nortel’s  manuals  are  fair,  often  showing  you  screen 
shots  of  dialog  boxes  but  not  explaining  what  they  do. 
However,  the  Planning  Guide  offers  some  good  advice 
on  building  large  wireless  LANs. 

Despite  relatively  poor  performance  and  other 
flaws,  the  BayStack  660  came  out  on  top  of  this  com¬ 
parison  thanks  to  good  range  and  exceptional  client 
manageability.  It’s  a  good  product  for  sites  where 
blazing  throughput  is  not  a  concern,  but  ease  of  use 
is  critical. 
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Performance 

30% 

Range 

30% 

administration 

20% 

Interoperability 

10% 

Security 

5% 

online  help 
5% 

Total 

score 

Nortel  BayStack  660  111 

muni 

5  x. 30  =  1.5 

7  x. 30  =  2.1 

8  x. 20  =  1.6 

7  x. 10  =  0.7 

7  x. 05  =  0.35 

6  x. 05  =  0.30 

6.55 

Cabletron  RoamAbout  2400 

8  x. 30  =  2.4 

6  x. 30  =  1.8 

5  x. 20  =  1.0 

7  x. 10  =  0.7 

6  x. 05  =  0.30 

4  x. 05  =  0.20 

6.40 

Lucent  WaveLAN 

6  x. 30  =  1.8 

6  x. 30  =  1.8 

6  x. 20  =  1.2 

8  x. 10  =  0.8 

7  x. 05  =  0.35 

6  x. 05  =  0.30 

6.25 

Aironet  PC4800 

9  x. 30  =  2.7 

6  x. 30  =  1.8 

3  x. 20  =  0.6 

6  x. 10  =  0.6 

7  x. 05  =  0.35 

3  x. 05  =  0.15 

6.20 

Individual  category  scores  are  based  on  a  scale  of  1  to  1 0.  Percentages  are  the  weight  given  each  category  in  determining  the  total  score. 


An  old  standard 

Lucent  lias  been  providing  wireless 
networking  in  the  form  of  its  WaveLAN 
product  line  for  more  than  seven  years. 

However,  with  middling  performance 
and  weak  management  tools,  the  latest 
WaveLAN  product  fails  to  stand  out. 

Performance  was  a  bit  disappointing, 
with  a  1.1 5M  bit/sec  throughput  at  32 
feet.  However,  throughput  held  up  well 
at  70  feet,  falling  only  to  1 . 1 1M  bit/sec. 

Range  was  80  feet,  fair  for  this  compari¬ 
son. Hie  card  reconnects  automatically 
after  reentering  the  coverage  area. 

Lucent  also  markets  a  $95  WaveLAN  Range  Extender 
Antenna,  a  bulky  device  that  plugs  into  the  the  PC  Card 
on  your  laptop  or  the  access  point.  Using  the  antenna 

Performance/range  summary* 


*  Through  heavy  concrete  and  steel,  with  substantial  electronic  interference 
**  Proprietary  transfer  protocol 

improved  signal  strength  considerably  at  short  ranges 
but  had  no  effect  on  the  ultimate  range  of  our  LAN. 

Lucent  provides  lOBase-T  and  10Base-2  interfaces  on 
its  WavePoint-II  access  point.  Be  careful  when  working 
with  the  WavePoint-II:  its  metal  construc¬ 
tion  left  our  test  area  badly  scratched. 

The  access  point  setup  utilities  are 
more  of  a  hassle  than  competing  prod¬ 
ucts,  making  WaveLAN  network  config¬ 
uration  an  hours-long,  tedious  affair.  Of 
particular  concern  was  a  frequent  prob¬ 
lem  with  the  access  point  management 
software  timing  out  in  the  middle  of 
uploading  or  downloading  settings  to 
the  antenna  unit. 

We  also  found  WaveLAN’s  client- 
based  utilities  to  be  less  friendly  than 
Nortel’s,  although  they  get  the  job  done. 

Advanced  setup  options  are  cleanly 
implemented,  and  security  by  MAC  fil¬ 
tering  is  supported. 

Part  of  the  usability  problem  stems 
from  the  WaveLAN  manuals,  which  are 
like  working  with  bad  translations  from 
some  other  language.The  information  is 
there  if  you  dig  long  enough,  but  finding 
it  is  a  struggle.  Online  help  and  support 
are  better,  consisting  of  well-organized 
documentation  and  driver  updates. 

Of  special  note  with  the  WaveLAN 
product  is  its  broad  support  for  numer¬ 
ous  operating  systems,  including 
MacOS.You  can  also  add  a  second  PC 
Card  to  the  access  point  for  extra 
bandwidth,  a  feature  unique  among 
the  products  in  this  comparison. 

Still,  working  with  the  WavelAN 
products  can  try  your  patience,  and  the 
fact  that  we  had  to  send  the  first  batch 
back  to  Lucent  because  they  didn't 
work  did  not  encourage  us. 


Cabletron  . . .  without  the  cable 

Cabletron’s  RoamAbout  2400  wireless  LAN  is  high¬ 
speed  hardware  without  many  usability  amenities. 

While  the  RoamAbout  access  point 
came  from  the  company’s  acquisition 
of  Digital’s  network  division,  the  Roam¬ 
About  PC  Card  is  clearly  an  OEM  ver¬ 
sion  of  Lucent’s  WaveLAN.The  two  PC 
Cards  function  identically  and  even 
work  with  each  other’s  drivers.They 
also  use  the  same  client  management 
software  and  an  identical  external 
antenna  can  be  attached  to  either. 

We  were  surprised  when  we  put  the 
RoamAbout  system  to  the  throughput 
test  and  it  performed  better  than  the 
WaveLAN.At  32  feet,  the  RoamAbout 
turned  in  a  top-flight  1.35M  bit/sec 
performance. Throughput  held  up 
remarkably  at  70  feet,  even  when  the  signal  had 
noticeably  downgraded,  turning  in  a  best-of-show 
1.37M  bit/sec.  Range  topped  out  at  75  feet,  the  low¬ 
est  in  this  comparison,  but  not  by  much.  Roaming 


and  reconnecting  worked  well. 

The  RoamAbout  access  point  is  a  bizarre  device. 
The  design  is  awkward  and  requires  that  you  mount 
it  on  a  wall  or  balance  it  precariously  on  one  end. 
You  have  to  connect  cables  to  three  of  the  six  faces 
of  the  unit,  making  the  balancing  act  all  the  more  dif¬ 
ficult. The  hardware  supports  lOBase-T  and  10Base-2 
connections. 

Cabletron’s  management  application,  Roam¬ 
About  Access  Point  Manager,  is  on  par  with  applica¬ 
tions  from  other  vendors.  If  you  happen  to  have 
a  Digital  hub,  you  can  use  its  centralized  manage¬ 
ment  utilities,  and  you  can  manage  the  access 
point  via  SNMP. 

On  the  downside,  the  RoamAbout  access  point  has 
vanilla  security  features  —  protocol  filtering  is  sup¬ 
ported,  but  MAC  filtering  is  not. 

While  performance  was  good,  we  can’t  say  the  same 
about  the  documentation. The  access  point  manuals 
often  don’t  match  the  setup  screens.  Online  help  is 
nothing  more  than  product  brochures.Wireless  new¬ 
comers  will  quickly  find  themselves  lost. 

All  told,  weaker  security  options,  out-of-date  docu- 


NOT  STANDARD,  BUT  NOT  BAD 


you  haven't  already  invested  in  wire- 
«  ■  less  LAN  equipment,  you  probably 
don't  care  about  wireless  interoper¬ 
ability.  In  that  case,  you  might  want  to 
look  at  RadioLAN,  a  wireless  LAN  that 
offers  high  speed  at  a  low  cost  but 
doesn't  support  the  802.11  standard. 

RadioLAN's  wireless  offering  is  based  on  a 
proprietary  5.8-GHz  spectrum  that  promises 
10M  bit/sec  performance,  up  to  five  times  the 
speed  of  802.1 1  products  —  at  least  in  theory. 

While  we  never  saw  performance  approach¬ 
ing  10M  bit/sec,  we  did  achieve  4.39M  bit/sec  at  a  distance 
of  4  feet  from  our  access  point.  But  moving  away  from  the 
access  point  resulted  in  throughput  plummeting,  with  perfor¬ 
mance  dropping  to  1.88M  bit/sec  at  32  feet  with  an  average 
of  only  30%  of  data  frames  making  it  through. 

RadioLAN  comes  with  an  enormous  antenna,  which  is 
vulnerable  to  the  slightest  movement.  A  few  degrees  of  tilt 
can  be  the  difference  between  a  solid  connection  and 
none  at  all. 

While  RadioLAN's  performance  may  seem  comparable 
to  the  other  products,  it's  actually  about  50%  better  than 
average  802.1 1  performance,  at  least  within  the  32-foot 
range.  With  additional  access  points  to  broaden  the  cover¬ 
age  area,  it  should  approach  4M  bit/sec.  However,  we  lost 
our  signal  at  only  57  feet,  despite  the  enormous  antenna. 
Clearly,  this  product  is  inappropriate  for  large  buildings, 


unless  you  intend  to  invest  heavily  in  access 
point  hardware. 

RadioLAN's  PC  CardLINK  is  a  simple  PC 
Card  similar  to  the  other  wireless  products 
we  tested,  but  you  must  also  attach  a  large 
external  antenna  to  the  card,  then  fix  it  to  the 
lid  of  your  laptop  with  Velcro. 

Installing  the  PC  CardLINK  client  drivers 
and  configuring  the  card  is  simple.  However, 
compared  to  the  other  products  in  this  com¬ 
parison,  the  site  survey  and  diagnostic  soft¬ 
ware  was  meager. 

Despite  some  sloppy  manuals,  setting  up  a  RadioLAN  net¬ 
work  was  a  breeze,  as  the  setup  and  IP  assignment  process 
was  considerably  easier  than  with  the  other  products  we 
tested.  In  fact,  you  set  up  the  access  point  from  software  on 
a  diskette  and  further  configure  it  through  a  Web-based 
management  utility,  meaning  you  don't  have  to  install  any 
software  to  manage  the  BackboneLINK  access  point.  Media 
access  control  address  filtering  is  built  into  all  units. 

At  $449  for  a  PC  CardLINK  and  $999  for  BackboneLINK, 
RadioLAN  is  the  least  expensive  wireless  LAN  product  we 
tested.  Encryption-enabled  versions  are  available  at  a 
slightly  additional  cost. 

While  RadioLAN  has  its  substantial  weaknesses,  in  the 
short  haul,  you  simply  won't  beat  its  wireless  performance. 

—  Christopher  Null 


Throughput 
at  32  feet 

Throughput 
at  70  feet 

Terminal 

range 

Nortel  BayStack  660 

1.1 1M  bit/sec 

0.97M  bit/sec 

88  feet 

Lucent  WaveLAN 

1.1 5M  bit/sec 

1.1 1M  bit/sec 

80  feet 

Cabletron  RoamAbout 

1.35M  bit/sec 

1.37M  bit/sec 

75  feet 

Aironet  PC4800** 

2.84M  bit/sec 

2.22M  bit/sec 

75  feet 
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mentation  and  text-based  setup  com¬ 
bine  to  make  Cabletron’s  RoamAbout  a 
poor  choice  for  wireless  newcomers. 
However,  for  experienced  profession¬ 
als,  its  top  throughput  makes  it  an 
attractive  choice. 

The  not-so-friendly  skies 

Straight  out  of  beta  comes  the  Airo- 
net  Wireless  Communications  PC4800 
Turbo  DS  Series  1 1M  bit/sec  adapter. 
While  remaining  compliant  with  the 
802.11  standard,  the  PC4800  promises 
1 1M  bit/sec  throughput  at  short  range 
when  connected  to  an  Aironet  access 
point.  Our  tests  with  the  PC4800 
clocked  maximum  throughput  at  2.84M 


Visit  Network  World  Fusion  for  a 
discussion  of  the  IEEE  802.11  standard. 


bit/sec  at  32  feet  and  2.22M  bit/sec  at 
70  feet.  Range  topped  out  at  75  feet. 

How  does  Aironet’s  wireless  card 
command  roughly  twice  the  perfor¬ 
mance  of  its  competitors?  The  trick  is 
in  a  proprietary  transfer  protocol  lay¬ 
ered  on  top  of  the  802. 1 1  standard  that 
Aironet  boasts  can  realistically  support 
traffic  at  up  to  6M  bit/sec  under  the 
right  conditions. 

Aironet’s  AP4800  access  point  wins 
some  points  as  the  only  access  point  we 
tested  that  doesn’t  require  a  PC  Card  to 
operate.  It  also  supports  10Base-2, 
10Base-5,  lOBase-T  and  token-ring  con¬ 
nections,  and  has  the  most  stylish  design 
in  this  group,  with  snazzy  dual  antennae. 

Setting  up  the  PC4800  and  AP4800, 
however,  was  an  exercise  in  frustration. 
For  starters,  the  AP4800,  like  the  Cable¬ 
tron  RoamAbout,  requires  an  ASCII  con¬ 
sole  for  setup.  But  to  make  matters 
worse,  rather  than  using  a  standard  null 
modem  cable,  you  need  a  nine-pin  male- 
to-female  serial  cable  to  hook  up  to 
your  administration  station.This  sent  us 
off  to  dig  through  the  supply  closet  for 
the  right  wires.  After  the  unit  is  config¬ 
ured  it  can  be  modified  through  a  telnet 
or  HTTP  session.  We  thought  Aironet’s 
client-based  software  also  needed  major 
work  to  enhance  its  functionality  and 
usability,  but  overall,  the  management 
tools  got  the  job  done. 

Installing  the  PC4800  PC  Card  in  our 
test  laptop  was  even  more  frustrating. 
By  default,  the  PC4800  is  set  to  work  in 
1M  bit/sec  mode  only.  You  have  to  dig 
around  in  the  network  configuration  to 
find  the  appropriate  setting  for  high¬ 
speed  access. 

Digging  through  the  console  utilities 
reveals  some  interesting  options,  such 
as  password  security,  SNMP  support  and 
built-in  packet  filtering,  but  you  won’t 
find  these  documented  anywhere.The 


slim  manual  isn’t  much  help.A  mere  two 
pages  are  devoted  to  configuring  the 
access  point,  and  the  vast  majority  of 
the  unit’s  settings  are  completely  un¬ 
documented.  Online  help  is  nonexistent. 

Aironet’s  PC  Card  will  work  with 
802.1 1  access  points  and  vice  versa;  of 
course,  they  are  limited  to  802. 1 1 


throughput,  which  we  clocked  at  an 
average  of  1.28M  bit/sec  at  32  feet. 
That  puts  Aironet  just  behind  Cable¬ 
tron,  the  standards-compliant  speed 
leader,  but  its  severe  manageability  and 
documentation  problems  leave  us  hesi¬ 
tant  to  recommend  it. The  fact  that 
you’ll  also  spend  almost  twice  as  much 


on  an  Aironet  wireless  IAN  than  on 
any  of  its  competitors  is  not  a  point  in 
its  favor,  either. 

Null  is  the  co-author  of  the  upcom¬ 
ing  Network  Administrator’s  Reference 
(Osborne).  He  can  he  reached  at 
null@sirius.  com. 
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Program  Overview 

Implementing  a  fully  converged 
network  requires  the  careful 
orchestration  of  a  number  of 
elements  including  terminals,  voice 
and  video  codecs,  gatekeepers  and 
gateways  to  other  networks.  And  for 
a  successful  implementation,  you 
need  all  of  those  components  to 
interoperate  -  an  awesome  task  that 
involves  adherence  to  a  multitude  of 
standards. 

Instruction  and  guidance  are  what 
you  need  to  accomplish  this  goal. 
Specifically,  you  need  a  complete 
understanding  of  the  multimedia 
applications  requiring  integrated 
voice/data/video/fax  transmission, 
the  network  architectures  necessary 
to  support  those  applications  and 
the  standards  in  place  to  ease  your 
interoperability  concerns.  This 
seminar  will  teach  you  the  steps  to 
designing  and  implementing  an 
integrated  network  that  delivers 
cost  savings  and  increased 
manageability. 

Presented  by  Mark  A.  Miller,  P.E., 
DigiNet  Corporation 
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Benefits  of  Attending 

•  Understand  the  key  driving  factors 
behind  the  Voice  over  IP  initiatives: 
client  applications  and  economic 
benefits 

•  Realize  the  importance  of 
implementation  agreements  and 
interoperability  testing  for  a 
successful  roll-out  of  these 
services 

•  Understand  how  the  multimedia 
standards  for  audio/video  coding, 
signaling,  and  call  management  fit 
together 

•  Understand  how  Quality  of  Service 
(QoS)  issues  become  key  factors  for 
a  successful  multimedia  network 
implementation 

•  Understand  how  network  traffic 
patterns  can  impact  a  Voice  over  IP 
implementation 

•  Speak  with  representatives  of 
sponsoring  companies  and  see  live 
demonstrations  of  desktop 
multimedia  applications 


Learn  From 
The  Leader 

Network  World  Technical  Seminars  is 
known  throughout  the  networking 
community  for  providing  IT 
professionals  with  expert,  unbiased 
education  on  the  latest  technologies 
and  trends  shaping  today's  mission- 
critical  networks.  This  reputation 
combined  with  our 
100%  satisfaction 
guarantee  makes  us 
the  educator  of 
choice  in  the 
networking  industry. 
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1999  Seminar  Tour 

Boston  •  February  1 0 
New  York  •  February  1 1 
San  Francisco  •  February  24 
Los  Angeles  •  February  25 
Chicago  •  March  23 
Dallas  •  March  24 
Atlanta  •  April  7 
Washington,  DC  •  April  8 


(800)643-4668 

www.nwfusion.com/seminars 


Register  Today! 

Seminar  Registration  Fee  —  $450 

Bring  your  colleagues  and  take 
advantage  of  our  Team  Discounts 

2  registrants  $400  each 
3  registrants  $350  each 
Every  4th  registration  is  FREE 
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Stocking  up 


An  employer  is  trying  to  lure 
you  with  stock  options: 
Here's  how  to  decide 
whether  to  take  the  deal. 


BY  LORETTA  W.  PRENCIPE 

Steve  Schultz  has  four  silver  dollars  tucked 
away  in  a  safe-deposit  box.  But  these  are  no  ordi¬ 
nary  coins.  Each  year,  he  earns  a  specially  marked 
coin  from  his  employer  as  part  of  a  unique  stock 
option  plan. 

Schultz,  25,  is  vice  president  of  Internet  services 
for  DigitalNation,  an  ISP  in  Alexandria,  Va.  In  less 
than  one  year,  he’ll  be  able  to  redeem  the  coins  for 
$2,500  or  5,000  shares  of  company  stock.  And  if 
DigitalNation  goes  public,  there’s  no  telling  what 
those  shares  may  bring  on  the  open  market. 

Stock  options  are  hot,  hot,  hot.  Network  profes¬ 
sionals  withAmazon.com  dollar  signs  in  their  eyes 
gamble  by  taking  jobs  at  start-ups  with  unknown 
potential. The  trick  is  determining  what  stock 
options  may  be  worth  and  how  an  offer  compares 
with  your  current  compensation  package. 

Romain  Agostini  did  his  homework  before  he  left 
a  good  job  to  enter  the  stock  option  sweepstakes. 

As  the  network  administrator  for  Stanford  Univer¬ 
sity’s  Linear  Accelerator  Center,  Agostini  took  advan¬ 
tage  of  free  tuition  to  earn  a  degree  in  engineering 
management  and  amassed  a  tidy  sum  in  his  401(k) 
plan.  Last  fall,  the  budding  entrepreneur  took  a  job 
as  business  development  engineer  with  ClickNet 
Software  in  San  Jose. 

Agostini  used  an  online  stock  options  projection 
calculator  to  compare  his  overall  compensation 
package  at  Stanford  to  the  offer  from  ClickNet. 
Developed  by  electronic  recruitment  firm  People- 
Scape,  the  tool  was  handy  for  reducing  both  pack¬ 
ages  to  current  net  value. 

“It’s  easier  to  compare  the  various  parts  —  the 
401  (k)  to  the  stock  options  and  bonuses  —  when 
you  bring  them  down  to  the  same  common  denomi¬ 
nator,”  Agostini  says. 

He  ran  projections  several  times,  calculating  vari¬ 
ous  return  rates  over  different  time  spans  for  his 
compounding  401(k)  and  ClickNet ’s  unproven 
options.  His  calculations  indicated  that  ClickNet’s 
offer  would  likely  be  more  lucrative  in  the  long  run. 
However,  Agostini  concedes  that  projections  are  just 
that  —  projections. 

“It  all  depends  on  your  confidence  with  the  start¬ 
up,”  he  says. 


Weighing  your  options 

As  Agostini  found,  you  need  to  factor  in  a  com¬ 
pany’s  future  plans  and  the  option  terms  when  you 
evaluate  stock  options.  Be  well  informed  on  both 
counts,  suggests  Robert  Fields,  a  tax  attorney  with 
New  York  law  firm  Greenberg  Traurig. 

Stock  option  plans  have  their  own  language, 
including  terms  such  as  vesting,  forfeiture,  nonquali¬ 
fied  options,  incentive  stock  options  and  reload 
options,  to  name  a  few.  Every  company’s  plan  is  a  bit 
different,  so  you’ve  got  your  work  cut  out  for  you. 
Fields  suggests  you  take  the  time  to  learn  the  basic 
components  of  any  plan. 

The  first  area  to  examine  is  vesting,  which  influ¬ 
ences  almost  every  other  aspect  of  a  stock  option 
plan.  “Are  you  fully  and  immediately  vested  in  the 
options,  or  [are  you  vested]  over  a  period  of  years? 
Most  plans  have  a  three-,  four-  or  five-year  vesting 
schedule,”  Fields  says. 

Because  employee  retention  is  key  to  a  company’s 
success,  most  plans  include  a  variety  of  forfeiture  pro¬ 
visions.  If  you  leave  the  company  before  you’re  fully 
vested,  you  walk  with  nothing.  And  if  you’re  fired  for 
cause,  you’ll  probably  lose  your  stock  options.  Some 
companies  throw  a  monkey  wrench  into  the  vesting 
schedule  by  stipulating  that  corporate  financial  goals 
must  be  met  before  employees  can  exercise  options. 

Some  firms  offer  stock  to  their  employees  at  an 
attractive  price,  but  producing  the  cash  is  difficult 
for  many  employees. That’s  why  some  companies 
include  sweet  provisions,  such  as  reload  options,  to 


lighten  the  financial  burden  on  its  staff.  With  re¬ 
loads,  cash  isn’t  king.  Firms  allow  their  employees  to 
use  previously  owned  stock  to  buy  a  lower  priced 
option.  For  example,  if  the  stock  you  own  outright 
is  worth  $50  and  you  can  pick  up  your  options  for 
$25,  you  can  trade  the  one  share  of  $50  stock  for 
two  shares  of  your  options. 

Schultz  didn’t  join  DigitalNation  for  its  stock  option 
plan,  but  he  was  intrigued.  He  says  the  plan  is  a  simple 
way  of  giving  employees  an  incentive  to  stay,  and  it 
lets  them  invest  in  the  company.  “It’s  also  a  good  indi¬ 
cation  of  the  way  the  company  is  run,”  he  says. 

For  now,  the  Internet  guru  is  holding  onto  those  sil¬ 
ver  dollars  and  counting  the  days  until  January  2000 
when  he  can  trade  them  in  for  DigitalNation  stock. 

Prencipe  is  a  freelance  writer  and  attorney  in 
Springfield,  Va.  She  can  be  reached  at  LWPrencipe @ 
excite.com. 


"•'•Online 

•  Two  calculators  you  can  use  to  compare 
different  stock  option  packages. 

•  A  glossary  of  stock  option  terms. 
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NETWORK  ENGINEER 


Epson  Electronics  America, 
Inc.  has  an  immediate 
opening  for  a  Network 
Engineer  at  our  headquar¬ 
ters  for  electronic  devices 
and  components  business 
in  El  Segundo,  CA.  Candidate 
must  have  at  least  2  years’ 
experience  in  a  lead  or 
senior  position  in  the  IT 
field  and  at  least  6  years' 
experience  in  an  IT  related 
field.  In  this  position,  you 
will  be  responsible  for 
support  of  all  NT  Server  & 
SUN  Server  operating  sys¬ 
tem  installation,  support 
&  administration.  An  AA 
degree  in  IS  or  related  field, 
and  a  Microsoft  MCSE 
certification  are  also  required. 

Epson  Electronics  America 
offers  highly  competitive 
salaries  and  unsurpassed 
benefits.  For  immediate 
consideration,  please 
submit  resume  with  salary 
history  to: 

Epson  Electronics 

Attn:  Nancy  Mellinger 
1960  E.  Grand  Ave. 

2nd  Floor 

El  Segundo,  CA  90245 
FAX:  (310)  955-5400  EOE 


Programmer  Analyst  to  analyze, 
design,  develop,  test,  implement 
and  maintain  application  software 
using  Informix  and  Oracle  data¬ 
bases,  Informix  On-line  7.3, 
Informix-4GL,  Informix  ESQL- 
C,  Informix-SQL,  C  program¬ 
ming  and  shell  scripts,  on  UNIX 
operating  system;  develop  and 
deploy  the  application  on 
Windows  environment  using 
Visual  Basic.  Require  a 
Bachelor’s  degree  or  equivalent  in 
Computer  Science  or  related  field 
and  two  years  experience  in  job 
offered  or  as  Software  Engineer. 
Experience  must  include  design 
and  development  of  applications 
using  Informix  and  Informix  4- 
GL  under  Unix  environment. 
Salary:  $60,000  per  year,  8  am  to 
5  pm.,  M-F.  Apply  with  resume  to 
Sundar  Adhimulam,  President, 
Ordusion  Technologies,  Inc.,  6055 
Atlantic  Blvd.,  Suite  K 2, 
Norcross,  GA  30071 


Your 


Ad 

Could 

Be 


Here 

For 


$717.50 


(less  if  you 
have  a  contract) 


COME  TO  THE 
CAROLINAS 


Be  in  good  company  at  Blue  Cross 
and  Blue  Shield  of  South  Carolina. 
Due  to  rapid  growth,  we  are  currently 
accepting  resumes  for  positions  in 
our  Columbia,  SC  offices: 

♦  Enterprise  Network  Engineer 

NT,  Novell,  UNIX,  Lan  Topolgy, 

Network  Analyzing  Tools  (Sniffer, 

HP  Openview,  Network  General) 

♦  CISCO  Supervisor 

CISCO  Routers,  HUB  &  Switches. 

ATM,  Ethernet,  Token  Ring 

♦  PC  Support  Engineer 

NT  Workstations,  Novell,  3270 
emulator,  RAS,  Win  95,  Office  97 

We  offer  a  competitive  salary, 
flexible  benefits  program,  relocation 
benefits,  &  an  excellent  career 
development  opportunity. 

CALL,  SEND,  FAX  OR  E-MAIL  RESUME  TO: 
I/S  Recruiting 

Blue  Cross  and  Blue  Shield  of  SC 
1-20  East  @  Alpine  Rd. 
Columbia,  SC  29219 

TEL:  800-288-2227  Ext.  45596 
FAX:  803-419-8096 
john.stoughton@bcbssc.com 

EOE/M/F/D/V 

jj  BlueCross  BlueShield 
»  of  South  Carolina 
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Telecommunications  Network  Architect 


Major  Telecommunications  firm  located  in  Northern  NJ  is 
seeking  Network  Architects  to  join  their  Outsource 
Solutions  Practice.  The  hired  candidate  will  be  part  of  a 
team  of  highly  experienced  Telecommunications  special¬ 
ists  devoted  to  working  with  Fortune  1,000  companies 
that  have  elected  to  outsource  telecommunications  net¬ 
work  requirements  and  operations.  Lead  responsibility  for 
client  network  solution  development  will  be  the  primary 
job  function.  The  network  solutions  architect  will  have  6- 
10  +  years  of  demonstrated  consultative  experience 
(including  info  tech  ops  management)  designing  and 
operating  large  domestic  and/or  International  LAN/WAN 
network  environments  encompassing  voice,  data,  video 
and  internet  applications.  Specific  knowledge  of  and 
experience  with  SONET,  ATM,  FRAME  RELAY,  ETHER¬ 
NET,  TOKEN  RING,  FDD  I;  SNA/SDLC;  UNIX/TCP/IP 
as  well  as  Signaling  System  7,  Narrow  Band  Digital- 
DDS/DDO;  Wideband/Broadband  ISDN;  T-l;T-3 
is  desirable.  When  necessary,  travel  to  client  sites 
will  be  required.  BA/BS  in  Computer  Science, 
Telecommunications,  or  Business  desired. 

The  qualified  candidate  will  be  able  to  show  a  track  record 
of  steadily  more  significant  assignments/accomplishments 
in  handling  a  wide  range  of  telecommunications  network 
applications.  The  ability  to  readily  represent  examples  of 
high  level  solution  applications  will  be  required  as  well  as 
verification  of  competencies  and  references  prior  to  meet¬ 
ing  with  the  hiring  managers. 

Compensation  and  Benefits:  The  salary  range  is  highly 
competitive  +  full  benefits. 

Interested  Candidates  please  submit  resume  with 
Reference  #98-013  to: 

KULPER  &  COMPANY,  LLC,  Executive  Search 

Keith  D.  Kulper 
President 
PO  Box  1445 

Morristown,  NJ  07962-1445 
Voice:  973-285-3850 
Fax:  973-285-3851 

Email:  kulper-company- 1  @worldnet.att.net 
THIS  IS  AN  EQUAL  EMPLOYMENT  OPPORTUNITY 


- r - Network  World  Career  Fairs - 

ill 

Networld+lnterop  ‘99 

Two  great  locations! 

Las  Vegas  Atlanta 

May  11-13  September  14-16 

Data  Service 

Technical  Sales  Support  Engineer 


one  of  the 

COMPUTERWORLO 


This  position  is  part  a  nationally  deployed 
Data  Services  Engineering-Technical 
Sales  Support  team  responsible  for 
providing  Tier  2  technical  consul¬ 
tative  support  to  the  field 
sales  force. 


You  will  be  called 

upon  to: 

•  Assist  sales  teams 
and  customers  in 
assessing  cus¬ 
tomer  application 
requirements  and 
developing  short-term 
and  long-term  data 
networking  solutions. 

•  Perform  pre-sale  technical 
assurance  of  data  networking 
solutions. 

•  Provide  feedback  to  Product 
Mngmt/Mktg  on  data  networking 
needs  of  market/customers. 

•  Conduct  knowledge  transfer  programs 
to  field  sales  force. 


The  professional  we  seek  will  possess 
demonstrated  knowledge  of  data  networking 
solution  design  including: 

5+  years  exp.  in  pre-sale  technical  sales 
support  or  equivalent. 

WAN  (e.g.,  TDM, SONET, FR, ATM, IP) 
and  LAN  technologies. 

Data  networking  equip 
e.g.,CSU/DSUs, routers, 
switches,  firewalls). 

•  Internet,  intranet,  and 
extranet  solutions 
(e.g., VPDN,CIDR, DNS, SMTP) 
Protocols  (e.g., 

FR,  ATM,  TCP/IP,  IPX,  SNA,  etc.). 
Strong  PC,  interpersonal, 
and  presentation  skills. 

BSEE,  BSCS,  or  equivalent  degree  pref. 

For  immediate  consideration,  send/fax  resume  to: 
Corporate  Staffing-ML,  Frontier  Communications, 

180  South  Clinton  Ave.,  Rochester,  NY  14646; 

Fax:  800-676-3728;  Email: 
resume_administrator@frontiercorp.com 
We  value  diversity  in  the  workplace.  EOE. 


/rentier 

COMMUNICATIONS 

www.frontiercorp.com 


We  offer  competitive 
compensation  and 
benefits,  great 
growth  potential, 
challenging  projects  and 
an  incentive  plan  that 
features  stock  options. 
To  learn  more, 
send  your  resume  to: 
Copper  Mountain 
Networks,  Attn:  Staffing, 
3931  Sorrento  Valley  Blvd., 
San  Diego,  CA  92121; 
Fax:  (619)  453-9244;  Email: 
jobs@coppermountain.com 
EOE. 

rN 

CDPPER  MOUNTAIN 

High  Performance  DSL  Networking 

www.coppermountain.com 


t  Copper  Mountain  Networks,  a  leading  provider  of  high  performance  copper  wire-based, 

I  DSL  networking  systems,  we  believe  it’s  the  joy  of  taking  on  exciting  challenges  in  DSL 
Technology.  That’s  why  we  seek  out  team  members  with  a  passion  for  their  profession  and  a  drive 
to  excel.  We  provide  them  with  a  stimulating  environment,  excellent  resources  and  the  freedom 
to  innovate.  The  result  is  dynamic  new  developments,  such  as  our  alliance  with  Lucent  and  3Com. 
If  you're  ready  to  ignite  a  flame  that  will  lead  the  way  to  tomorrow,  consider  the  following: 


•  Director,  H/W  Engineering 
Development 

Job  Code:  NETWLD/DIR 

•  H/W  Design  Engineers 

Job  Code:  NETWLD/98-3/5 

•  S/W  Engineers 

Job  Code:  N ETWLD/98-6/1 6/32 

•  Sr.  Production  Test  Engineer 

Job  Code:  NETWLD/98-107TEP 


•  Applications  Engineer 

Job  Code:  NETWLD/98-77SAE 

•  Field  Service  Engineers 

Job  Code:  NETWLD/98-76FSE 

•  Customer  Technical  Training 
Coordinator 

Job  Code:  l\IETWLD/98-97CTTC 

Other  Software  Engineer  positions  at 
all  levels  available.  For  complete  job 
descriptions  see  our  website  at: 
www.  coppermountain.  com 


We  offer  competitive  compensation  and  benefits,  great  growth  potential,  challenging  projects 
and  an  incentive  package  that  features  stock  options.  To  learn  more,  send  your  resume  to: 
Copper  Mountain  Networks,  Attn:  Professional  Staffing,  (referencing  appropriate  Job  Cods), 
3931  Sorrento  Valley  Blvd.,  San  Diego,  CA  92121-1402.  Fax:  (619)  453-9244.  Email: 
jobs@coppermountain.com  Equal  Opportunity  Employer. 
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Network 

Management 

for  Microsoft  Windows 


■,buted  N  mt 


SNMPc  WorkGroup 
Manager 


Distrib^MT 
(or^'nd° 


Affordable  management 
for  small  nenvorks. 

With  an  installed  base 
of  ov  er  60,000  copies, 
this  popular  tool  is  resold 
by  major  OEMs,  including 
Cisco  and  ACC. 


HHHnmi 


Castle  Rock 

Computing 

Phone:  408.366.6540 
Fax:  408.252.2379 


Download  a  Free  Evaluation 

www.castlerock.com 


Network  Troubleshooting,  Analysis  and  Trending 


So  Full  of  Features,  You  Won’t  Believe  the  Price 


Capture  and  Decode  Protocols 
Monitor  Bandwidth  Utilisation 
Grade  LAN  E  fficiency 
Long-Term  Network  Trending 
Auto-discover  Network  Addresses 
Set  Triggers  and  Alarms 
Extensible  with  Probes 
Monitor  Network  Errors  by  Station 
Many  new  decodes  includingIPv6 

Multiple  Mode  Interface 
View  LAN  Errors  (Vital  Signs) 

Monitor  WEB  Servers 
Track  Router  traffic  in  real  time 
Full  32-bit  (95/98  &  NT  4.x  Only) 

Filter  by  MAC  or  IP  address,  protocol,  or  offset 
View/  Chart  IP  and  IPX  usage  by  service 
Detect  duplicate  IP  addresses 

If  you  have  network  slowdowns,  would  you 
know  if  they  are  due  to  overloaded 
bandwidth,  broadcast  storms,  or  errors? 
Observer  will  show  your  LAN  traffic  in  real 
time,  and  with  this  information,  help  you 
pinpoint  problems.  Once  the  source  and 
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$995. 


Ethernet,  Token  R inn  and  I  DPI 
Windows  95  /9X  and  NT 


cause  is  found,  solutions  and  action  plans 
become  clear.  Start  seeing  what  you  have  been 
missing!  Call  800-526-7919  for  a  FREE 
DEMO  or  download  from  our  web  site. 


www.networkinstruments.com 


networkI 

INSTRUMENTS 


TM 


©  1998  Network  Instruments,  LLC  -  Corporate  Headquarters  (612)  932-9899  FAX  (612)  932-9545,  UK  and  Huropc 
+44  (0)  1474  702427  FAX  +44  (0)  1474  707830  Internet:  info(a*netAVorkinstruments.com  www.networkinstrumcnts.com 
ObserverS,  Network  Instruments  and  the  “X”  logo  arc  trademarks  of  Network  Instruments,  I.I.C  Minneapolis,  MX  USA 
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#290  @  www.networkworid.com/infoxpress 


West  Hills  Networking  Solutions 


10/100  Network  Cards 


Gigabit  Network  Adapter . Cal 


3COM  Fast  EtherLink  XL 
Auto-sensing  10/100  PCI  RJ45  network  adapter . 
(3C905-TX) 


INTEL  PRO/IOO  TX  PCI 

High  performance  10/100  32  bit,  RJ45,  adapter. j 
(PILA8460) 


Cisco  10/100  Fast  Hub 
Dual  speed  auto-sensing  10/100  hub. 
12-Port  (112T) . $769  24-Pod 


$1,285 


Prices  Updated  Daily 


D-LINK  10/100  Hubs 
16  and  24  10/100Base-TX  Dual  Speed  Uri 
16-Port  (DFE-916X) . $616  24-Poi 

NBASE  MegaStack  100  -  Fast  Ethernet  Hi%  m/CTv//  3D6C/0/S 

24  10/100  Port  autosensing  stackable  hub 
with  option  for  fiber  uplink  (NH1026)  .... 


Iff  iff  iff 


5=81 


3COM  SuperStack  II  Switch  1100 

The  Switch  1100  provides  12-24  switched  Ethernet  ports  and  2 
10/100  ports.  (3C 16950/1)  . Call  for  Prices 


trator  3000 
M44  Modems  (001843-00) . $6,430 


(NH204I 

Gigabit  Ethernet  Modul 
NBASE  MegaSwitch 

8-port  lOBase-T  and  2-port  10/100  (NH210) 


$2,190 
Call  for  Prices 

$780 


Router 

rt/2  serial  ports/8  Asynchronous  ports. 

12509- CH) . $2,129 

pecial  Pricing  for  ISP’s 


Transceivers 


100Base-TX  to  100Base-FX  Transceiver . Call  for  Prices 

lOBase-T  to  AUI/FL  Transceiver . Call  for  Prices 

BNC  to  RJ45  Transceiver . Call  for  Prices 


Call  for  Current  Pricing  on  Any  Manufacturer's  Products 


i 

j— 


1-800-FOR-LANS 

1-800-367-5267 

sales@west-hills.com 


WCfT  HILL* 
LAM  lYITeMI 


7949  Woodley  Avenue,  Van  Nuys,  CA  91406 
Technical  Support:  818-773-8171 
Fax:  1-818-773-8932 


Visa/MasterCard/Discover/American  Express  •  Fast  Delivery  •  Most  Orders  Ship  The  Same  Day  •  Prices  Subject  To  Change  Without  Notice 


#297  @  www.networkworld.com/infoxpress 
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Anatomy  of  a  World  Class  KVM  Switch. 


High  Resolution  Video 

NTl's  Matrix  KVM  Switches 
support  1600x1200  video 
resolution  with  no  image 
degradation  or  loss  of  signal 
to  250  feet  —  guaranteed. 

True  Matrix  Design 

NTl's  True  Matrix  KVM  Switch 
design  allows  up  to  8  users 
independent  or  simultaneous 
non-blocking  access  to  32 
computers  on  a  single  switch. 
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Multi-Platform  Support 

Our  Matrix  KVM  Switch  can  be 
used  as  either  a  single  or 
multi-platform  switch  and 
supports  all  PS/2  style  PCs, 
RS6000,  HP9000,  Mac,  Sun  and 
Sun's  ULTRA  systems. 


Microprocessors 

Dedicated  microprocessors  in 
NTl's  Matrix  KVM  Switches 
provide  reliable  control  and 
performance,  preventing  CPUs 
from  locking  up  or  freezing. 


On  Screen  Display 

The  optional  OSD  enables  the 
user  to  select  network  servers 
by  name  or  port  number.  The 
display  is  OS  and  software 
independent,  and  is  equipped 
with  password  protection. 


t bSun 


Network  Technologies  Inc 

1275  Danner  Dr  •  Aurora,  OH  44202  •  330-562-7070  •  800-742-8324 
FAX:  330-562-1999*  E-Mail:  saleS@ntM.COm 


At  NTI,  We  Know  That  Your 
Reputation  is  Depending 
On  Our  Performance. 

4s  a  network  professional,  you  need 
to  be  certain  you  can  rely  on  your 
switching  peripherals  to  do  what  the 
manufacturer  says  they  can.  Not  some 
of  the  time,  but  all  the  time,  every  time. 

At  Network  Technologies,  we  deliver 
performance,  not  excuses.  If  you  need 
to  streamline  your  server  center 
operation,  combine  Windows  NT  and 
UNIX  systems  in  an  enterprise 
environment  or  just  eliminate  the 
confusion  and  expense  of  redundant 
keyboards  and  mice,  NTl's  Multi-User, 
Multi-Platform  Matrix  KVM  Switches 
will  provide  you  with  the  reliable  and 
compatible  switching  solutions  you  need. 

Wiether  you  rely  on  our  Matrix  KVM 
switches  for  critical  medical,  defense, 
bankingor  corporate  applications,  you 
can  be  certain  that  at  NTI  we  stand  by 
our  promises. 

fiecause  it's  not  just  your  reputation 
that  is  on  the  line. 


Visit  our  web  site  at:  WWW.ntil  .COIT1 
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Netscape:  ISDN  -  Telco  Depress  -  Digital  Pricing,  ISP  Searching, II ,  T3,  Centrex 


To  find  the  pricing  for  Telco  lines  in  your  area,  enter  area  code  +  1st  three  digits  of 
your  phone  number.  Then  select  technology  needed,  and  calculate  quote.  Enter 
2nd  location  for  point  to  point  service. 


Area  Code  &  Exchange:  t 
Area  Code  &  Exchange:  [ 


]  (e.g.  703426) 
]  (optional) 


ISDN  BRI 

ISDN  Centrex 

56K 

T1 

T3 

DSL 

PRI 

Channelized  T1 

Frame  Relay 

Interlata  Frame  Relay 

FDDI 

SMDS 

ATM 


Select  Tech  Type: 


Calculate  Quote 


The  New  Brand  of 
Telecommunication  Service 

877-988-6484 


Digital  Line  Pricing  Tool 
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AT  HOME, 
HOW  YOU 
SURF  IS 
YOUR 
BUSINESS 


ACCESS:  DENIED! 


The  unique  hardware  "Firewall"  device  that  protects  your 
system  from  hackers  and  other  unauthorized  persons  -  24 
hours  a  day  *******  Like  a  junkyard  dog! 


Networks,  modems,  computers,  phone  systems,  plus  many 
other  systems  may  be  remotely  accessed  only  by  entering  a  7 
digit  security  code  with  100,000,000  user  settable  combina¬ 
tions.  After  3  unsuccessful  attempts,  the  device  locks  out 
access  to  the  system  for  15  minutes  (user  settable). 


ACCESS:  DENIED! 


Watchdog  2000  is  essential  for  maintaining  unat¬ 
tended  kiosks,  security  systems,  scientific  instru¬ 
mentation,  and  any  other  equipment,  which  must 
run  continuously.  Watchdog  2000  addresses  the 
problem  of  chronic  system  lock-ups  when  no 
one  is  at  the  site  to  manually  reboot  the  system. 
Includes  all  necessary  hardware  and  Windows 
software.  Watchdog  2000  $299.00 


Immediately 

increase 

productivity. 

Monitor,  report  on,  or 
block  all  Internet  access, 


j  Booger  Hallo  everybody 
Boogrr  Hallo  KeyOey 

|  Booger  Tm  from  Belgium,  from  where  are  you  folks  ? 


TeleSwitch  Corp. 

124  N.  Bicycle  Path 
Selden,  NY  11784 
Telephone:  516-244-7075 
FAX:  516-244-5725 
www.teleboot.com 
sales@teleboot.com 


PROXY 


INTERNET 


PC  based  Video  Surveillance  System 
Live  Video  over  your  Network! 

View  64  Cameras  from  any  PC 
Monitor  Alarms  from  any  PC 


PROXY/MAIL  SERVER  FOR  WINDOWS  95/98/NT 


Connect  your  entire  network  to  the  Internet  with  only  one  ISP  account,  one 
modem,  one  dial-up  connection  and  only  one  (dynamic)  IP  address.  You  will 
increase  the  throughput  and  lower  your  connection  fees.  The  firewall  will  protect 
your  data  and  the  mail  server  will  transfer  all  your  e-mail. 

Find  out  for  yourself  why  WinProxy  is  distributed  in  almost  70  countries 
worldwide  and  why  it  received  "THE  BEST  OF  LANTIMES"  award  from  the  LAN 
Times  Testing  Center  and  the  best  rating  from  the  leading  software  archives 
(Tucows,  ZDNet). 


THE  BEST  OF 

LANTIMES 


5  x  COW 


TUCOWS 


received  from 

the  LantimesTesting  Center 
Apr.  13  issue,  Pg.32 


Vivt  www* 

ViViiiVi  i »  I 


Test  this  outstanding  product  now  and  get  the  fully  fun¬ 
ctional  2-user  demo  at  our  WWW.  20-day  trial  key  for 
unlimited  testing  available  too.  Test  it  for  free! 


WINPROXY  PRICE  LIST 


A  chance  for  resellers,  system 
integrators,  consultants  and 
Internet  service  providers!  Ask 
for  special  conditions  &  prices! 


For  Free  Product  Info  • 


Access 

Denied! 


CHAT  ABOUT  IT! 


11  Today  Toll  Free  1-877-652-7241 
Made  with  Pride  in  the  U.S.A. 


Video  Security  Management 
for  NETWORKS! 


M  CcroSw  etcher 


PLUS 


5-user 

10-user 

unlimited 


ACI  International  Inc. 

www.aciconnect.com  Toil  free  (800)  267-2288 
Phone  (905)  660-4460  Fax  (905)  660-7544 


ORDER  ONLINE!  www.winproxy.net 
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For  Free  Product  Info  •  www.networkworld.com/infoxpres: 


Discover  the  fast  and  easy  way  to  boost  your  I.T.  knowledge  and  prepare  for 
I.T  certification.  Our  computer-based  training  courses  provide  a  learning 
environment  that  surpasses  traditional  classroom  and  video  courses.  See  for 
yourself  how  ForeFront  Direct  can  give  you  the  skills  you  need  to  launch  or 
accelerate  your  I.T.  career.  Call  today  for  your  FREE  demo  disk! 

•  Open  the  Door  to  Great 
Career  Opportunities 

•  Raise  Your  Income 

•  Gain  Valuable  Skills, 

Knowledge  and  Technical 
Recognition 

•  Study  at  Your  Own  Pace 

•  Interactive  Hands-on  Exercises 

•  Online  and  Telephone 
Mentoring  Available 

•  One-on-One  Training 
Consulting 


Self-Study  Courses 

•  MCSE  •  MCSD 

•  MCSE+ Internet  ’Visual  I 

•  MCP  •  Visual  ( 

•  CNE  •  Java 

•  Novell  CIP  •  C++ 

• CNA  •  COBOL 

•  Cisco  •  Oracle 

•  UNIX  •  Lotus 

•  Networking  •  SAP 

•  Webmaster  •  Office  S 

•  PC  Repair  •  Windov 

•  A+  Certification  •  And  Me 


ForafRONT 


Call  Now  to  Get  Your  FREE  Demo  Disk! 


FOREFRONT 


DIRECT 

A  CBT  Group  Company 


(800)653-4933  •  (727)724-8994  •  Fax:  (727)726-6922 


NWM 


Remote  Trouble-Shoot  &  Reboot 


1/  Dial-up  and  telnet  access  to  Remote  Sites 
Select  Multiple  Console/AUX  Ports 
^  Reboot  power  on  selected  devices 


When  it  comes  to  Remote  Site  Management,  no  one  offers  more  choices  to  access 
multiple  console/AUX  ports  and/or  reboot  power  than  NetReach  products  from 
Western  Telematic.  We  offer  the  flexibility  you  need  to  mix  and  match  equipment  for 
small  or  large  remote  management  strategies.  NetReach  products  are  now  installed  in 
thousands  of  network  sites  world  wide.  Our  customers  know  they  can  depend  on  our 
superior  quality  and  reliability  for  their  mission-critical  operations. 


Console/AUX  Fbrt  Managers 

Remote  access  to  multiple  RS -232  Console/AUX  Ports 

•  TCP/IP  (telnet)  and  dial-up  (modem)  •  Continuous  off-line 
buffering  •  Password  Protected  •  Any-to-Any  Port  Matrix 
Switching  •  AC  or  -48V  DC  power  options  •  Various  models 
from  4  to  64  ports 


Intelligent  Remote  Power  Switches 

Reboot  “locked-up”  network  equipment 

•  AC  and  -46V  DC  versions  •  Password ,  Site  ID,  Plug  Labels 

•  On/Off/Reboot  power  switching 


Rack  Mount  Modem 

Single  modem  for  Dial-up  acces  to  console  ports 

•  AC  and  -46V  DC  powered  •  33.6Kbps  V34+  •  Requires 
only  one  19”  rack  space 


□  western 
l  D  telematic  inc. 


(800)  854-7226  •  www.wti.com 


5  Sterling,  Irvine,  CA  92618-2517 
Facsimile:  (949)  533-9514 


HBROSBraa  US  • 
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A  KVM  switch  is  only  as  smart 
as  the  brains  behind  it. 
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E-mail:  sales@raritan.com  Phone:  732-764-8886  Fax:  732-764-8887 

^ —  — 
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The  Network  Protection  Software 
you  have  been  waiting  for! 


SessionWall-3 


Router 

w 

SessionWall-3™ 


Download  Free  Test  Drive 
www.sessionwall.com 


We  take  the  work  out  of  Network  Protection 

phone:  1-817-251-7000  fax :  1-817-251-7001 


MEMCO 

www.memco.com 


\sf  Immediately  puts  you  In  control 
Shows/Reports  what’s  going  on 
[V  Detects/Identifies  hackers  and  abusers 
iV  Detects  malicious  Java/ActiveX  applets 
0 i  Blocks  unwanted  sessions/intrusions 
\sf  Content  level  scanning 
of  Email  and  attachment  viewing 
£■  Protects  your  entire  network 


of  Affordable 

\!fSeH  configuring/monitoring 
S' Easy  to  install  -  less  than  5  minutes 
Bf  No  network  changes  required 
gf  No  network  overhead 

Monitors/Controls  from  a  single 
Windows  95  or  NT  System 
\yf  URL  and  virus  library  currency  option 


For  the  lowest  price  on 
TimePlex  Equipment 


All  hardware  is  staged 
and  pre-tested. 
If  it  doesn't  say 


■'v 

Support 
Software/Prom  Upgrades 
Year  2000  Upgradable 


then  it's  not! 


ALL  TIMEPLEX  EQUIPMENT 


FDDI 

LINK/2+ 

LINK/1 

LINK/100 


CSU 

microLINK 

miniLINK 

ROUTERS 


TIME/LAN 

TIME/PATH 

MICROPLEXER 

OEM 


1 -800-726-LINK  ext.  1777 


Demand  Raritan. 


or  Fax:  1-727-531-2102 


1  Connect  and  operate 
any  combination 
of  computers 
(PC,  Mac,  Sun, 
Alpha,  HP9000, 
RS/6000,  SGI) 
without  having 
to  change  cards 
or  dip  switches. 


Unique  Raritan 
emulation  technology 
dedicates  a  “brain”  to 
each  channel  to  deliver 
automatic  booting  and 
flawless  operation, 
and  to  prevent 
keyboard  and 
mouse  lockup. 


•  Intelligent  on-screen  user  interface 
simplifies  switching,  operation,  and 
administration.  Premium  video 
components  and  double-shielded 
coaxial  cables  deliver  hi-res  video. 


•  Easy  to  install,  easy  to  use.  Start 
with  2,  4,  8,  or  16  computers. 
Expand  to  control  up  to  256. 
Operate  from  central,  remote, 
or  multiple  locations. 


Request  this 
FREE  guide 
to  learn  critical 
factors  about 
KVM  switch 
performance. 


For  a  limited  time. 


people  register  fforf 
program  -  the  seco 


hands-on  training  for  ALL  6  modules,  Microsoft  app 


It  testing  software  (with  hundreds  of  practice  questi 


Support  Training  and  demo  version  of  NT  4.0.  Offer  valid  f( 


iates  must  register  together.  Second  person  pays  for  books,  softwah 
:Jjbp!y.  Call  or  visit  Microhard  website  for  complete  terms  &  cortdfd®! 

certifications:  MCP,  MCSD, 

I,  ORACLE,  CNE,  CNA,  A+  I  m 


THE  BEST.  FIND  WHY  COMPANIES  LIKE  AT&T,  AR 


OS  ROBOTICS  AND  THE  US  DEPT.  OF  DEFENSE  C 


BROOK  ORLANDO  ST.  LOUIS  SCHAUMBURG  TH 


-MICROHARD 

Use,-  f _ TEShSt  i  @ 


WWW 
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Call  toll  free  1-800-724-8090,  X83, 
or  visit  us  online  at  www.raritan.com 


Raritan 


For  Free  Product  Info* 


tub  of  the  Network  Buy  •  the  . 

-  :  ■  i.  i  > 


ERE 


email  newsletters  from  the  most  trusted  name  in  networkin 


Network  World  has  introduced  a  series  of  free,  email  newsletters  developed  exclusively  for  busy  network  IS 
professionals.  These  newsletters  are  emailed  twice-weekly  and  will  alert  you  to  key 
developments  in  areas  such  as: 

Frame  Relay,  Web  Application  Development, 

Network/Systems  Management,  High-Speed  LANs,  NetFlash  Daily, 

Windows  NT,  Groupware  and  Messaging,  and  more. 

They  will  provide  advice  and  insights  on  the  key  issues  shaping  these  technologies. 

There’s  also  a  Career  Advisor  newsletter  aimed  at  helping  you  get  the  most  from 
your  job.  The  newsletters  combine  the  expertise  and  knowledge,  along  with  the 
immediacy  of  email  to  help  you  keep  abreast  of  the  changing 
networked  world. 


,  http://www.nwfusion.co 


Network  World  Delivers  Buyers!  Buyer’s  of  your  products  and  services. 


Local  Area  Networks 
Network  Operating  Sys.  Soft 
LAN  Storage/Backup 
Optical  LAN  Storage/Backup 
Disk  LAN  Storage/Backup 
Tape  LAN  Storage/Backup 
RAID  LAN  Storage/Backup 
Network  Test/Diagnostic 
Tools 

Cables,  Connectors,  Baiuns 
UPS 

Network  Interface  Cards 
Peer  to  Peer  LANs 
SNMP  Network  Management 
ATM  Switches 
Token  Ring  Switches 
Ethernet  Switches 
Superservers 
File/Application  Servers 
Print  Servers/Fax  Servers 


CD-ROM  Servers 
LAN  Servers 

Network  Management  Soft 
Systems  Management  Soft. 
Communications  Software 
Terminal  Emulation  Software 
Client/Server  Applications 
Database  Mgmt./RDBMS 
Soft. 

Groupware 

EDI 

E-Mail 

Windows/GUI 
Multimedia 
Graphics/DTP 
Remote  Access 
Imaging 

Service  Suite  (Back  Office) 

Suites 

Middleware 


Document  Management 
Database  Server 
Site  Metering  Tools 
Computer-Integrated 
Telephony 
Bridges 
Routers 

Bridge/Routers 
Gateway 
Intelligent  Hubs 
Stackable  Hubs 
La  ptops/  Notebooks/Su  b- 
ntbks 

Micros/PCs 

Minis 

Mainframes 

Workstations 

Terminals 

Printers/Network  Printers 
Cluster  Controllers 


CD-ROM 

Fax/Modem  Boards 
Internet  Access  Service 
Firewalls/Security 
Web  Servers  &  Browsers 
Internet  Apps/Groupware 
Search  Retrieval  Products 
Internet  Development  Tools 
Internet  Commerce  Tools 
PDA 

PCMCIA  Devices 
Wireless  Data  Serv.  &  Equip. 
Wireless  LANs 
Cellular  Equipments 
Services 

Frame  Relay  Equip./Services 
Modems 

FT1/T-1/T-3  Multiplexers 
FT1/T-1/T-3  Services 
SONET 


Inverse  Multiplexers 

SMDS 

ATMs 

Diagnostic/Test  Equipment 

DSU/CSU 

VSAT/Satellite 

ISDN  Equipment/Services 

PBXs 

Voice  Mail/Response 
Videoconferencing 
Leased  Lines 
Switched  Data 
E-Mail/On-line  Services 
800/900  MTS  Services 
Virtual  Networks 


Source:  BPA,  June  1997 


Systems/Features/Memory 


Buy/Sell/Trade,  New  &  Used 


t<Co  ut:er&  •  h &&  •  Hul?& 


CISCO ,  BAYNETWORKS,  CABLETRON 


Also  Available:  Wellfleet,  Bay,  Fore, 
Xylogics,  Livingston,  &  Ascend 

in  Stock  •  Fast  Delivery  •  No  Expedite  Charges 

COMSTAR,  INC. 

The  #1  Network  Remarketer 

612*835*5502 

Fax  612»855»1927  E-Mail:sales®comstarinc.com 


#234  @  www.networkworld.com/infoxpress 


ASCEND  ■  FORE  ■  3COM  ■  CHIFCOM 


Visit  Our  WEB5ITE@www.bizint.com 

NY  Office/Sales:  Main  Office: 

Tel:  (315)  458-9606  Tel:  (978)  667-4926 

US  Fax:(315)458-9493  Fax:(978)663-0607  ^ 
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Cabletron  Equipment 


>toc*  •  100%  factory  refurbished 
/GiV  •  Only  factory-authorized  VAR 

•  30  day  hot  swap,  1  year  free  repair 

•  We  also  carry:  Bay  Networks, 
t 3Com,  Compex,  Cisco  &  more! 


¥> 


COMMUN/CA r/OHS.  tie 


Vnetek  Communications,  LLC 
sales@vnetek.com  •  www.vnetek.com 

Brand  names  are  registered  trademarks. 
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UN/WAN  •  BUY/SELL 
FULLY  WARRANTEED 
NEW/REFURBISHED 


MODEMS 
DSU/CSU'S 
T-1  EQUIPMENT 
SWITCHES,  MUXES 
HUB,  BRIDGES,  ROUTERS,  ETC. 

Cabletron  Bay  Networks 


Cisco  Specialists 


3Com  Micom  Adtran  H/P 

We  carry  all  manufacturers,  call  ask  for  sales. 

http://www.adcs-inc.com 

PHONE 
800-783-8979 


FAX  (916) 
-6962 


REFURBISHED  NETWORKING  EQUIPMENT 


The  First  Name  in  Second  Source 
Networking  Equipment 

BUY,  SELL, 
LEASE/RENT,  TRADE 

Routers,  Hubs,  Switches,  Comm.  Servers 


BAY  NETWORKS,  3COM, 
ASCEND,  LIVINGSTON,  XYPLEX 

'All  trademarks  are  the  property  of  their  respective  owners 


Technical  Support  •  Product  Warranty  •  Aggressive  Pricing 

1 -800-832-6539 

FAX:  612-944-3534 
VOICE:  612-944-3440 
Email:  sales@interlinkcom.com 
http://www.interlinkcom.com 


I  Cl  Si 


COMMUNICATIONS 
7131  Shady  Oak  Rd,  Minneapolis,  MN  55344 
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— n  Save  up  to  80%  on  new/usedi 

NETFAST  >-  Routers  ►  Switches  ►  XDSL  >  T1  CSU/DSUs 
^ >-  ATM  ►  Fast  Ethernet  ►  ISDN  ►  Frame  Relay 


►4/  www.  digitalwarehouse.  com 

►  DIGITAL  WAREHOUSE 

Your  Information  Superhighway  Discount  Source $ 


>•  Network  Assoc.  ► 


Netfast  Communications  Inc.,  56-29  56th  Drive,  Maspefh,  h 
Phone:  1-888-892-4726  or  718-894-7500  Fax:  7} 
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Lanop  Nat’l  Test  Prep 

(800)  US  NETWORK 
www.lanop.com 
MCSE/CNE  Certification 
Guarantee  to  Pass  All  Tests  1st  time 


Certified  NetAnalyst 

(800)  645-8486 

WWW.PINEMOUNTAJNGROUP.COM 
Protocol  &  Analyzer  Training 
Sniffer,  Fluke,  HP,  Shomiti 


NCR  Customer  Education 

(800)  845-2273 
www.ncr.com/trainus 
Cisco,  MCSE,  NT  &  Networking, 
Training 


Dalhousie  University 

(902)  494-1114 
www.dal.ca/intemetworking 
Master  Degree  in  Internetworking 
One  Year  Program 


TVanscender  Corporation 

(615)  726-8779 
www. transcender.com 
MCSE,  MCSD,  MCP  Exam 
Simulations 


ForeFront  Direct 

(800)  475-5831 
www.ffg.com 

Computer  based  training  for 
the  I.T.  industry 


Hands  On  Tech  Transfer 

(800)  413-0939 

www.traininghott.com 
Hands  On  Java,  Web,  VB,  C++, 

NT,  UNIX  Training _ 


To  Place  Your 
Listing  Here 
Call  Enku  Gubaie 
at  1-800-622-1108 


Contact  these  companies  today  to  help  you  with  your  training  needs! 
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WIDE  AREA  NETWORK  HARDWARE 


MICOM 
AD TRAN 
KENTROX 
FIBERMUX 
MOTOROLA 
MOLfTTECH 


0) 

ISDN 
MODEMS 
CSU/DSU 

n- csu/dsu 

MULTIPLEXERS 


WWW . NATIONALDATAMUX . COM 


t-|  Accessories,  Cables 
n-nrcrr  And  Spare  Modules, 
We  Have  It  All! 

MORGEN 

(818)  772-1591 


FAX  (818)  772-6854 
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SNMP  Tools 

Develop,  test,  demonstrate 
Management  applications 
without  real  devices. 

1 

Complete  weeks  worth  of 
manual  testing  in  minutes. 

SIMPLESOFT  Inc. 

Tel:  (650)  965-4515 
Web:  www.smplsft.com 
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BUY  -  SELL 


|  Networking  Software  -  Networking  Hardware 

Cisco  Systems 


intel  .  =SynOptics . 

|  ^  Bay  Networks  SMC 

Sales:  (619)  549  4405 
Buyer:  (619)  549  4455 
Fax:  (619)  549  4777 
pmiweb@ix.netcom.com 

I  All  trademarks  are  the  property  of  their  respective  owners 
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LANS  MUXES  CSU/DSU  Modems  Routers 


FIBERMUX  •  CABLETRON  •  CISCO 


3COM  •  ASCEND  •  SHIVA 
AT&T  PARADYNE  •  US  ROBOTICS 
MICROCOM  •  ADTRAN  &  ADC  KENTROX 
BUY  USED  ♦  SELL  REFURBISHED 


CALL  BOB  GLICK 
818-366-1374  •  Fax:  818-366-5274 

a?  ammcoM 

VISIT  US  ON  THE  WEB:  www.fibercom.net 
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STOP 


For  more  information 
on  advertising  in  the 
Marketplace,  STOP 
everything,  and  call  now! 


800-622-1108  ext. 7465 


Bay  Networks  CaBLeTROQ 


The  Merged  Company  of  SynOptics  and  Wellfleet 


Cnca  Stuns 


Novel  . 


We  Stock  the  Largest  Inventory  of 
Refurbished  Bay  Networks  in  the  World! 


•  Bay  Networks  ESP  Trained 

•  Bay  Networks  Authorized 

•  Full  Product  Line 

•  New  &  Used,  Buy  &  Sell 


•  Proven  Track  Record 

•  Good  As  New  Warranties 

•  Repair  Services  Available 

•  Technical  Support 


MADCE 

Phone  801-377-0074 
Fax  801-377-0078 
1403  W.  820  N.  Provo,  UT  84601 

Visit  us  On  the  Web  @  www.nle.com 


National  LAN  Exchange 

888.89 1.4BAY  (4229) 


C.O.D's  Terms 
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News 


IBM, 

continued  from  page  1 

recent  ComNet/DC  '99  confer¬ 
ence  in  Washington,  D.C.  “We 
feel  that  only  Lucent  has  any¬ 
where  near  the  capability 
to  offer  end-to-end  products 
and  policy  control  that  we 
will  have.” 

IBM  executives  said  the 
company  over  the  next  10 
months  will  unleash  a  family 
of  Ethernet  and  Gigabit 
Ethernet  campus  and  back¬ 
bone  switches  built  with  the 
firm’s  Prizma  ATM  chip  and 
other  IBM  Application  Specific 
Integrated  Circuit  (ASIC)  tech¬ 
nology.  The  moves  will  let 
users  build  big  high-speed 
Ethernet  backbones  with  ATM 
QoS  capabilities. 

Prizma,  developed  in  IBM’s 
Zurich  Research  Lab,  is  a  28G 
bit/sec  ATM  chip  at  the  heart 


of  the  company’s  ATM  switch¬ 
es.  IBM  would  not  say  how 
many  boxes  will  make  up  the 
new  family. 

In  addition,  IBM  will  add 
policy-based  management  fea¬ 
tures  to  the  software  running 
on  all  of  its  major  switch  prod¬ 
ucts  —  including  the  2212 
router,  827X  switch/router 
families  and  8265  ATM  switch. 

To  help  enable  policy-based 
management,  IBM  will  add 
Lightweight  Directory  Access 
Protocol  (LDAP)  support 
across  its  line  of  net  gear. 
This  will  let  IBM  switches 
access  user  profiles  and  imple¬ 
ment  QoS  policies  from  any 
LDAP  directory  in  an  enter¬ 
prise  network. 

With  these  initiatives,  IBM 
joins  Cisco,  3Com  and  other 
communications  bigwigs  that 
offer  policy  management  for 
their  routers  and  switches.  To 


differentiate  its  products  from 
those  of  competitors,  IBM 
plans  to  use  the  high-through¬ 
put  capacity  of  its  Prizma  chip 
in  combination  with  QoS  fea¬ 
tures,  such  as  guaranteed 
bandwidth,  best-effort  delivery 
and  priority  queuing. 

IBM  certainly  has  a  lot  to 
prove  in  the  Ethernet  arena, 
but  some  analysts  were  cau¬ 
tiously  optimistic  about  the 
company’s  chances. 

The  policy  management  ini¬ 
tiative  will  let  IBM  sell  to  its 
installed  base  of  Token-Ring 


users  migrating  to  Ethernet, 
and  also  could  be  attractive  to 
non-IBM  customers,  says  Sam 
Alunni,  president  of  Sterling 
Research,  a  consultancy  in 
Sterling,  Mass. 

IBM  believes  it  can  make 
highly  competitive  Ethernet 
products,  but  in  the  past,  the 
company  didn’t  feel  the  need 
to  offer  an  alternative  to  its 
Token-Ring  line. 

IBM  has  already  begun  to 
implement  some  of  its  Ether¬ 
net/ATM  strategy.  The  firm 
recently  announced  the  8274 


Nways  LAN  RouteSwitch  —  a 
Gigabit  Ethernet  switch  that 
will  be  available  as  a  blade 
inside  IBM’s  8265  ATM  switch. 
This  combination  will  let  users 
link  Gigabit  Ethernet  LANs  to 
high-speed  ATM  backbones 
(NW;  Jan.  25,  page  27). 

IBM  has  also  promised  to  fill 
out  its  Ethernet  switching  fam¬ 
ily.  In  that  vein,  the  company  in 
two  weeks  will  announce  two 
mid-size  Ethernet  switches 
that  will  fit  between  the  high- 
end  8274  and  low-end  8275 
desktop  Ethernet  switches.  Ql 


"We  expect  to  grow  our  Ether - 
net  business  at  three  times  the 
industry  rate  this  year." 

Rob  Zimmer,  director  of  strategy,  IBM’s  Networking  Hardware  Division 


I 
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Sund 


Monster.com, 

continued  from  page  1 

earned  $40  million  last  year. 
“It’s  one  of  the  best  decisions 
that  we’ve  made.” 

However,  at  least  one 
Internet  expert  questions  the 
long-term  revenue  returns  on 
such  an  enormous  investment. 

“Four  million  dollars  is  a  lot 
of  change  for  a  single  event,” 
contends  Rob  Enderle,  an  ana¬ 
lyst  with  Giga  Information 
Group  in  Santa  Clara,  Calif. 
”A  lot  of  the  reason  to  do 
the  Super  Bowl  ads  for  the 
smaller  companies  is  to  say, 
Look  at  us,  we’re  on  the 
Super  Bowl,’  as  opposed  to 
really  thinking  through  the 


business  justification.” 

Monster.com  executives  beg 
to  differ,  even  though  the  Super 
Bowl  buy  has  consumed  15% 
to  18%  of  this  year’s  marketing 
budget. 

The  Web  site  hosts  more 
than  one  million  resumes  and 
lists  173,000  jobs.  Prior  to  the 
Super  Bowl,  it  had  been  averag¬ 
ing  five  million  visitors  per 
month  and  600  job  searches 
per  minute,  according  to  Taylor. 
The  latter  measurement  is  con¬ 
sidered  most  crucial. 

“At  10:30  p.m.  or  11  p.m., 
after  the  Super  Bowl  was  over, 
we  were  doing  almost  2,900 
job  searches  per  minute,”  he 
says.  That  spike  leveled  off 
to  1,500  later  in  the 
week,  still  400  per 


minute  more  than  the  pre- 
Super  Bowl  high. 

Prepping  for  the  onslaught 
involved  seven  Monster.com  IT 
staffers,  led  by  Director  of 
Development  Jonathan  Lynch, 
who  three  days  after  the  big 
test  was  promoted  to  vice  pres¬ 
ident  of  IS  for  research  and 
development. 

“One  thing  I’ve  learned  in 
the  past  year  doing  all  this 
work  on  the  World  Wide  Web  is 
that  you  can  never  really  over¬ 
prepare  for  something  like 
this,”  Lynch  says.  “We  figured 
out  what  we  would  need  and 
then  we  doubled  it.” 

In  the  month  prior  to  the 
Super  Bowl,  Monster, 
com  installed  30 
top-of-the-line 


'Super'  traffic  at  Monster.com 


Traffic  surged  on  the  T-3  pipe  into  Monster.com  s  Web  site  after  the 
company's  Super  Bowl  ads  aired. 


Bit/sec 

48M 


Sunday,  6:30  to  11  p.m.: 
Ad  shown  twice;  traffic 
peaks  just  after  game 


36M 


24M 


Sunday,  2  p.m.: 
Ad  airs  first  time 
in  pre-game  show 


12M 


Dell  PowerEdge  6300  servers 
to  more  than  double  a  base  of 
20  Web,  database  and  back-end 
messaging  servers.  The  addi¬ 
tional  T-3  connection  more 
than  tripled  the  capacity  of  the 
company’s  12  existing  T-ls, 
giving  Monster.com  a  total  of 
about  60M  bit/sec  of  band¬ 
width  to  the  Internet  at  its 
Indianapolis  facility. 

Consumption  peaked  at 
about  35M  bit/sec  just 
after  Monster.com’s  ads  were 
televised. 

“It’s  really  important  to  keep 
[use  of  available]  bandwidth  to 
the  Internet  below  50%, ”  Lynch 
says.  “Once  it  starts  going  above 
50%,  you  start  getting  a  lot  of 
retransmissions  and  it’s  just  not 
good  for  the  servers.” 

The  company  has  already 
ordered  another  T-3. 


In  addition  to  the  hardware 
and  bandwidth,  Lynch’s  team 
upgraded  the  company’s  net¬ 
work  load-balancing  capabili¬ 
ties  with  a  pair  of  Hydra  5000 
hardware/software  appliances 
from  HydraWeb  of  New  York. 

“The  Hydra  5000  offers  us  up 
to  three  million  concurrent 
connections,”  Lynch  says.  “We 
certainly  didn’t  want  that  to  be 
the  bottleneck,  which  it’s  not 
going  to  be  with  that  many 
available  connections.” 

Monster.com  wasn’t  alone  in 
peddling  online  job  searches 
Super  Bowl  Sunday.  A  fledgling 
competitor,  Hotjobs.com,  spent 
about  $2  million  for  30  seconds 
of  airtime,  two  new  servers  and 
part  of  a  T-3  connection. 

While  Hotjobs.com  reported 
a  fivefold  increase  in  traffic 
See  Monster.com,  page  57 
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Cabletron, 

continued  from  page  1 

says  it  would  make  a  fine 
acquiree. 

“Of  the  300  vendors  we 
compete  with,  we’ve  got  the 
third-highest  sales  volume,” 
says  Cabletron  CEO  Craig 
Benson,  adding  that  the  com¬ 
pany  will  unveil  “bold  new 
plans”  for  a  turnaround  at  the 
end  of  this  quarter.  “Somebody 
is  buying  our  products.  I  know 
for  a  fact  that  there’s  interest 
around  Cabletron.” 

Cabletron  was  a  high-flyer 
earlier  this  decade,  one  of  the 
vaunted  “Big  Four”  in  the  LAN 
industry.  But  as  the  company 
struggles  through  its  current 
financial  malaise,  it  is  stuck  in 
suspended  animation  while 
the  remainder  of  the  Big  Four 
—  Cisco,  3Com  and  Bay 
Networks,  now  a  division  of 
Nortel  Networks  —  hurtle 
through  the  stratosphere 
toward  Planet  Internet. 

But  Cabletron  claims  it  is 
keeping  —  if  not  setting  —  the 
convergence  pace. 

“We  started  this  two  years 
ago,”  Benson  says. “We  have  the 
only  converged  network  in  the 
datacom  [vendor]  world.” 

Benson  says  Cabletron  not 
only  has  a  converged  network 
internally  but  also  has  shipped 
products  to  customers  as  the 
basis  of  their  converged 
voice/data  networks.  Cable¬ 
tron  has  also  shipped  10  mil¬ 
lion  nodes  that  are  being  used 
in  policy-based  networks, 
another  hot  area. 


Monster.com, 

continued  from  page  56 

after  the  game,  its  upgraded 
network  buckled  under  the 
strain,  causing  some  down¬ 
time  and  delays  significant 
enough  to  prompt  an  online 
apology  from  CEO  Richard 
Johnson. 

“We're  the  only  Internet  site 
that  advertised  on  the  Super 
Bowl  that  didn’t  crash  because 
of  the  added  traffic,”  boasts  Bill 
Warren,  Monster.com’s  presi¬ 
dent. 

Water  cooler  buzz  and  post¬ 
game  media  chatter  are  also 
important  measures  of  a  Super 
Bowl  ad’s  success,  experts  say. 
Monster.com  appears  to  have 
scored  well  here,  too. 

“Part  of  the  challenge  is  [get¬ 
ting  consumers  to]  remember 
the  ads,  as  well  as  what  they 
were  selling,”  says  Craig  Koller, 


The  company’s  problems 
hit  like  a  meteor  late  last  year, 
when  it  lost  $21.2  million  — 
12  cents  per  share  —  on  sales 
of  $330  million  for  its 
third  quarter  of  fiscal  1999- 
Cabletron  attributed  the  loss 
to  a  difficult  transition  from 
sales  of  shared-media  hubs  to 
LAN  switches,  the  loss  of 
Nortel  as  a  customer  and  slow 
sales  through  the  Compaq/ 
Digital  channel. 

Wall  Street  analysts  expected 
a  profit  of  11  cents  per  share, 
and  the  shortfall  prompted 
some  to  call  for  a  change  of 
leadership  at  the  company 
(NW,  Dec.  7,  1998,  page  1).  At 
the  very  least,  Cabletron  said  it 
would  keep  analysts  updated 
on  its  recovery. 

Progress  report 

The  company  last  week 
kept  its  word  with  the  con¬ 
ference  call,  which  came  a 
month  away  from  the  end  of 
Cabletron’s  fourth  quarter  and 
fiscal  1999. 

But  despite  the  progress 
report,  analysts  say  Cabletron’s 
future  will  be  as  an  indepen¬ 
dent  company  that  may  sur¬ 
vive,  but  will  not  thrive. 

For  the  near  term,  Cabletron 
will  continue  to  grapple  with  a 
legacy  in  shared-media  hubs,  a 
shrinking  enterprise  market 
and  questionable  acquisitions. 

These  issues  will  crimp 
Cabletron  long-term  by  keep¬ 
ing  the  company  from  moving 
quickly  to  capture  new  mar¬ 
kets  in  a  rapidly  moving  indus¬ 
try.  Ultimately,  the  industry  will 


a  multimedia  designer  for  CCH, 
Inc.,  in  Torrance,  Calif.  “I 
remember  the  Monster.com  ad 
and  liked  its  Dilbert-esque 
appeal.” 

The  ad  was  shot  in  black- 
and-white  and  featured  a  series 
of  children  saying  things  like, 
“When  I  grow  up  ...  I  want  to 
be  a  yes-man,”  and  “  .  .  .  forced 
into  early  retirement.”  The 
message:  Find  a  better  job  at 
Monster.com. 

Taylor  says  it’s  too  early  to 
know  whether  the  lasting 
impact  of  the  Super  Bowl  ads 
will  justify  making  a  similar 
investment  next  January.  But  he 
does  sound  like  a  probable 
repeat  customer. 

“At  $53,000  a  second,  why 
not? ’’Taylor  asks.  3 
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move  away  from  Cabletron, 
analysts  say. 

The  company  will  remain 
independent  not  because  it 
wants  to  but  because  it  offers 
little  value  to  potential  suitors, 
analysts  say. 

Even  though  its  stock  is 
down  and  it  could  be  acquired 
for  a  fraction  of  the  cost  of 
recent  acquisitions,  Cabletron 
has  virtually  no  products  for 
the  hot  service  provider  mar¬ 
ket;  it’s  losing  to  Cisco  in  the 
enterprise;  and  it  has  a  lot  of 
operational  and  management 
baggage. 

Pertinent  points 


Benson  disagrees  with  the 
perception  that  Cabletron  has 
nothing  to  offer  service 
providers.  Cabletron  switches 
are  installed  in  America  Online 
and  UUNET  networks;  and 
cable  service  provider  Adelphia 
just  became  a  Cabletron  cus¬ 
tomer  within  the  past  two 
weeks,  he  says. 

Financially,  Cabletron  says  it 
will  start  to  turn  things  around 
this  summer.  Users  and  com¬ 
pany  watchers  should  look  for 
revenue  gains  and  increased 
revenue  per  employee  in  the 
first  and  second  quarters  of 
fiscal  2000,  which  end  in 
May  and  August,  respectively, 
according  to  John  d’Auguste, 
president  of  operations. 

D’Auguste  made  his  re¬ 
marks  during  last  week’s  con¬ 
ference  call.  Benson  did  not 
participate  in  the  conference 
call  “to  show  we’ve  got  some 
talent  in  Cabletron  that’s  not 
got  my  name.” 

D’Auguste  outlined  Cable¬ 
tron’s  new  ad  campaign  and 
Compaq  relationship,  but  he 
only  touched  on  product¬ 
narrowing  plans. 

The  ad  campaign  will  be 
targeted  at  CEOs  and  chief 
information  officers  (CIO), 
and  will  question  whether 
the  purchase  of  Cisco  equip¬ 
ment  instead  of  Cabletron 
gear  makes  good  business 
sense.  The  campaign  will 


begin  in  March. 

“When  we  compete  against 
Cisco,  we  win  on  a  pro- 
duct-to-product  comparison,” 
d’Auguste  claims.  “When  we 
lose,  it’s  a  ‘Cisco  is  a  safe  solu¬ 
tion’  choice,  and  it’s  a  CIO  and 
a  CEO  decision  vs.  a  technolo¬ 
gy  decision. The  perceived  safe 
solution  may  not  necessarily 
be  the  best  business  solution.” 

The  Compaq  factor 

The  Compaq  agreement 
will  be  completed  in  30  to  40 
days,  d’Auguste  says,  and  will 
honor  the  same  three-year,  $1 


billion  arrangement  that  Cable¬ 
tron  and  Digital  hammered  out 
in  late  1997.  Compaq  pur¬ 
chased  Digital  in  1998. 

“Our  [current]  quarter  will 
be  the  first  full  quarter  of  ship¬ 
ping  the  SmartSwitch  Router 
and  the  SmartSwitch  6000  in 
rebranded  format  for  Com¬ 
paq,”  says  David  Kirkpatrick, 
Cabletron  executive  vice  pres¬ 
ident  of  finance. “We  anticipate 
a  pretty  strong  quarter  on  both 
those  product  sets  within 
Compaq.” 

Benson  was  a  little  more 
passionate  about  the  Compaq 
relationship. 

“Anybody  that  thinks  we’re 
not  going  to  be  around  ought 
to  talk  to  Compaq  because 
they’re  signing  a  multiyear 
agreement  for  an  awful  lot  of 
stuff  with  their  name  on  it  that 
they’d  be  foolish  to  do  if  they 
believed  any  of  this  [fading 
away]  stuff,”  he  says. 

Analysts  are  still  unclear, 
though,  when  Cabletron  will 
see  its  share  of  money  ex¬ 
pected  from  sales  of  its  equip¬ 
ment  through  Compaq.  Cable¬ 
tron  expects  its  share  to  total 
about  $83  million  per  quarter. 

“They  were  very  vague,  they 
didn’t  really  know  yet,”  says 
Scott  Heritage  of  Warburg 
Dillon  Read  in  New  York. 

Cabletron  was  also  vague 
about  which  products  it  will 
kill  off. 


“We  are  looking  at  all 
aspects  of  the  company,  and 
when  we  get  closer  to  a  deci¬ 
sion  we  ll  communicate  that,” 
d’Auguste  told  analysts. 

A  Cabletron  spokesman 
says  the  company  will  be  dis¬ 
continuing  older  gear,  such  as 
MMAC  hubs  and  switches, 
and  transceivers. 

Where's  the  beef? 

Analysts  say  the  progress 
report  currently  lacks  meat. 

“I  still  think  the  whole  ques¬ 
tion  is,  ‘Where’s  The  Beef?’  ” 
says  William  Becklean  of 
Tucker  Anthony  in  Boston.  “I 
think  the  proof  of  the  pud¬ 
ding’s  in  the  May  quarter.  If 
these  guys  can’t  show  that 
they  can  drive  top-line  rev¬ 
enue  growth,  then  you  start  to 
wonder  if  they  ever  can.” 

“There’s  a  certain  lack  of 
stability  at  this  time  to  give 
anyone  confidence  that  this 
ship  is  being  effectively  turned 
around,”  says  Andy  Schopick  of 
Nutmeg  Securities.  “This  is 
more  than  just  a  transition 
from  shared-media  hubs  to 
LAN  switching.” 

Schopick  says  Cabletron  has 
made  a  series  of  costly  acquisi¬ 
tions  that  have  not  con¬ 
tributed  much  to  the  bottom 
line.  He  says  the  purchase  of 
Digital’s  Network  Products 
Group  is  one  example. 

“In  view  of  the  subsequent 
events,  it  looks  very  dubious, 
very  iffy  as  to  how  smart  a 
transaction  that  was,”  Scho¬ 
pick  says. 

Benson  disagrees. 

“We  did  the  Digital  acquisi¬ 
tion  with  the  hopes  of  becom¬ 
ing  much  more  channel- 
friendly;  it’s  really  helped  our 
channel  mix  dramatically,” 
he  says. 

As  for  Cabletron  the  ac¬ 
quiree,  “Who  would  want  to 
pony-up  to  the  bar  with 
them?”  asks  Craig  Johnson, 
principal  of  Pita  Group  in 
Portland,  Ore.  “At  one  level  it 
would  be  an  opportune  time 
because  it’s  hurting  so  bad;  the 
only  other  theory  is  if  [the 
buyer  is]  a  U.S.  firm,  it  would 
be  almost  impossible  for  them 
to  sell  [the  acquisition]  to 
Wall  Street.” 

Benson  believes  analysts  are 
especially  harsh  on  the  com¬ 
pany  because  they  wanted 
more  substance  in  last  week’s 
conference  call. 3 
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Cabletron's  turnaround  hinges  on: 

»  Showing  revenue  growth  and  favorable  revenue- 
per-employee  figures  this  summer. 

•  Convincing  CIOs  that  Cisco  is  not  the  best 
business  choice  for  networking. 

•  Increasing  revenue  through  Compaq,  which  is 
now  Cabletron's  largest  customer. 

•  Discontinuing  some  slow-growth  product  lines. 

•  Moving  from  direct  sales  to  sales  channels. 


D'Auguste:  We  beat 
Cisco  on  technology. 
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Hacking  away,  and  just  barely  trying 


MARK 

GIBBS 


ver  wonder  how  hard  it  is  to 
become  a  hacker?  I  can  tell  you 
firsthand  it’s  probably  easier  than 
you  may  think. 

It  all  started  when  I  was  testing 
Symantec  ’s  Web  clients  for  pc- 
ANYWHERE  on  my  office  net¬ 
work.  I  downloaded  the  software 
from  Symantec’s  site  and  ran  it. 
Wonder  of  wonders,  it  worked  per¬ 
fectly  —  way  cool  and  very 
impressive. 

As  I  was  about  to  leave  for  a 
conference  I  thought  it  would  be 
useful  if  I  could  use  pcANYWHERE 
to  access  my  machines  while  I  was 
away.  So  I  decided  to  test  it  by  dial¬ 
ing  up  an  ISP  and  looping  back  to 
my  office  via  my  digital  subscriber 
line  connection. 

Imagine  my  surprise  when  I 
ran  the  applet  and 
was  given  a  list  of  six 
pcANYWHERE 
clients  of  which  only 
one  was  mine. 

Aha!  Let’s  see  if 
anyone  forgot  to  set  a 
password  on  his  or 
her  copy.  Lo  and 
behold,  there  it  was, 

2  a.m.  and  one  copy 
was  unsecured. 
Suddenly  I  was 
observing  the  screen 
of  someone  else’s 
machine!  Wild. 

The  owner  was  in  the  process 
of  using  a  speech  recognition  sys¬ 
tem  to  dictate  a  letter  to  his  girl¬ 
friend  (no,  nothing  very  steamy), 
and  there  at  the  bottom  of  the 
screen  was  his  name  (we’ll  call 
him  Ralph). 


I  think  the  reason  I  could  see 
his  name  was  that  it  was  part  of 
the  training  data  loaded  into  the 
speech  recognition  system.  I 
thought  I  should  let  him  know  he 
had  a  security  problem,  so  I  put 
the  cursor  in  the  window  his  spo¬ 
ken  words  were  appearing  in  and 
typed  “Yo,  Ralph.”  Nothing.  He  did 
not  notice.  I  tried  changing  win¬ 
dows  to  Notepad  but  the  speech 
recognition  system  switched  back 
to  the  first  window. 

So  to  get  his  attention,  I 
switched  to  my  word  processor, 
typed  a  long  message,  copied  it 
to  my  clipboard,  copied  my  clip¬ 
board  over  to  his  clipboard,  and 
pasted  the  message  into  his 
active  window. This  time  he 


noticed.  He  immediately  pulled 
the  plug  on  his  computer,  and  the 
connection  vanished. 

I  felt  bad.  I’d  freaked  Ralph  out, 
and  there  was  no  opportunity  to 
explain.  So  how  to  find  him?  Well,  I 
knew  his  IP  address  but  that  was 
not  much  use  so  I  went  searching. 
Luckily  he  had  an  unusual  last 
name,  which  made  life  easier. 

I  went  to  several  search 
engines,  including  InfoSeek  and 
AltaVista,  and  I  found  lots  of  dud 
leads  (dead  links  and  near  misses). 
But  eventually  I  hit  pay  dirt.  I 
found  a  Web  site  and  discovered 
what  Ralph  looks  like  (he  has  a 
picture  of  himself  eating  lobster) 
and  that  he  is  a  scriptwriter.  Then  I 
went  to  switchboard.com  and 
found  him  there,  too. 

From  Ralph’s  Web  site  I  knew 
where  he’d  been  on  holiday  and 
some  other  trivia  of  his  life.  From 
switchboard.com  I  had  learned 
Ralph’s  street  address,  telephone 
number  and  e-mail  address.  It  had 
taken  me  all  of  1 5  minutes. 

So  trying  to  be  a  nice  guy,  I  sent 
him  e-mail  explaining  what  had 
happened,  that  I  hadn’t  done  any¬ 
thing  to  his  PC,  and  noting  that  he 
should  password-protect  his  copy 
of  pcANYWHERE. 

Next  day  there  was  no  reply, 
so  I  called  him.  We  had  a  non¬ 
conversation. 

I  explained  who  I  was  (“Uh- 
huh,”  he  said),  I  assured  him  that  I 
wasn’t  a  hacker,  (“Uh-huh”),  that  I 
hadn’t  done  anything  to  his  PC 
(“Uh-huh”),  and  that  he  should 
secure  his  system  (“Uh-huh”).  I 
explained  that  a  hacker  could  have 
had  a  field  day  (“Uh-huh”)  and, 
well,  I  hardly  got  a  response. 
Ho-hum. 

It  was  such  a  simple  hole  in  his 
system  and  one  that  I  could  have 
exploited  without  him  having  a 
clue  what  was  going  on.  On  the 
other  hand,  he  probably  wouldn’t 
have  been  of  much  interest  to  a 
real  hacker.  But  what  if  Ralph  had 
been  your  chief  financial  officer? 
That  could  lead  to  all  sorts  of  infil¬ 
trations  into  your  corporate  net¬ 
work.  Frightening. 

I  would  never  have  guessed  that 
being  a  hacker  was  so  damn  easy. 

Incursions  to  nwcolumn @ 
gibbs.com  or  (800)  622-1108,  Ext. 
7504. 
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A  real  power  breakfast.  You  know  you 
have  power  when: 

•  Bill  Gates  brags  about  having  your 
name  in  his  Rolodex. 

•  Your  every  inane  utterance  is  treated  as 
unsurpassed  brilliance  by  a  coterie  of 
shameless  sycophants. 

•  Your  sycophants  have  sycophants. 

•  Someone  is  willing  to  pay  $4,400  for  the 
privilege  of  sharing  a  one-hour  breakfast 
with  you. 

That  last  one  happened  recently  to  Steve 
Jurvetson,  managing  director  of  Draper 
Fisher  Jurvetson,  one  of  the  most  media- 
savvy  and  successful  venture  capital  firms  in  Silicon  Valley. 

A  breakfast  meeting  with  Jurvetson  was  offered  in  a  week-long  online 
auction  conducted  by  eBay,  the  red-hot  Internet  start-up  whose  stock 
performance  these  days  can  be  tracked  only  by  a  NASA  telescope. 

eBay's  auction  was  a  charity  gig,  with  proceeds  going  to  the 
Emergency  Housing  Consortium  of  San  Jose. 

Top  bidder  for  the  Jurvetson  breakfast  was  entrepreneur  Mark 
Hernandez,  an  investor  in  online  business  Vauttfleports.com,  which  pro¬ 
vides  Internet  career  research  and  recruiting  services  for  job  seekers. 

Hernandez'  bid  actually  was  topped  by  a  $5,000  offer  that  came  in 
too  late,  so  Jurvetson  agreed  to  do  two  breakfasts. 

Now  for  the  'Net  Buzz  mini-interview: 

0:  How  does  it  feel  to  have  your  flesh  peddled  online? 

Jurvetson:  It's  one  of  the  more  unusual  feelings  I  can  recall.  It  was 
a  huge  charge  watching  the  price  go  up  and  up. 

d  How  much  would  you  pay  to  have  breakfast  with  yourself? 

Jurvetson:  I  don't  know.  I'm  just  delighted  the  charity's  going  to  get 
this  money. 

0:  Will  you  buy  me  breakfast? 

Jurvetson:  (No  answer) 


Wired  for  wireless.  For  fans  of  wireless  telephones,  these  are 
exciting  times.  Competition  among  carriers  is  forcing  down  prices  of 
service  plans  and  hardware,  to  the  point  where  some  analysts  predict 
the  fixed  phone  line  may  be  obsolete  within  a  decade. 

But  competing  and  incompatible  wireless  products  have  left  many 
consumers  frustrated.  After  all,  knowing  you  need  a  special  charger 
for  your  new  phone  and  being  able  to  find  it  in  a  store  are  two  different 
things.  One  minute  you  think  you're  taking  a  quick  trip  to  the  local 
store,  and  the  next  you’ve  embarked  upon  the  retail  version  of  a  pub 
crawl,  without  the  benefit  of  a  stiff  drink  to  calm  your  jangled  nerves. 

A  Web  site  that  debuts  today  hopes  to  take  the  anxiety  and  hard 
work  out  of  finding  the  wireless  phone  products  you  need. 

The  site,  www.buywireless.com,  bills  itself  as  The  Internet  Wireless 
Superstore  and  boasts  specialized  wireless  products,  including 
phones,  batteries,  cases,  chargers  and  other  accessories  at  discounts 
below  retail  prices. 

Shoppers  using  BuyWireless.com  can  click  on  the  image  of  the 
phone  they  use  and  get  a  list  of  every  accessory  that  works  with  the 
phone,  complete  with  descriptions  and  prices. 

Scott  Goldman,  BuyWireless.com  co-founder  and  CEO,  says  the  site 
is  "aimed  at  the  tens  of  millions  of  wireless  users  like  me  who  don't 
have  time  to  shop  at  a  retail  store,  search  for  the  lowest  prices  or  deal 
with  the  overwhelming  complexity  of  choices." 

The  site  also  is  targeting  corporations  that  want  to  provide  their 
employees  with  wireless  technology  at  discounted  prices,  as  well  as 
wireless  carriers  looking  to  expand  their  product  selections  for  sub¬ 
scribers.  The  start-up  is  located  in  Irvine,  Calif. 


Jurvetson  isn’t  the  only  one  who  can  play  this  auction  game. 
’Net  Buzz  is  now  accepting  bids  for  a  charity  breakfast,  with 
proceeds  going  to  a  home  for  way  ward  drones.  To  submit  bids 
or  your  best  Internet  news,  contact  Chris  Nemey  at  (508)  820- 
7451  orcnemey@nww.com. 
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Omnes  brings  state-of-the-art  IT  support  and  services  to  multi-national  corporations  worldwide,  specializing  in 
the  oil  and  gas  sector.  With  high-level  performance  and  security  requirements,  Omnes  needed  to  replace 
shared  Ethernet  LANs  that  were  not  doing  the  job.  “We  replaced  them  with  Xylan  ATM  switches  and  never 
looked  back,”  says  Jim  Sullivan,  network  solutions  manager  at  Omnes.  “The  Xylan  equipment  does  everything 
they  said  it  was  going  to  do,  and  has  worked  flawlessly.  Bang  for  the  buck-there  wasn’t  any  comparison.” 


For  a  full  case  study: 
www.xylan.com/niw 
800  995  2612 


Switching:  LAN,  Layer-Three,  ATM,  Gigabit. 

Interfaces:  Ethernet,  Fast  Ethernet,  Gigabit  Ethernet,  ATM,  Token  Ring,  FDDI,  Frame  Relay,  Voice,  ISDN. 
Services:  Firewalls,  Authentication,  Multicast,  Broadcast  Management,  Protocol  Translation,  Mobility,  QoS, 

Prioritization,  Compression,  Policy-Based  Management. 


€>  1998  Xylan  Corporation,  Inc.  Xylan  and  OmniSwitch  are  registered  trademarks  of  Xylan  Corporation,  Inc.  All  registered  trademarks  are  property  of  their  respective  owners.  All  specifications  are  subject  to  change. 
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•  K'tworks 


www.extremenetworks.com/ad/mkt.html 
800-822-3206  (U.S.) 

♦1  818-865-2811  (Outside  U.S.) 


The  news  is  out.  Extreme  Networks™is  now  the  Top  Dog  in  town.  According  to  a  recent 
independent  study,  Extreme  Networks  has  secured  the  number  one  market  position 
for  overall  Layer  3  LAN  switch  ports.1  We  think  the  reason  is  pretty  simple. 

True  end-to-end  simplicity.  It’s  something  everybody  wants,  but  hardly  anybody 
delivers— hardly  anybody  except  Extreme  Networks.  Our  stackable  and  chassis-based 
Layer  3  switches  share  the  same  software,  hardware  and  management  architecture, 
to  deliver  unrivaled  simplicity  and  system-wide  wire-speed  performance  from  the 
network  core  to  the  enterprise  desktop. 


Stop  sniffing  around  for  the  best  end-to-end  network  solution.  Check  out  our 
Web  site  or  better  yet,  call  the  Top  Dog  today. 


Summit,uLAl\r  Switches  and  the  BlackDiamondmchassis. 


1  Dell’Oro  Group,  November  1998. 
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